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What a different world we face in 1945 from that of twelve short months ago! 





struggle ahead before peace comes throughout the world. But with the turn of 





Ht Then we lived in hope. Now victory is in sight. We know there is still a bitter 
| 
| 


the tide toward victory, we must every one of us plan how we will face the big 
Hl problems of doing business in a new world at peace. 

What are the prospects for our business and our dealers in the days ahead? 
Here at Webster we have a quick, emphatic answer. Prospects are good. We 


| 

| 

| face the future with confidence and optimism. 

Why? Because of our faith in our nation and in American business manage- 


ment. Industry faced a gigantic, unprecedented task in converting the resources 





of this country into an arsenal of war. The success of that effort has been the 
greatest miracle in American history. We say that a nation which has done such 
] a tremendous job in the agony of war need have no fear of the problems which 
peace will bring. 

We at Webster are especially confident in our own future, because of our suc- 


cess in licking tough wartime problems. Despite shortages of labor, equipment, 





and transportation, we have maintained deliveries to every dealer. During our 











Hi | 55 years in business, we have learned how to cope successfully with emergencies 


in war and in peace. In addition, because we have continued as an essential in- 





dustry to make quality carbon papers and typewriter ribbons throughout the 


war, we have no problem of reconversion. We are ready today for all-out peace- 





time production and sales. 


HHI Finally, in peace as in war, our greatest asset is the goodwill of our dealers. 





On the threshold of the New Year, we renew to you our pledge of loyalty, and 


HHI ask you to join us in a ringing declaration of faith in the future of the nation 





| 

| 

HT 
HHT we love. 
| 


Hl _ Berge F Pnraletors 


Treasurer and General Manager. 








13 Amherst Street, Cambridge 42, Mass. 





yUFFICE APPLIANCES is 
a news and technical trade 


journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration’ either directly or in- 
directly connected with the 
industry the journal] repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 


germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 
STATIONERY STORE MANAGER with remarkable record for profitable 


operation is open for new connection. Thoroughly versed in loose leaf, 
furniture, printing, as well as merchanical specialties. Competent to 
take full charge as well as to show good results in personal selling. 
Best of references. Address M-142, care of Office Appliances, Chicago. 


SALES EXECUTIVE—12 years with with L. C. Smith & Corona, 2 years 


as assistant manager major branch. Excellent contact—dealers, out- 
standing accounts. Good education. Qualified to take over or develop 
sales organization. Adequate income must be assured Thoroughly 


Health excellent. Now 
Chicago 


Age 44. 
Appliances, 


capable, substantial, financially stable. 
employed Address M-139, care Office 


BUYER AND MANAGER, open after Jan. 1, 1945. Experienced in Office 
Furniture, Equipment, Loose Leaf Systems, Filing Devices, Printing, 
Engraving, Lithographing, Commercial, Social Stationery, and Gifts. 
A business builder and Merchandiser. Very active with wide knowledge 
and training. Address M-143, care Office Appliances, Chicago, 6. 


EXECUTIVES WANTED 


WANTED DEPARTMENT MANAGER: Office supplies and drafting ma- 
terial. Carry General Fireproofing, National Blank Book, duplicators, furni 
ture. Old established firm central Ohio. Permanent. Splendid opportunity. 
State salary and experience. Address BY-271, care Offices Appliances, 
Chicago 6 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hecto- 
graph and spirit duplicating materials, printed forms and supplies, inked 
ribbons, carbon papers, ete., has territory openings for steady, reliable 
type of salesmen who are workers. New exclusive products have created 
an unusual opportunity for able representatives. Permanent post war 
employment. Opportunity for excellent earnings. Salary and_ expenses 
paid. See display ad in this magazine. Write Old Town Ribbon & 
Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 


EXCEPTIONAL OPPORTUNITY for experienced Ribbon and Carbon Paper 


salesmen. We have several attractive openings for representatives to 
call on established Retail and Wholesale customers. Permanent em- 
ployment with Salary, Commission and Expenses. Applicants should 
give age and experience in first letter or call for interview. Royal 

Company, Roytype Division, 2 Park Avenue, New York 


Typewriter 
,:  W 


EXCEPTIONAL OPPORTUNITY for experienced office equipment and 
supply salesman in Northern Indiana. Salary $65 per week to start. 
This is an inside job. State age, experience and references. Address 
BY-268 care Office Appliances, Chicago 6. 


SALESMEN WANTED by leading pencil manufacturer. Middle West and 
southern territories. Good full-time connection for one man in each terri- 
tory who has necessary qualifications. Send full information. Answers in 
strict confidence. Address BY-272, care Offices Appliances, Chicago 6. 


WANTS AND FOR SALE, Continued page 5 (opposite) 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


MECHANICS AND REPAIRMEN WANTED 


WANTED—COMBINATION TYPEWRITER and adding machine mechanic. 
This is not just another one of those ads that promises a lot but boils 
down to very little. Our shop was swamped with work before the War, 
and has always needed another good man. It’s a congenial place to 
work, and is located in a beautiful part of Michigan. This is not a 
war-created job, but a permanent connection for the right party. Good 
salary and overtime. State experience and references. All answers 
treated confidentially. Address BY-270, care Office Appliances, Chicago, 6. 


ADDING MACHINE and typewriter mechanic wanted, steady work, good 
pay, in small town, low rent, chickens, garden, etc. City water, cen- 
tralized school. Five miles to city. Must be sober. Give full informa- 
tion. Mason Typewriter Exchange, Almond, N. Y. 

WANTED: Typewriter, Adding Machine and general mechanic for grow- 
ing business in the Metropolitan area. Top wages plus commission. 
teferences. Write M. N. Thompson, 537 Belvidere Ave., Plainfield, N. J. 
TYPEWRITER AND OFFICE MACHINE MECHANIC, $75.00 per week 
and bonus, permanent. Lamont Office Equipment Co., 1544 Broadway, 
Detroit 26, Mich. 

BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible 
to make more. Muncie Typewriter Exchange, Muncie, Indiana. 


WANTED—Combination Typewriter and Adding Mechanic. Permanent 
position. Good salary. Peter Paul Mechanical Service, 330 S. Wells St., 
Chicago 6, Illinois. 


REPRESENTATIVES AVAILABLE 


MID-WEST SALES REPRESENTATIVE: A Seasoned producer of the 
executive type, above average in appearance and personality, seeks 
meritorious line, preferably established, to merchandise thru Stationery, 
Gift and Department Stores, in Wisconsin, Michigan and Illinois, includ- 
ing Chicago, on a commission basis. Financially able to enlarge local 
sales staff if detailing is essential and would entertain opening Chicago 
office in Merchandise Mart if line warranted. Frequent and thorough 
coverage assured if product has ‘‘what it takes’? to make things interest- 
ing. M-144, care Office Appliances, Chicago 6. 


EXPORTERS—ATTENTION—Manufacturers of office machines and ap- 
pliances interested in building new sales organizations and dealerships 
in Czechoslovakia, Hungary, Roumania, Turkey, Egypt, Palestine, Syria, 
or ANY OTHER country, are invited to get in touch with successful 
organizer who has had twenty years experience selling office equipment 
abroad as dealer and representative of American producer. Now in 
United States. Has excellent knowledge of possibilities in different 
countries. Knows languages. Able to establish capable dealers, to in- 
struct them and their salesmen in correct sales procedure. Address 
M-138, care Office Appliances, Chicago. 
AN ORGANIZATION composed of men experienced in Office Appliances, 
Business Systems, Methods, etc., calling directly on Business and In- 
dustry thruout the States of Oklahoma, Arkansas, Texas, Louisiana, 
Mississippi and Western half of Tennessee can handle one or two addi- 
tional lines. We now have six offices established in this territory. 
Write Distributor, 1314 San Jacinto St., Houston 2, Texas. 

EXPORT. Trained export representative who has traveled most of 
foreign area personally plans to start on extensive foreign trip as soon 
as conditions permit. Is export manager of well-known company making 
one mechanical stationery product. In position to carry a_ total of 
three or four lines of office supply that offer export possibilities. For 
further information address M-141, care Office Appliances, Chicago. 
DISTRIBUTOR OF OFFICE ACCESSORIES wants added lines to job. 
Has excellent coverage in eleven Far Western States. L. C. Flewelling 
Co., 4427 Firestone Blvd., South Gate, Calif. 


MOHD. NOUR SALAH JAMJOOM & BROS. General Merchants & Com- 
mission Agents, Jeddah, Hijaz, Saudia Arabia. Let us represent you 
in Saudia Arabia. 


REPRESENTATIVES WANTED 


WANTED ... DISTRIBUTORS for Los Angeles and for San Francisco 
area respectively. Eastern manufacturer of office equipment seeks two 
distributors to sell an office device that does not conflict with steel or 
wood files, desks or chairs. Manufacturer has sold nearly every office 
furniture dealer and stationer on the coast for many years. Warehouse 
facilities required. Address BY-266, care Office Appliances, Chicago 6. 


WANTED—MANUFACTURER’S AGENT—To Represent Aggressive manu- 
facturer of STEEL OFFICE FURNITURE in the following areas, with 
headquarters in 

Metropolitan New York 

Chicago 

Washington, D. C. 

Pittsburgh and Eastern Ohio 

Indianapolis and Western Ohio 

Kansas City and surrounding states 

Los Angeles and surrounding states 

Denver and surrounding states 

San Francisco and surrounding states 

Portland and surrounding states 
To Call on Dealers Only. Address BY-267, care Office Appliances, Chicago 6. 


RETAIL BUSINESS FOR SALE 
FOR SALE: Well established Office Furniture Business in large indus- 
trial city in Wisconsin. Excellent opportunity to step into and operate 
without loss of time to establish. Good clean stock, exclusive lines. 
Low rent. Owner retiring on account of health. Address BY-265, care 
Office Appliances, Chicago 6. 
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FOR SALE—Combined office supply store, print shop, rubber stamp 
plant and typewriter shop. Will sell at inventory Will take approxi- 
mately $34,000.00 to handle. Sales $100,000 per annum. Established 25 
years. Very profitable concern. The Harbord Rogers Co., 949 S. W. 
Stark St., Portland 5, Oregon. 


PATENT & MFG. TOOLS FOR SALE 


FOR SALE—Valuable patent and tools to manufacture the established 
Dex Copy Holder, owing to development of other items more closely 
associated with our major line. RIVET-O MFG. COMPANY, Orange, 
Massachusetts, 


MAILING LISTS 


FOR SALE—Up to date mailing list of 4100 live wire stationery dealers 
available on Elliott stencils at fraction of cost. This list was just com- 
piled but because of war-time restrictions we cannot merchandise products 
for which it was purchased Box BY-269, care Office Appliances, Chi- 


cago 6, 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices but now require 90 to 150 days’ time. 
We especially feature “CONKLIN,” SWAN, WATERMAN, WAHL, 
PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all other 
makes. We feature Gold Pen Points and Repairing. Mail all makes -to 
ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
TO $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 38 So, State 
St., Chicago 3. 


TRADE SCHOOLS 


TYPEWRITER REPAIRING—Original, simplified Home Study Course. 
Students operating own repair shop. Weber Typewriter Mechanics 
School, Box 269, Osborn, Ohio. ’ 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calenlating Ma- 
chines, Dictaphones, Ediphones, bought and sold. Chicago Office Appli- 
ance Co., 529 S. Wells St., Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York 7, N. Y. 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, re- 
pair, rebuild. Comprehensive service for dealers. Adding and Book- 
keeping Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Cas- 
well Bldg., Milwaukee 3, Wis. 


DICTA PHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 


QUANTITY of. Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, N. Y. 








KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand, Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. 
S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 135 Grand St., New 
York 13, H. Y. 

ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 
135 Grand St., New York 138, N. Y. 

MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, 
also silk ribbons. New ribbons of all kinds in the reel. Dealer proposi- 
tion. Lewis, 418 West State, Milwaukee. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to Dealers. E. H. Heineman, 4 
North Eighth Street, St. Louis 1, Mo. 


WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8 x 5 
size, complete with card holders. Advise what you have available. E. H. 
Heineman, Box 552, St. Louis 1, Mo. 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Machine Stores St 

Ames Supply Co 74 

Shipman-Ward Mfg. Co 74 
Adding Machine Rolls & Paper 

Rockwell-Barnes C« 18 
Adding Machines 

Allen Calculators, In« x1 

Amer. Writing Machine Stores NI 

Friden Calculating Mach. Co 111 

Monroe Cale. Machine Co 167 

Smith, L. C., & Corona Type 

writers 

Victor Adding Machine Co 123 
Adding Machines, Rebuilt & Used 

Mailers’ Service & Equip. Co 182 


} 


Shipman-Ward Mfg. Co 17 
Back Cover 


Underwood Elliott Fisher 
Adhesives 

(See Inks, Adhesives, etc 
Arch and Clip Board Files 

Globe-Wernicke Co., The 64 

Rockwell-Barnes Co 

Shaw-Walker Co 55. 56. 5 + 

Yawman and Erbe Mfg. Co I 
Ash Trays and Stands 

Finch & McCulloch 145 
Associations, Manufacture:s 

Wood Office Furniture Institute 
Atlases, Geographical 

Cram, George F., Co IX 
Autographic Registers 


United Autographic Register (« 4 
Bank Supplies 

Downey, C. L., Co 15d 

Gibson, C. R. & Company 179 


Bankers Note Cases 


Art Steel Sales Corp x0) 
General Fireproofing Co 60,4 
Globe-Wernicke Co., The 64, 65 
Victor Safe & Equip. Co 160 
Binders, Catalogue and Periodical 
Acc. Products, Ine (it 
Amberg File & Index Co 159 
Master-Craft Corp., Div. S-W 87 
National Blank Book Co 185 
Sheppard, The C. E. Ce 122 
Wilson Jones Co 51 
Binders, Permanent Storage 
Boorum & Pease Co 9] 
Master-Craft Corp., Div. S-W 87 
Sheppard, The C. E., Co 122 
Wilson Jones Co 51 
Biank Books 
National Blank Book Co 185 
Boorum & Pease Co 91 
Rockwell-Barnes Co 185 
Wilson Jones Co 51 


Blue Print and Plan File Cabinets 
All-Steel-Equip. Co 
Anderson-Hickey Co 94 


Art Metal Construction Co x8 
Art Steel Sales Corp RI 
Browne-Morse Co 134, 143 
Cole Steel Equipment Co 104, 10 

Corry-Jamestown Mfg. Co 175 
General Fireproofing Co., The... 60, 61 
Globe-Wernicke Co., The 64, 65 
Invincible Metal Furn. Co 147 
Peerless Steel Equip. Co 178 
Pronto File Corp 70, 71 
Shaw-Walker Co 55, 56, 57 by 
Yawman and Erbe Mfg. Co 171 

Bond Boxes 
Art Steel Sales Corp St 
General Fireproofing Co., The. 60, 61 
Globe-Wernicke Co The 64, 65 
Book Cases 

All-Steel-Equip. Co 151 
Art Metal Construction Co x 
Browne-Morse Co 134, 14 

Corry-Jamestown Mfg. Co 175 
General Fireproofing Co The. 60, 61 
Globe-Wernicke Co., The 64, 6 


Gunn Furniture Company l 

Michigan Desk Co 140 

New England Woodworking Co 132 
l 


Peerless Steel Equip. Cx 8 
Shaw-Walker Co 55, 56, 57, 58 
Wabash Filing Supplies, Inc 12¢ 
Weis Mfg. Co. 3, 44, 45, 4€ 
Yawman and Erbe Mfg. Co 171 
Bookkeeping Machines 
Underwood Elliott Fisher Back Cover 
Box Letter Files 
Amberg File & Index Co 159 
Art Steel Sales Corp gu) 
Cole Steel Equipment Co 104, 105 
Globe-Wernicke (Co., The 64, 65 
Hedges Mfg. Company 162 
Rockwell-Barnes Co 185 
Weis Mfg. Co 13, 44, 45, 4¢ 
Brief & Zipper Cases 
Mashek, Frank Company li 
Master-Craft Corp., Div. S-W RT 
Business Forms 
Gibson, C. R. & Company 179 
Calculating Devices 
Meilicke Systems, Inc 15 
Shipman-Ward Mfg. (« 174 
Victor Safe & Equipment Co 160 
Calculating Machines 
Allen Calculators, Inc 81 
Friden Calculating Mach. Co 111 
Monroe Cale. Machine Co 167 
Victor Adding Machine Co 123 
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OFFICE APPLIANCES, 











obligation. 
Calculating Machires, Used Desk Lamps 
Mailers’ Service & Equip. ¢ x2 Dawn Mfg. ¢ 
Shipman-Ward Mfg. ¢ 7 Van Dyke Indust 
Carbon Papers Desk Pads & Tops 
(See Ribbons and ¢ Aigner, G. J., ¢ 
Card Index Boxes and Trays Wagemaker (« 
All-Steel-Equip. C« Wilson Jones ¢ 
Amberg File & Index ¢ Desk Pen & Ink Sets 
Art Metal Construct ( Sengbusch Self Cl. Inkst ( 
Art Steel Sales Cory 8 Sheatffe W \ P ( 
Cole Steel Equipment ¢ ) Desk Trays 
Corry-Jamestown Mfg. ¢ 7 Aigner, G. J 
General Fireproofing ( I 64 Art Metal Cor 1 ( 
Globe-Wernicke Co r ( Art Steel Sa ( p 
Guide System and Sup; ( Cor Jat ( Mf ( 
Hedges Mfg. Compar 2 G il Firep fir ( 
Imperial Methods Co Globe-Wernick r" 
Invincible Metal Furn. ¢ 147 He s Mfg. ¢ p 
New England Woodworki: ( 2 Imperial Methods ¢ 
Peerless Steel Equip. ¢ 178 Peerle Steel Equip. ¢ 
Pronto File Corp Tf Shaw-Walker Co 
Security Steel Equipment ¢ Weis Mfg. Cc 1 
Shaw-Walker Co 7 8 Yawman and Erbe Mf ( 
Wagemaker Company s Desk Work Distributors 
Weis Mfg. Co Hi Art Steel Sales Cor] 
Wells Office Furniture ¢ l Globe-Wernicke (¢ I ( 
Yawman and Erbe Mf ( \ Safe & Equip. ¢ 
Card Indexes, Mechanical Wil Jones ¢ 
Diebold, Inc Desks 
Rol-Dex Co. OS Art Metal ¢ ru Ce 
Cash Boxes Art Steel Sales C« 
Art Steel Sales x Browne-Morse C<¢ 
Cole Steel Equi ( 04 0 ‘ y-James n Mf C 
General Fireproofing (¢ rhe....60, ¢ General Fireproofing ¢ The 
Casters, Caster Bearings, Slides Globe-Wernicke (¢ rhe 
Bassick Company 8 Gunn Furni ure Compa 
Darnell Corp Imperial Desk ¢ 
Celluloid Envelopes Ir i Desk ¢ 
(See Envelopes, Cellu Invincib Met Furn, ¢ 
Chair trons Jasper Desk Co 
Bassick Company x Jasper Office Fu ( 
Bolens Products C« 78 Michigan Desk (¢ 
Chair Mats Myrtle Desk ¢ 
Office Specialty Mfg. C¢ National Desk (< Inc 
Chairs, Folding Peerless Steel Equip. ¢ 
Adirondack Chair C¢ i Royal Metal Mfg. ¢ 
Royal Metal Mfg. Ce SN Security Steel Equipment I 
Chairs, Office Shaw-Walker Co 
Bright Chair Co 0 Victor Safe & Equip. ¢ 
Cramer Posture Chair ¢ 12} Wagemaker Compa 
Domore Chair Co 127 Wells Office Fu ire ¢ 
Ehrlich Upholstery Work 1D Yawman and Erbe Mf ( 
General Fireproofir ( The....60, 61 Diaries (See Memo Book 
Gunlocke, The W. H., Chair ¢ 148 Drafting Instruments & Equipment 
High Point Bending & Chair ¢ 120 Brown, Arthur, & Bre 
Jasper Chair Co 172 Cardinell Corp 
Jasper Seating Co 134 Duplicating Machines & Supplies 
Michigan Desk Co. l Amer. Writir Mac Stores 
New Indiana Chair Co 1] \utocopy, Inc 
Royal Metal Mfg. Co XN Bainbridge, Kimy & Hau 
Shaw-Walker Co. , bt 7 s ( ia Ri & ( t Mf ( 
Sikes Co., The opy Papers, It 
Sturgis Posture Chair Co 07 Heye Corp The 
Wells Office Furniture C Manifold lies ¢ 
Chairs (Posture) Mittag & lt 
Bright Chair Co 150 Old Towr & Carl ( 
Cramer Posture Chair ¢ 124 Ked Feather vl Li 
Domore Chair Co 12 Shalleross Tt 
General Fireproofing C« rhe._60, 61 Sinclair & Valentir ( 
Gould, S. H. Company 142 Smit L. ¢ & | ! ik 
Gunlock, The W. H. Chair ¢ Speed-O-Print Corp 
High Point Bending & C1} r 120 Starke Pap & Su y ( 
Jasper Chair Co 172 Technygraph, The 
Jasper Seating Co ] Victor Safe & Equip. C« 
Shaw-Walker Co f 7 8 Duplicating Machines, Used 
Sikes Co., The 63 Mailers’ Ser e & Equip. C 
Sturgis Posture Chair ¢ 107 es : 
Wells Office Furniture C< ‘ year ad ac ( T! 
Chairs, Tablet Arm eee dthcene oneal seed 
Jasper Chair ( 0.. Qual arte Inve 
Jasper Seating Co : i Mf Co 
' . “ SI a £ 
New Indiana Chair Cc citar Sane 1s 
Check Book Covers & Passbooks 
Amer. Passbook Co 18 Envelopes, Celluloid 
Check Protectors & Writers Aigner, G. J.. ( 
Hall-Welter Co 180 Markilo (¢ 
Checks, Banks, Payroll, etc Erasers 
Gibson, C. R. & Comp Blaisdell Pencil ¢ 
Checks, Stamped Metal Faber A. W., Th 
Dayton Stencil Works Is Faber, Eberhard, Pencil ( 
Meyer & Wenthe, Ir 7 Koh-I-Noor Pencil ¢ 
: Robert Weld Ru r ¢ 
Clip Boards 
(See Arch and Clip Board 1 Eyelets & Eyelet Fasteners 
Coin Bags, Trays & Wrappers ” sda 
Art Steel Sales Cort @ File Boxes, Fibre Collapsible 
Downey, C. L., Cr Bankers Box ( 
Copyholders Dic 2 - espbssih 
Acco Products Inc... bt Globe-Wernicke r 
Dawn Mfg. Corp rt Ist Guide System & Sup] ( 
Rite-Line Sales Co., Ir l Oxford Filing § “ys 
Wells Office Furniture ¢ Pronto Fi ( 
Costumers Weis Mf ( 
Globe-Wernicke Co., 1 64, 6 File -Becex: Metal 
Peerless Steel Equip. ¢ iS Art Metal Construc cx 
Shaw-Walker Co ; 7 8 Art Steel S ( 
Vogel Peterson Companys Cole Steel Equipr ( 
Wells Office Furniture ¢ 164 Corry-Jat vn Mf ( 
Dating Stamps Globe-Wernick ( I 
Consolidated Stamp Mf ( 82 Peerless Steel kq ( 
Fulton Specialty Co Pror I Cort 
Meyer & Wenthe, I: tockwell f 
Rivet-O Mfg. Co Shaw Co 
Stewart, R. A., & ( 178 Vi r Safe & Equi ( 
Superior Type ¢ 178 Weis Mfg. ¢ 14 


Filing Cabinets, Insulated 





Meilink Steel Safe Co 100 
Shaw-Walker Co 55, 3 7 
Victor Safe & Equip. Co 160 
Filing Cabinets, Metal 
All-Steel-Equip. C« ] 
Anderson-Hickey Co 4 
Art Metal Construction Co s 
Art Steel Sales Corp N( 
trowne-Morse Co 134, 1 
Cole Steel Equipment ¢ 10 1a 
Corry-Jamestown Mfg. (¢ 17 
General Fireproofing Co The....60, ¢ 
Globe-Wernicke Co., The 64, 6 
Invincible Metal Furn. Co 147 
Peerless Steel Equip. Co 7 
Security Steel Equipment Corp 11K 
Shaw-Walker Co 55, 56 7 
Victor Safe & Equip. Co 161 
Weis Mfg. Co 43, 44, 45, 4 
Yawman and Erbe Mfg. Co 17 
Filing Cabinets, Wood 
Art Metal Construction Co S 


Art Steel Sales Corp 























Bainbridge, Kimpton & Haupt, In 99 
Browne- Morse Co 134, 14 
susiness Efficiency Aids 1st) 
General Fireproofing Co., The....60, 6 
Globe-Wernicke Co., The 64, ¢ 
Imperial Methods Co 131 
Indiana Desk Co 10 
Michigan Desk Co 140 
New England Woodworking Co 132 
Peerless Steel Equip. Co 17% 
Perma-Bilt Equipment C« 18 
Security Steel Equipment Corp 110 
Shaw-Walker Co 5, 56, 57, 58 
Victor Safe & Equip. C« 160 
Wagemaker Company 13 
Weis Mfg. Cc 1 44, 45, de 
Wells Office Furniture Co 164 
Yawman and Erbe Mfg. Co 17 
Filing Supplies 
Acco Products, Inc ot 
Aigner, G. J. Co 103 
Amberg File and Index ¢ l 
Art Metal Construction Co x: 
Barkley, C. L., & Co oo 
Browne-Morse Co +} ! 
Corry-Jamestown Mfg. Co 17 
General Fireproofing Co., Th 60 
Globe-Wernicke Co 64. ¢ 
Guide System & Supply 15 
Imperial Methods (Co 131 
Northern States Envelope Co 12 
Oxford Filing Supply Co 7! 
Pronto File Corp 70, 71 
Quality Park Envelope C¢ 102 
Rockwell-Barnes Co 18 
Shaw-Walker Co , 7 s 
Smead Mfg. Co Ine The } 
Victor Safe & Equip. C« 10 
Wabash Filing Supplies, Inc 12 
Warshaw Mfg. Co 13 
Weis Mfg. Co 13, 44, 45, 4 
Yawman and Erbe Mfg. Co 17 
Finger Pads 
Speed Products Co 85 
Flags, Reemployed Service Men's 
Service Flag & Emblem Co 13 
Folders (See Filing Supplies 
Fountain Pens, Mfrs. 
Esterbrook Pen Co., The HS 
Inkograph Co The 174 
Kahn, David, In l 
Sheaffer, W. A. Pen Co s 
U. S. Victor Fount. Pen C Inc 14 
Globes, Geographical 
Cram, The George F., (« 1X81 
Gummed Cloth Rings 
Dennison Mfg. Company 115 
Graff, Geo. B., Co L4¢ 
Warshaw Mfg. Co 137 
Gummed Tape 
Dennison Mfg. Compa 11 
Honor Rolls 
Acme Bulletin Directory Corp 183 
U. S. Bronze Sign ( 185 
Income Tax Data Files 
Bureau Systems 142 
Index Card Signals 
Cook, H. ¢ Co 157 
Graff, Gee B., 14 
Victor Safe & Equip. ¢ 160 
Index Tabs 
Aigner, G. J. ¢ 10 
Amberg File ar Index ¢ 159 
Barkley, ¢ L.. & Ce 90 
Wernicke Co I 4d, ¢ 
Guide System & Supply 156 
Markilo Co 183 
Master-Craft Corp., Di s-W 8 
Shaw-Walker Co 5, 5é 7. 58 
Sheppard, The C. E., Ce 122 
Speed Products ¢ Ss 
Victor Safe & Equip. C« 160 
Inks (Writing), Adhesives, Etc. 
Dennison Mfg. Companys 1 
Rivet-O Mfs Ce a7 
Stewar R, A., & Ce is 
Inkstands 
Sengbusch Self Cl. Inkst‘d ¢ 
Knives, Office 
Gits Molding Corp 10 
Continued on page 7 
December, 1944 

































THE CLASSIFICATIONS Paper Fastening Machines Safes Rockwe Barnes Ce¢ 185 
‘ , Nutr re Sharpener ¢ 9 Art Metal Constr n ¢ S Secu Steel Equipment Corp 11 
(Continued from page ¢ ) > a? Of 
Maikwe Mt ( 2 ’ Diebold, Inc 1 Shaw-Walker C¢ », 56, 57 s 
Labels Speed P s { S General Fireproofi: Co I 0, ¢ Wagemaker Company 138 
Dennison Mfg. Company 115 Victor Sufe & Equip. ¢ Globe-Wernicke ( rhe 1 65 Weis Mfg. Co 43, 44, 45, 4¢ 
é Imperial Methods I Paper Fastening Stickers Herring-Hall-Marvin Safe ¢ f Yawman and Erbe Mfg. Co 171 
0 Oxford Filing Supply Co ) Feldeo Loose Leaf Corp Invincible Metal Furnitu i Store Fixtures and Equipment 
Warshaw Mfg. Co 137 Paper Fasteners & Washers Meilink Steel Safe C« ) All-Steel-Equip Co 151 
it Weis Mfg. Co 13, 44, 45, 4 Oakville Company Security Steel Equipment Corp 0 Strong Boxes, Fire Protected 
Ladders, Library, Store & Vault Paste (See Ink Ache s, Ete Shaw-Walker Co f 8 Diebold, Inc 144 
Cotterman, I. D 1x2 Pencil Sharpeners Victor Safe & Equip. ¢ Meilink Steel Safe Co 100 
Leads for Mechanical Pencils Autmtec. Pencil Sharpener ¢ Yawman and Erbe Mfg. ¢ Tables 
" Faber, A. W Inc 67 Pencils, Mechanical Scrapbooks Art Metal Construction Co a3 
“ Faber, Eberhard, Pencil C¢ 187 Rite-Rite Mfg. C¢ s Globe-Wernicke (¢ I ( Brown- Morse Co 134, 148 
0 Kahn, David, Inc 1] Sheaffer, W. A Pen S Weis Mfg. C¢ j Corry-Jamestown Mfg. Corp 175 
Rite-Rite Mfg. Co 18 Pencils, Wood Cased Lead Wilson Jones C¢ ral Fireproofing Co., The. 60, 61 
, Sheaffer, W. A., Pen ( 89 Blaisdell Pencil Co 161 Secretary Desks Wernicke Co., The 64, 65 
) Leather Goods Faber, A. W Ir ri Art Metal Construction ¢ s hler Bros Co 141 
; Mashek, Frank, Company 16: Faber, Eberhard, Pencil Ce X General Fireproofing Co., Tt 60, ¢ ss Steel Equip. Co 178 
? Leather Upholstered Furniture Koh-I-Noor Pencil Co 169 Globe-Wernicke ¢ The 64, ¢ Security Steel Equipment Corp 110 
, tright Chair Co 150 Staedtler . 8 Ir Is Peerless Steel Equip. S Shaw-Walker Co 55, 56, 57, 58 
- Ehrlich Upholstery Works 158 Swan Pencil ¢ ’ Shaw-Walker Co 7 8 Vietor Safe & Equip. Co 160 
; Gunlocke, The W. H. Chair ( 148 Pens, Steel Wabash Filing Supplies, Ir Wells Office Furniture Co 164 
: Jasper Chair Co 172 Esterbrook Pen Co., The s Shelving Tags 
New Indiana Chair Co 116 Sengbusch Self ¢ Inkst'd 17 All-Steel-Equip. C« Dennison Mf Company 115 
Letter Trays (See Desk Trays Pins and Pin Containers Art Metal Construction ¢ 8 Tax Record Books & Systems 
Library Equipment Oakville Company Brown- Morse Co ! Commonwealth Publishing Co 101 
1) \ll-Steel-Equip. Co 151 Vail Mfg. Co - Corry-Jamestown Mfg. ¢ i Telephone Accessories 
= Art Metal Construction C« 83 Platens, Typewriter General Fireproofing Co I 60, 4 Victor Safe & Equip. Co 160 
0 Art Steel Sales Corp SO) Amer. Writir Machine Stores Nt Globe-Wernicke ¢ TI 4, | Telephone Stands 
> Corry-Jamestown Mfg. Co 175 Ames Supply ( 4 Security Steel Equipmert Cory Art Metal Construction Co Ry 
. General Fireproofing Co., The...60, 61 Presentation Covers Shaw-Walker Co 8 Art Steel Sales Corp sO 
Globe-Wernicke Co The 64, 65 Amberg File and Index (« ’ Signs, Changeable Letter General Fireproofing Co., The..60, 61 
Peerless Steel Equip. Co 178 Oxford Filing Supply ey Acme Bulletin & Dir. ¢ Is Globe-Wernicke Co., The 64, 65 
) Security Steel Equipment ‘orp 110 Price & Sign Markers Sleeve Protectors Peerless Steel Equip. C¢ 178 
Su) Shaw-Walker Co 55, 56, 57, 58 Fulton Specialty Cc 169 Plastex Company N Shaw-Walker Co 55. 56, S57. 58 
my Yawman and Erbe Mfg. Co 171 Stewart, R. A., & (¢ 178 Slide Rules Yawman and Erbe Mfg. Co 171 
Lockers and Storage Cabirets Superior Type ( 78 C-Thru Ruler ¢ 
BY All-Steel-Equip. Co 151 Publishers Stamp Pads a — B.. Co 146 
HI Anderson-Hickey Co 94 British Stationery Expor er 185, 18% Fulton Specialty ( ‘ 0 kvil i et ao a9 
Art Metal Construction Co 83 Punches Meyer & Wenthe, In Sie te = 
1 Art Steel Sales Corp x0) Acco Products, Inc fi Phillips Process R Ticket Holders 
iN srown-Morse Co 134, 143 soorum & Pease (¢ The ) Rivet-O Mfg. Co 8 Aigner, G. J. Co 103 
10 Corry-Jamestown Mfg. Co 175 Globe-Wernicke Co., The 4, t Rockwell-Barnes ( 8 Vail Manufacturing Co m2 
General Fireproofing Co The 60, 61 National Blank Book Co IS Stewart, R. A & S Trimming Boards 
Globe-Wernicke Co The 64, ¢ Wilson Jones Cc a1 Superior Type Co X Photo Materials (« 134 
8 Invincible Metal Furniture (« 147 Push Pins Stands for Office Machines Precise Developments Co 133 
10 New England Woodwo king Co 32 Moore Push Pin ¢ 185 All-Steel-Equip Co — 
as Security Steel Equipment Corp 110 Ribbons and Carbons Ames Supply Co 1 baron" ow 2 os ling C 182 
i) Shaw-Walker Co. DD, 6, ST 8 Allen & C¢ 162 Anderson-Hickey (<¢ a4 pata ciclo ire pinging a 
3S Yawman and Erbe Mfg. 171 Allied Carb. & Ri Mfg. Corp 8 Art Steel Sales Corp 80 Type, Typewriter 
Mt Loose Leaf Books & Systems Amer. Writing Mac’:ine Sito-es 8 General Fireproofing Co Amer. Writir Machine Stores 86 
4 Amberg File and Index 19 Ames Supply v4 Globe-Wernicke ¢ The 4, ¢ \mes Supply Co 74 
Boorum & Pease Co 9] Buckeye Rib. & Carbon Cx Lit Gould, S. H., Compan; 12 Shipman-Ward Mfg. Co 174 
Feldeo Loose Leaf Co p 135 Cameron Mfg. ( 117 Peerless Steel Equip. ¢ s Typewriter Cleaning Material 
bt Master-Craft Corp., Div. S-W 87 Copy Papers, In 92 Shipman-Ward Mfg. Co c Amer, Writing Machine Stores 86 
() National Blank Book Co 18 Codo Mfg. Co. S4 Sturgis Posture Chair ( 107 Ames Surply Co 74 
9 Sheppard, The C. E., Co 122 Columbia R. & ¢ Mfg. Co. 53 Wells Office Furniture ¢ t Bainbridge, Kimpton & Haupt 99 
S Wilson Jones Co , Manifold Supplies 5 Staples and Stapling Machines Card Corp 182 
oy Loose Leaf Metals and Devices Mittag & Volger, In 9 Markwell Mfg. ( 2 ) Clarotype Co 161 
: Sheppard, The C. E., Co 122 Old Town Rib. & Corb. ¢ ss) Speed Produe’s Corp 8 Mittag & Volger, Ine 39 
ve Wilson Jones Co 51 Pacific Car. & KR Mf ar 88 Vail Manufacturing (« Norta Distribyting Co 181 
Loose Leaf Sheet Covers, Celluloid Peerless Imperial 73 Stencils, Brass Red Feather Products: Ltd 109 
o Aigner G J., Co 10) Ph Hips Process ‘« 158 Dayton Stencil Works Is Regal Typewri‘er Co 187 
— = pon Regal Typewriter Co ae Stenographers’ Note Books Rivet-O Mfg. 187 
; Vilson Jones (¢ | Roy il lypewri er Co, Ine 3f National Blank Book Co @ Shidman-Ward Mfg. Co 174 
2 Mail Distributors Shallcross Co., The 70 Rockwell-Barnes Co & Webster. F. S.. Co » 
70 Globe-Wernicke Co The 64, 6 Shipman-Ward Mfg. ¢ 174 ‘ 
- Victor Safe & Equip. Cc a atoms HM 125 Stools Typewriter Cushion Keys 
0? Map Tacks (inderwood Elliott Fisher tack -Covet Wells Office Furniture (« ‘ Amer \ itin _ Machine Stor’s 86 
8 Graff, Geo. B.. U. S. Typewriter Ribbon Mfg. Co. 181 Storage and Transfer Cases ‘mes Sunply Co 74 
8 Moore Push Pin Co 18 Webster, F. S.. ¢ 2 All-Steel-Equip Co Peerless Imperial Co 73 
j Maps Write In g Amberg File & Index ¢ ’ Shipman-Ward Mfg. ¢ 174 
! . - 
0 Cram. The George I a 18 Rubber Bands Art Metal Constructior ( S Speed Key Mfg. Co 182 
2 Matched Office Suites Faber, A. W.., In 67 \rt Steel Sales Corp Bt Speed Products Co = 
Art Metal Construction Co 8 ike SMhariand. Panel Cs 187 ae" rs es" Co aS Typewriter Cushion Krobs and Bases 
1 General Fireproofing Co., The 60, 61 ‘ , sarkley, C. L., & Co Amer. Writing Machine 8 ores 86 
71 Globe-Wernicke (o., The 64, 6 pe lg gd be. ii a Brown-Morse Co 1, 14 knee Sirnly an 74 
Leopold Co 119 pastel R A & ( 178 Cole Steel Equipment ¢ ds ve Peerless Imperial Co 73 
, 0 m1 gx sohgitiher kad : $e Corry-Jamestown Mfg. ¢ 7 
2 SI o Walke cor oe ee AT BUperoE  FFDe: 0 L7s Goan x Fireproofing Co,, 1 Typewriter Parts and Tools 
Sha ilker ( > T ys ' é yroofin ( +i hin Sore ti) 
M Rubber Type Globe-Wernicke Co., The Amer. Writing Mac‘ine Sores Ly 
carte Books Fulton Specialty ( 169 Guide System & Supply 1 Ames Sunply Co ; . 
Boorum & Pease Co 91 Stewart, R. A., & (« 178 Imperial Methods Co 131 Shipman-Werd Mfg. Co 174 
GS Master-Craft Corp., Div. SIM S Superior Type ¢ 178 Invincible Metal Furniture Co 147 Tynewriter Tables 
74 ne ae Blank Book Co < Rulers, Transparent Peerless Steel Equip. ( x See Stands for Office Machines 
| sockwell-Sarnes: Co Sey C-Thru Ruler 112 Pronto File Corp 70, 71 Typewriters, Mfrs. of 
‘ Wilson Jones Co 1 Royal Typewriter ( 37 
‘S Memorandum Devices Smith, L. ¢C., & Corona Type 
Finch & MeCullouch 14 vrite 3 
g Mending Tape Underwood Elliott Fisher Sack Cover 
Hemi coms os OE SERVICE BUREAU |i) veces, neo one ue 
15 Warshaw Mfg. Co 137 4 Amer. Writing Machine Stores RH 
+ Metal Badges, Checks, Tokens, Ete. . : aot ad : tegal Typewriter Co 187 
r Pavan Buen Werke wer of Office Appliances is maintained for the exclusive Shinman-Ward Mfg. Co 174 
Meyer & Wenthe, In 17 use of subscribers and advertisers. In the execution Viele mini ts Mh 199 
. . . . . . en sible ecoras me o 
Moisteners ? of its various commissions this bureau calls upon tenet G. 3.8 103 
2 ivet-O fe et 187 . : : coe 3 of , as : * 2 
: Sengbuach Self. Cl. lnketa < - practically every member of the staff. It answers by axs, Bates neste peli oa 
; . _ - . ? haf ° es 2 foorum & Pease ‘o f 
Numbering Machines personal letters all inquiries upon matters germane to Diebold. Inc 144 
12 Roberts Numbering Mach, Co 170 the field, it furnishes special reports upon articles of Globe-Wernieke Co... Ths... 4, 65 
P ~~ . . e ° J . 25 - Maste Craft Corp liv S Si 
fy oe Pear and ae office equipment, supplies names of manufacturers of National Bicwh Meck Ce 18h 
robe ernicke (¢ ‘ 4 ‘ . . 7 “ ss 4 o 
16 any article wanted, puts man and job together, pre- toss-Gould Company 93 
+4) Office Printing Outfits : ye : i ° Shaw-Walker Co ce 5G RT. 58 
Fulton Specialty. 0 ly pares advertising copy, furnishes list of desirable Shevpard, fhe C. i. Ge 190 
13 Pads, Figuring agents and dealers in nearly every country, aids for- Victor Safe & Equip. Co 160 
10 emt gh tenga .. 4 eign dealers in securing U. S. A. lines, and in many ee tet a 
ona slank took ‘ IS5 . a rs iwman and rhe g 0 il 
Suda arnen Co 2 other ways performs useful service, all without charge. Wardrobe Racks 
Wilson Jones Ce 2 Subscribers in every land have made, and are making, Sa nen pore song oan 
a) . e ° 4 “6 . oge *eferson ompan oD 
37 Paper ; good use of this bureau; manufacturers in every sec- Waste Baskets 
Agency Paper ( ° ° " ° ee : " ' 
8 Eaton Paper Corp rT tion of the field have evidence of its proved value. “tr Steel ‘e? Corp ot 80 
-- ee : ~ = 9 Ee . : ~ : sainbridge Aimpton & ‘upt 
; i gy oe Is Subscribers’ requests for catalogués to bring their files is 99 
ansco ape) *roducts Ce nm 1] e “ae oes ad . = 
0 Pésilt Chines | up to date, or to replace the file in case of fire or Cole Steel Equipment Co........104, 105 
23 ts ¢ . ane . Corry-Jat towr fg. Corp 75 
Acco Products, Ini other form of destruction, are broadcasted in a bulle- a a9 
a ° ° e re rt ’ = Federal Corp 173 
_ %- ee Sharpener | 0 79 tin which is mailed frequently to leading manufac- General proofing Co., The.60, 61 
s OOK, » CO 7 hi Globe-Wernicke The 64, 6h 
Esterbrook Pen (« Phe OS turers. Peerless Steel Equip. Co 178 
Graff, Geo. H.. aL S Walker Co 55, 356, 57, 58 
Vail Manufacturing Cc 72 ra Wholesale Stationery 
, Paper Clips Bainbridge, Kimpton & Haupt 
Oakville Company 69 In 99 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 











2,360,328. Shorthand Text and Praetice Book. Stanley “ . 
T. Bell, Washington, D. C. Applieation April 21, 1943, 2,360,400 2,360,610 
Serial No. 483,838. Granted October 17, 1944 

2,360,400. Folding Chair. Werner E. Clarin, Chicago, | 
Ill., assignor of one-half to Abe J. Jacobson, Chicago, Il | 
Application July 1, 1942, Serial No. 449,211. Granted 
October 17, 1944 

360,610. Tabulating Machine. William W. Lasker, 

Jr, Brooklyn, N. Y., assignor to Remington Rand Inc 
Buffalo, N. Y., a corporation of Delaware. Application 
July 16, 1940, Serial No. 345,707. Granted October 17, 
1944 

2,360,615. Computing Machine. Harold P. Mixer 
Rockville Centre, N. Y., assignor to Remington Rand 
Inc., Buffalo, N. Y., a corporation of Delaware. Appli 2,360,675 
cation November 12, 1941, Serial No. 418,796. Granted 
October 17, 1944 

2,360,648 Moistening Device for Duplicating Ma- 
chines. Robert J. Copeland, Toronto, Ontario, and } 
Ernest J. Bloore, Brampton, Ontario, Canada; said 
Bloore assignor to said Copeland, Application August 5 tea 
1942, Serial No. 453,752. Granted Octobér 17, 1944 5 - - Pt 
2,360,652. Letter Opener. Robert T. Cummings, Spo <r 
kane, Wash. Application February 29, 1944, Serial No ' \ 
524.454. Granted October 17, 1944. k 

2,360,675. Key Case. George R. Hawes, Longmeadow, 
Mass., assignor to Buxton, Incorporated, Springfield, 2, 360,0w . : al 
Mass., a corporation of Massachusetts. Application Au 2,300,008 2,361,008 
gust 20, 1942, Serial No. 455,396. Granted October 17, yen 








2,340,789 












2,361,116 





2,360,704. Caleulating Machine. John L. Moody, Oak- 
land, C alif., assignor to Friden Calculating Machine 
Co., In a corporation of California. Application Au A 
gust 28, 1942, Serial No. 456,492. Granted October 17, . S\ 
1944 < 

2,360,788. Back Rest for Chairs. Stephen J. Murphy + Vg J» 
Owensboro, Ky., assignor to Murphy Chair Company ie 3 ‘ 
Incorporated, Owensboro, Ky., a corporation of Kentucky ee ee 
Application April 15, 1942, Serial No. 439,134. Granted 2,361,225 
October 17, 1944. _ @,801,880 2,361,825 2,341,662 

2,360,789. Printing Business Machine. John E. Ost- 
line, Chicago, Ill., assignor to Automatic Electric Lab- 
oratories, Inc., a corporation of Delaware. Application 
April 13, 1942, Serial No. 438,760. Granted October 17, 
1944 

2,360,840. Card Index. Raymond E. Bauder, Chicago, 
Ill. Application March 18, 1943, Serial No. 479,653. r Z 


Granted October 24, 1944. - 

2,360,965. Strip Decollating Machine. Ferdinand H Qe 4 
Mosher, Niagara Falls, N. Y., assignor to American a a 
Sales Book Company, Inc., Niagara Falls, N. Y., a one ie 20 
corporation of Delaware. Application August 1, 1940 £361, 2,361,707 
Serial No. 349,357. Granted October 24, 1944. 

2,361,002. Computing Machine. Walter A. Anderson, 
Bridgeport, Conn., assignor to Underwood Elliott Fisher ns 
Company, New York, N. Y., a corporation of Delaware. . : ." | 
Application December 30, 1941, Serial No. 424,972 —) 
Granted October 24, 1944. = 7 4 

2,361,003. Adjustable Paper Support for Accounting Ve 
Machines. Walter A. Anderson, Bridgeport, Conn., as- 7 
signor to Underwood Elliott Fisher Company, New York, j 
N. ¥., a corporation of Delaware. Application March 30, l 
1942, Serial No. 436,883. Granted October 24, 1944 a am ib 

2,361,116. Drawer Support. William C. Mayer, Jef 9,361,040 . = ~ _ 
ferson, Wis. Application September 30, 1942, Serial NTT 2,361,996 2,362,088 
No. 460,255, Granted October 24, 1944 

2,361,223. Bill Book. Henry O. McCracken, Wil- 
braham, Mass. Application May 27, 1943, Serial No. 
488,676. Granted October 24, 1944. 

2,361,260. Printing Mechanism. Robert O. Buehler, 
Chicago, Ill., assignor to Victor Adding Machine Co., 
Chicago, IIL, a corporation of Illinois. Application Sep 
tember 13, 1941, Serial No. 410,691. Granted Octo- 
ber 24, 1944 

2,361,525. Combination Drop Door and Sliding Shelf. 

Alfred J. Ball, William Hoge, and Barker Rudolph, | 

Youngstown, Ohio, assignors to The General Fireproof- | 

ing Company, Youngstown, Ohio, a corporation of Ohio 

Application “1+ mall , 1944, Serial No. 516,822. Granted | 

October 31, 19 | 
| 


2,361,662. , Machine. Pascal Spurlino and 
assignors to The National eo 
7 r | 





——>» 





2,561,714 2,361,750 2,361,829 








ay 





Par 





2,362,118 
























Konrad Rauch, Dayton, Ohio, 
Cash Register Company, Dayton, Ohio, a corporation of : 
Maryland. Application October 2, 1940, Serial No ; ; , 4 
359,374. Granted October 31, 1944 4 ' a “ 
2/361,698. Sheet Containing and Collating Device. a) <p 
Robert B. MacAlister and William A. Wolf, Philadel r OAL Se see” Sf 
phia, Pa., assignors to Kee Lox Manufacturing Company, a | 
Rochester, N. Y., a corporation of New York. Applica- J 2,362,529 139,180 : 139, 400 
tion December 2, 1943, Serial No. 512,532. Granted 2,362,280 2,362,321 5 x 
October 31, 1944. 139,319 
2,361,707. Controlling Mechanism for Accounting Ma- 
chines. August Friedrich Pott, Zella-Mehlis, Germany; 
vested in the Alien Property Custodian Application 
October 25, 1939, Serial No. 301,289 Granted Octc 
ber 31, 1944 
2,361,714. Aecounting Machine. Oscar J. Sundstrand, ary 27. 1941. Serial No. 380,858. Granted November 7, 170,868. Granted November 7, 1944, : 
West Hartford, Conn., assignor to Underwood Elliott 1944. 2,362,280. Snap Key Ring. George J. Kollock, Fulton 
Fisher Company, New York, N. Y., a corporation of 2,362,088 Form Dispensing Apparatus. Walter B County, Ga Application December 2, 1942, Serial No. 
Delaware Application June 22, 939, Serial Ne Payne, Rochester, N. Y., assignor to The Todd Company, 167,653. Granted November 7, 1944. 
280,568. Granted October 31, 1944. Ine., Rochester, N. Y., a corporation of New York. Ap 2,362,321. Safety Fountain Pen. Diedrich E. Steven, 
2,361,730 Tape and Label Dispenser. Abraham plication December 19, 1942, Serial No. 469,537. Granted Chicago, Ill, Application January 20, 1944, Serial No. 
Avrick, New York, N. Y. Application August 24, 1943 Noy el 7 19,018. Granted November 7, 1944 
362,329. Manifolding Stationery. Harry J. Waechter, 





199,778. Granted October 31, 1944 101. ‘Banking Deposit-Ticket Device. Paris E 2 2 
Mount Healthy, Ohio, assignor to Paul Benninghofen 

















Follower for File Drawers. Fred C. Drebes, Shie ? is, New York, Y., assignor to Checkmaster Plan 
Chicago, lll., assignor to Boynton & Company, Chicago, In New York Ya 'Y a corporation of New You k and Fritz G. Diesbach, Hamilton, Ohio, trustees. Ap 
Ill., a corporation of Illinois. Application December 21 Application February 15, 1944, Serial No. 522,41 plication December 30, 1942, Serial No. 470,600 
1942, Serial _. —aee Granted October 31, 1944. Gr anted Nove mber 7, 1944 Granted November 7, 1944 
2,361,840 eceptacie. Paul S. Hauton, Atlanta, Ga., ‘ 18 Bindin Post. James C. Dawsor Jr 
and Joe W. Marlin, Birmingham, Ala.; said Hauton as Kirk vod, Mo Aaateutaon February 18, 1943, Serial DESIGN PATENTS . ? 
signor to Scripto Manufacturing Company, Atlanta, Ga., i7¢ 1. Granted November 7, 1944 39,150. Design for a Desk Writing Unit or Similar 
a corporation of Georgia. Application Janua ry 31, 1942 3 62 138 Typewriter Mechanism. Oscar C. Kavle Article. Edward C. Hoffmann, St. Louis, Mo. Appli 
Serial No. 429,036. Granted October 31, 19 Syracuse, N. Y assignor to The Kavle-Head Corpora cation March 11, 1944, Serial No. 112,863. Granted 
2,361,996 Record Controlled Computing Machine. tion, Ithaca, N. Y., a corporation of Ne Ww York Appl October 17, i944 ? 
Arthur H. Dickinson, Scarsdale, N. Y., assignor to cation September 9, 1942, Serial No. 457,733. Granted 139,319. Design for a Desk or Analogous Article. 
International Business Machines Corporation, New York November 7 James R. Jones, Lakewood, and Carl L. Elofson, James 
., @ corporation of New York. Application May 1 2,362,229 1+ Machine. Oscar J. Sundstrand, town, N. Y assignors to Art Metal Construction Com 
1943, Serial No. 485,316. Granted November 7, 1944 West Hartford, Conn., assignor to Underwood Elliott pany, Jamestown, N. ¥ Application March 10, 1944, 
2,362,029. Typewriting Machine. Albert B. Schuyler Fisher Company, New York, N. Y., a corporation of Serial No. 112,849. Granted October 31, 194 
Rochester, N. Y., assignor to International Business Ma Delaware Application December 30, 1939, Serial No 139,400 Design for a Combined Inkwell and Pen- 
chines Corporation, New York, N. Y., a corporation of 311.743 tranted November 7, 1944 holder. Peter Schladermundt, Bronxville, and David H. 
New York. Application May 18, 1942, Serial No. 443,393 2,3 Typewriting Machine. Harry C. Yaeger Wurster, New York, N. Y., assignors to Salz Brothers, 
Granted November 7, 1944. West Hartford, Conn., assignor to Underwood Elliott Inc., New York, N. Y., a corporation of New York. Ap- 
2,362,047. Desk Construction. Charles I. Center and Fisher Com New York, N. Y., a corporation of plication September 20, 1944, Serial No. 115,372. Granted 
Wilson E. Tarr, South Bend, Ind. Application Febru- Delaware Application December 31, 1942, Serial N« Novemt er 7, 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 


Diebold, Incorporated, Canton, Ohio.—Stockholders of Diebold, Inc., have 
authorized the reduction of the par of the common stock from $100 to $20, 
and the issuance of 20 shares of new stock for each one of the old. There 
are 6,000 shares now outstanding. Under the new set-up there will be 
150,000 authorized, with 120,000 shares outstanding. A. J. Roos is president 
of the company, Eliot Ness chairman of the board.—AK 





Underwood Elliott Fisher Company, New York, N. Y¥.—Net income for 
the Underwood Elliott Fisher Company and domestic subsidiaries for the 
nine months ended September 30 was $1,531,137. This was equivalent to 
$2.09 a share and compared with a net profit of $1,385,699, or $1.89 a 
share, in the corresponding period last year. All 1944 income is subject 
to renegotiation, the company said, but reserves considered adequate have 
been provided for renegotiation of 1943 sales. Provision for Federal taxes 
in the first nine months of 1944 amounted to $3,611,352, against $3,971,881 
a year ago. (New York Journal of Commerce, October 21.) 


Addressograph-Multigraph Corporation, Cleveland, Ohio.—Net profit for 
the year ended July 31, including the Canadian subsidiary, but excluding 
British and European subsidiaries, was $1,231,598, equal to $1.63 a share, 
against $1,128,349, or $1.50 a share, for the previous fiscal year 

Sales for the year totaled $27,186,472. Chairman Frank H. Woods and 
President Joseph E. Rogers stated that the company’s shipments of regular 
products during the past year approximated the levels of the preceding two 
years, adding that because of wartime limitations on production and dis- 
tribution a considerable post-war civilian demand has been built up. Un 
filled orders of regular products as of July 31 increased about 23 per cent 
over the figure for July 31, 1943.—AK 


International Business Machines Corporation, New York, N. Y.— Net 
profit of International Business Machines Corporation and subsidiaries for 
the nine months ended September 30, 1944, subject to the final year-end 
adjustments was $27,744,383 before provision for United State Federal and 
Canadian income and excess profits taxes, Thomas J. Watson, president 
of the company, reported October 25. This compares with net profit of 
$26,905,108 for the corresponding 1943 period, an increase in net profit 
before taxes of $839,275. 

After providing for estimated U. S. Federal and Canadian income and 
excess profits taxes (including $16,219,200 excess profits taxes after deduct- 
ing post-war credits of $1,917,500) the net profit for the nine months of 
1944 was $7,573,983, representing an increase of $48,775 over the net profit 
of $7,525,208 reported for the nine months of 1948. 

In 1944 the company added 51,897 shares through a stock dividend, mak- 
ing a total of 1,091,443 shares of stock outstanding on which the net 
profit for the nine months of 1944 was equivalent to $6.94 a share. 


International Business Machines Corporation, New York, N. ¥.—Directors 
of International Business Machines Corporation on November 14 declared 
a cash dividend of $1.50 a share on the outstanding shares of the com- 
pany, payable December 9, 1944, to holders of record November 29, 1944. 
They also declared a five per cent stock dividend to be delivered Janu- 
ary 29, 1945, or as soon thereafter as practicable, to stockholders of record, 
January 15, 1945. 








BUSINESS OPPORTUNITIES 


Calculating and Duplicating Machines and Stationery Lines Sought for 
Palestine Distribution.—The Palestine Orient Company, Ltd., P. O. Box 
230, Tel-Aviv, Palestine, now operating as sole agent for the Underwood 
Elliott Fisher Company, is interested in obtaining similar agencies for 
other office machine lines and accessories (calculating and duplicating 
machines). The company would also like to establish relations with manu- 
facturers of general commercial stationery lines for selling at wholesale 
in Palestine. Negotiations are desired now for operation when the 
European phase of the war has been concluded. As reference the company 
gives the Anglo Palestine Bank, Ltd., Tel-Aviv, Palestine. 





Commercial Stationery Lines Wanted for Post-War in Paiestine.—Mr. 
Benno Munzter, P. O. Box 1213, Tel-Aviv, Palestine, has expressed an in- 
terest in obtaining agencies for all kinds of stationery lines, particularly 
fountain pens, mechanical pencils, stapling machines and staples, and 
novelty items. Mr. Munzter is making plans now for strong post-war 
activity. As references he names American Credit Underwriters, Dun & 
Bradstreet, American Exporter, Guarantee Trust Company, and American 
Express Company, all of New York City. He also lists the United States 
Department of Commerce in Washington. 


Manufacturers’ Catalogs Sought by Minnesota Store.—Monte’s Gift and 
Stationery, which will open at 225 South Broadway, Rochester, Minn., on 
February 1, is desirous of receiving new catalogs and literature of manu- 
facturers interested in expanding their sales of the following lines: Gifts, 
greeting cards, social stationery, pictures, picture framing, office supplies, 
school supplies, fountain pens, books and games. All communications 
should be directed to the attention of Monte Pearson at the above 
address. 


Lines Wanted for Eire.—S. J. Henon & Company, manufacturers’ agents, 
27 Westmoreland Street, Dublin, write that they are completing post-war 
selling arrangements and desire to make several new contacts now in 
order that they might be in a position to import from the United States 
as soon as restrictions are removed. Company officials state that they 
have an active sales organization specializing in office equipment and 
manufacturing stationers’ supplies, that they work entirely on a com 
mission basis with exclusive agencies and only non-competitive lines sold. 








NEW TRADE LITERATURE 


Service Products Company, 365 East Illinois Street, Chicago, IIL., has just 
issued an attractive insert on new Service items for the office. Described 
and illustrated are Service blackboards, desk trays and clip-boards, all of 
smooth plastic fibre board. Other Service products mentioned include desk 
pads, lap boards and portable drawing board sets. The new folder, printed 
in green and black, provides ample space for dealer’s imprint. 
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SPECIAL SECTION — 1945 PERSPECTIVE OF 
THE OFFICE EQUIPMENT INDUSTRY. From Gov- 
ernment officials and association heads in the United 
States, Canada and Great Britain come optimistic mes- 
sages of hope for a bright post-war future for the office 
equipment industry. You’ll be interested in reading the 
opinions and suggestions of these men, all top-flight 
leaders in the field. The perspective begins on page 14. 

 aemmne 

DON’T GET “COMPETITION JITTERS.” John B. 
Winthrop has something here for the dealer who is 
already suffering the pangs of fear from imagined post- 
war competition. YOU have the inside track—keep it! 
You can do it, he states on page 23, by seriously planning 
to give your community store service far superior to any- 
thing offered in the past. It’s common-sense advice. 

even th 

USE A “CRASH” BALANCE SHEET —CRASH 
THE POST-WAR PERIOD IN SOUND FINANCIAL 
CONDITION. It’s your accounting counselor again, this 
time giving out with some excellent tips on how to pump 
that water out of your balance sheet before some creditor 
does the job for you after V-E day. His advice is sound 
—you don’t have to be a C.P.A. to comprehend his pre- 
cepts and put them into practice. His suggestions on the 
preparation of a “crash” balance sheet begin on page 11. 

21 mcemmaama | 

TREMENDOUS FURNITURE MARKET AWAITS 
CLOSE OF WAR. “The biggest demand for office furni- 
ture and high-class office fixtures of all kinds in the history 
of this country,” is the way Victor N. Vetromile de- 
scribes what the office furniture dealer may expect after 
the war. New-type desks, new office chairs, and a whole 
host of accessory items are assured a lively demand. His 
timely article on page 30 concludes by offering several 
valuable suggestions to office furniture men. 

| samme 

A PERTINENT QUESTION FOR DEALERS—ARE 
YOU MONEY-CONSCIOUS? Here’s a new idea for 
dealers, well-presented by Al Skibbe, vice-president of 
Associated Stationers Supply Company of Chicago. It’s 
built around the central idea that “idle merchandise is 
idle capital.” He presents a lot of sound suggestions on 
page 13, advising dealers on how to keep inventories 
under control—in short, make them pay their way. 

© ommomes H4 

ARE YOU INTERESTED IN PURCHASING SUR- 
PLUS WAR GOODS? Most dealers are, and the pro- 
cedure to be followed to get those items in which you’re 
particularly interested is concisely outlined on page 24 
by C. A. Dickerson, head of the Paper and Office Supplies 
Division of the Office of Surplus Property. Key to the 
procedure is to get your name placed on the mailing list 
of the “Surplus Reporter,’ monthly publication of the 
OSP. The entire plan, he says, is designed to help you 
buy what you need. 

















(Christmas 





Search for the Prince of Peace, begun by the Magi- 


Kings two thousand years ago, still goes on. Casuis- 
tries, malice and selfishness persisting in the hearts 
of men have impeded progress toward the goal. 
Bickering and quarreling continue among men and 
nations, occasionally, as now, flaring into armed 
conflict that brings deep sorrow and heavy sacrifice. 
Yet mankind’s innate dream of peace—permanent, 
just, beneficent—will not be denied. With this con- 
viction we approach the birth anniversary of the 
Christ Child, whose advent was accompanied by a 
message of peace and good will among men, and 
wish for everyone the joy of a Christmas invested 
with the hope that next year the day will be one 


of achieved amity in the world. 


(lliustration courtesy Bingham Brothers Company, New York, N. Y.) 
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USE A “CRASH” BALANCE SHEET 


Crash the Post-War Period in Sound Financial Condition 


T IS CERTAIN as sand on Sahara 

that office appliance dealers will 
invest a huge sum in post-war 
promotion, modernization and ex- 
pansion, and obviously it won’t be 
C.O.D. business. The major por- 
tion of these transactions will be 
financed in some way and those 
extending credit accommodations 
will want to see balance sheets. So 
now is the time to give thought to 
what your financial statement will 
look like when the time comes to 
make these post-war investments. 

Wise businessmen in all fields 
are anticipating their financial 
position at the war’s end by pre- 
paring “crash” balance sheets (a 
new accounting instrument born 
of our war economy) which at- 
tempt to appraise financial 


standing when the last “all-clear”’ 


is sounded. Obviously, there will 
be more or less water in many 
balance sheets at that time, unless 
it is pumped out now. If you don’t 
do it now, the credit granter or 
banker will do the job for you 
when you ask for post-war credit. 
Only then you may learn that 
your plans must be curtailed be- 
cause your financial position is not 
what it seemed. 


Value of Statement Analysis 


Your financial statement should 
be periodically analyzed from now 
on. You don’t want to reach the 
post-war period with the equiv- 
alent of “baloney” money on the 
report you offer those who stand 
ready to underwrite your post-war 
program if your business position 
warrants it. Intermittent analysis 
also aids you in determining 
trends of income, costs, tenden- 


By FRED MERISH 


Business Analyst and 
Financial Counselor 


cies toward over-expansion, over- 
trading and other factors that in- 
fluence financial stability. The 
ratios and percentages between 
items on the financial statement 
should be checked at least once 
each quarter. Inasmuch as few 
dealers understand this phase of 
business management, we offer 
these suggestions: 

Current assets: Cash; accounts 
and loans receivable; inventory. 
The ratio of current assets to cur- 
rent liabilities, called the current 
ratio, is the first computation. In 
pre-war years, a 2-to-1 ratio, $2 in 
current assets to $1 in current 
liabilities, was considered satisfac- 
tory. Today a 3-to-1 ratio, or bet- 
ter, is desirable. Why? Because 
the liquidity of working capital is 
the “big apple” of balance sheet 
analysis today; the higher the 
current ratio, the more favorable 
your working capital status. Re- 
member, you must reach war’s end 
with ample funds to handle the 
cutlays for sales promotion, ex- 
pansion, modernization and re- 
habilitation. So there will be a 
heavy drain on your working cap- 
ital at that time. Start putting 
your house in order now. Many 
dealers assume that working cap- 
ital means cash. It is the differ- 
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ence between the current assets 
and the current liabilities and is 
seldom all in cash. A part of it is 
in inventory, receivables and other 
assets of quick liquidity. 

Check the average collection 
period. Watch this trend. Because 
money and jobs are plentiful to- 
day, many dealers are too liberal 
with credit. Should war’s end cur- 
tail national income, such dealers 
will find difficulty collecting for 
receivables and will inherit big 
bad debt losses. Give credit with 
care and consider the tax liability 
of credit-seekers because this cuts 
a big swath in income these days. 
Collect promptly. To arrive at the 
average collection period, divide 
the receivables total on the bal- 
ance sheet by the daily credit 
sales. Compare this figure with 
the terms extended. If credit sales 
average $100 daily on 30-day terms 
and receivables are $5,000, you 
have 60 days outstanding on your 
books, figuring 25 working days to 
the month, when you should have 
only $2,500. You are a month be- 
hind on collections. 

Fixed assets: Merchandising 
equipment; fixtures; business 
building and trucks. Compare 
fixed assets to net worth. If more 
than net worth, this indicates that 
you are unable to operate without 
some borrowed money in order to 
obtain working capital. To operate 
profitably, there must be a rea- 
sonable margin between net worth 
and fixed assets. Otherwise yearly 
expense becomes top-heavy with 
charges for depreciation and up- 
keep. Net worth should always be 
more than fixed assets. Some deal- 
ers take pride in a heavy fixed 
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asset valuation but credit men 
and bankers are more concerned 
with the debt-paying ability of a 
credit-seeker. A good current as- 
set position is more to their liking 
than a good fixed asset position 
because the former indicates that 
the money is there to pay, the lat- 
ter only that forced liquidation 
may bring settlement. No creditor 
wants this to happen because sta- 
tistics show that only ten per cent 
of claims are settled after such 
litigation. Business ownership 
should contribute more than the 
fixed assets or fixed capital, the 
additional contribution falling un- 
der the head of current assets— 
hence, part of working capital. 


Current liabilities: Accounts 
payable; loans payable due within 
the year; accrued items, such as 
payroll, interest and taxes. Some 
dealers fail to record accrued items 
to the date of the balance sheet. 
Be sure to accrue taxes. Many 
dealers enter their taxes only 
when paid. Prorate them monthly, 
so that any month a balance sheet 
is prepared the proper liability is 
recorded. Taxes are now so high 
that the omission of this liability 
may make a substantial difference 
in your net worth. Watch Isans 
payable to see that they are paid 
promptly. If renewed continually, 
it indicates that the dealer con- 
siders current loans as fixed or 
long-term obligations; should pay- 
ment be demanded, embarrass- 
ment may follow. Use current 
loans to settle current obligations. 
It is usually bad policy to borrow 
current short-term loans to buy 
fixed or slow assets. 


Fixed liabilities: Mortgages and 
other long-term debts; bonds out- 
standing in the case of large com- 
panies. Rarely should the long- 
term debt exceed the working cap- 
ital because eventually interest 
and amortization become a bur- 
den so great that sufficient work- 
ing capital is not available for 
current obligations. In other 
words, the dealer’s liquid position 
is jeopardized because slow-liqui- 
dating assets, such as equipment 
and business building, have a prior 
claim on his working capital. We 
have analyzed balance sheets of 
businessmen overladen with fixed 
charges (therefore burdened with 
excessive expense for depreciation, 
repairs and maintenance) and, at 
the same time, showing heavy in- 
terest payments on an excessive 
amount of borrowed funds. This 
is much like playing the market 
on slim margin, and is a difficult 


12 





position to maneuver into the 
safety zone, particularly at a time 
like this. By means of balance 
sheet analysis, undertaken con- 
sistently, the dealer may by-pass 
this hazard. We know of cases 
where the businessmen have no 
funded debt (obligations over one 
year), yet their fixed assets are 
high and current liabilities (cur- 
rent debt) excessive. Their cur- 
rent liabilities are out of line be- 
cause they pass up payments on 
current bills and loans to meet 
high fixed charges. 

Reduce mortgages and other 
long-term obligations before the 
post-war period arrives. This will 
help minimize the hazard of gen- 
eral inflation and enable you to 
reach the post-war period in as 
liquid a position as possible, with 
working capital earmarked for 
post-war development and not for 
high carrying charges on fixed as- 
sets or long-term loans. 

Reserves: On a survey made 
some time ago, only 60 per cent 
of the financial statements car- 
ried adequate reserves for depre- 
ciation of buildings, furniture, 
fixtures, equipment and trucks. If 
you record no reserves or have in- 
adequate reserves, your net worth 
is inflated. A credit man or banker 
will write down your depreciable 
assets to his own idea of their net 
worth, thus reducing your finan- 
cial strength and rating. The 
new improved equipment to be 
marketed after the war is creating 
forced obsolescence of present 
holdings. Few dealers consider 
obsolescence on their balance 
sheets. We believe that at least 
ten per cent reserve for this con- 
tingency is a constructive “cush- 
ion” for this post-war hazard. 
Post-war reserves for post-war 
betterment should be shown on 
the “crash” balance sheet, includ- 
ing a reserve for deferred repairs 
that cannot be made now because 
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of manpower and materials short- 
ages. 

Net worth: The difference be- 
tween assets and liabilities if an 


individual or partnership; the 
capital and surplus if a corpora- 
tion. Check the return on your 
investment or net worth by figur- 
ing the dollar profit on sales in 
relation to the net worth. For 
example, if sales are $100,000 for 
the year, profit ten per cent, or 
$10,000, the return on $200,000 net 
worth is only five per cent. Most 
dealers consider the return on 
sales only, whereas the profit on 
investment is the best yardstick 
to use. Compare the net worth to 
the total debt (current and fixed 
liabilities.) If the total debt equals 
the net worth, it indicates that 
creditors have as much invested 
in your business as you have and 
may soon get control. The more 
substantial the excess of net worth 
over total debt, the better off you 
are financially. 

Remember that unless balance 
sheet items are listed conserva- 
tively you cannot analyze your 
financial standing intelligently, so 
see that all intangible, deferred, 
accrued, doubtful and worthless 
items, those out of proportion and 
those inconsistent with the time 
or omitted entirely are duly taken 
into account. Some dealers have 
good will on their books at sub- 
stantial sums. Cut it down to 
nominal value—a dollar. If you 
don’t, the credit man will. Record 
fixed asset values conservatively. 
The net worth is inflated if asset 
valuations are high or liabilities 
too low. Be sure to include a re- 
serve for bad debts. The dealer 
who gives credit and does not 
show a bad debt reserve on his 
balance sheet must decrease net 
worth with bad debt losses. 


There will be a tendency to 
over-expand in the post-war pe- 
riod. Much ballyhoo will attend 
the rebirth of free enterprise. New 
products will come to market. 
Sorhe businessmen, flushed with 
ereater opportunities than ever 
before experienced, and with the 
zest that characterizes American 
entrepreneurs, may overstep them- 
selves. Those dealers who are con- 
servatively itemizing balance sheet 
figures and keeping inflation out 
of financial statements with intel- 
ligent analysis and pruning will 
be better able to gauge safe and 
profitable expansion in the post- 
war period. And they’ll be more 
likely to pass censor when they 
request credit accommodations. 
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A Pertinent Question for Dealers— 
ARE YOU MONEY-CONSCIOUS? 


N MY OPINION there shouldn't 

be too much difference in the 
thinking processes of a retail mer- 
chant and a banker since, basic- 
ally, both are in business to make 
money out of invested capital. Of 
course, we all know that a banker 
deals purely with money and not 
with merchandise. Yet fundamen- 
tally there is little difference, ex- 
cept that the job of a retailer may 
seem to be more complicated be- 
cause he has to go through the 
extra task of exchanging his 
money for merchandise and then 
back into money again. The more 
frequently he can do this with his 
inventory (money), the more 
profit he makes for his business. 
In other words, a retailer should 
be as money-conscious as a bank- 
er. But unfortunately, in the 
whirlpool of his daily and multi- 
tudinous activities, the money 
viewpoint is frequently lost and 
merchandise becomes simply “mer- 
chandise.” 

To the retailer who never has 
possessed or has lost his money 
consciousness, this lack is re- 
flected in his “spending” or “buy- 
ing” habits. There is at least one 
place where this shortcoming will 
show up and that is in an over- 
investment in inventory, usually 
‘way out of balance and inade- 
quate as to diversity of items car- 
ried to serve the public demand. 


Money-Conscious Person Needed 


There are other serious conse- 
quences which result from a lack 
of money-consciousness—quite as 
serious as the one I have just 
pointed out. In every retail busi- 
ness there should be at least one 
individual who understands the 
true money value of every piece of 
inventory and whose sole respon- 
Sibility is to see that this money 
does not shrink in any way, but 
rather that it turns over and over 
and over, picking up every bit of 
profit possible at each turn. Every 
retailer needs at least one indi- 
vidual who first sees a quarter in- 
Stead of a ruler, a dollar and a- 
half instead of a moistener, and so 
on. Once a person becomes money- 
conscious and sees money in every 
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item, even after it has been in- 
vested or converted into goods, he 
has placed himself in a very im- 
portant position in his business 


Capital Loans to Inventory 


Then, since he is now dealing in 
terms of money, he—like the 
banker—must keep a record of 
that money. Can you imagine a 
banker making investments and 
loans, accepting and paying out 
deposits, without recording every 
single transaction? If you borrow 
$500 from a bank for 90 days—at 
whatever rate of interest—can you 
imagine the bank failing to make 
and keep a record of that transac- 
tion or failing to call you at the 
expiration date of that loan? 
When you pay up, the turnover for 
the banker is completed and the 
same money is again immediately 
invested and is off to make an- 
other profitable turnover. 
Shouldn’t the same method of 
record-keeping be followed on a 
loan from capital to inventory in- 
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vestment, including the terms on 
turnover period control? 

Once you become money-con- 
scious about your merchandise, 
you obviously will want to keep 
records as fastidiously as a banker 
and get the same results out of 
your investment he does. That 
means you will have to set up and 
keep good records of all your pur- 
chases and sales through a simple, 
but effective, stock-control sys- 
tem. There are no standard stock- 
control systems available that will 
meet the individual requirements 
of all retailers. Most good systems 
are the result of careful planning, 
study, analysis and refinements 
over a period of years. Yet there 
are many forms available from 
most any loose leaf company 
which form the basis upon which 
a good inventory control can be 
developed. 


Ailing Inventory Systems 


During the last few abnormal! 
years of merchandise scarcities, 
shortages of help, and unusual 
consumer demand many inven- 
tory systems have gone to seed. 
Elsewhere good intentions to in- 
stall systems have “gone by the 
board” for similar reasons. The 
time is just around the corner, 
however, when we may expect to 
return to normal merchandising 
methods and procedures, when be- 
ing money-conscious about mer- 
chandise and related investments 
will mean a great deal to the suc- 
cess of retailing. 

There is an old saying that “idle 
capital is idle labor.” That’s true, 
and it is just as true that “idle 
merchandise is idle capital.” Idle 
capital, or over-investment in in- 
ventory, obviously can’t pay divi- 
dends since it earns no profit. 

Even though you are a retailer, 
living in the environment of mer- 
chandise instead of money, it is 
the better part of wisdom to get 
and keep yourself money-con- 
scious. Then, like the banker, keep 
records, force payments (turn- 
overs), and assure yourself of the 
largest amount of profit your sales 
can produce. 

Are YOU money-conscious? 
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Perspective of the Office Equipment I ndustry 





UNITED STATES 
The Office Machine Industry Faces Reconversion 


HE OFFICE machinery indus- 

try has contributed its full 
share of the production of fighting 
equipment for the armed forces of 
the United Nations. The results 
of the joint efforts of manufac- 
turers of this country are now be- 
ing manifested in favorable news 
from all fronts, justifying cer- 
tainty of ultimate victory, and 
optimism that V-E day is not too 
remote. It seems clear that the 
fall of Germany will permit the 
resumption of the manufacture of 
office equipment on a substantial 
scale without prejudice to the 
large military job which will re- 
main. 


Reconversion Not Complex 


In the main, the combat goods 
turned out by office appliance 
plants have been made with ma- 
chinery of much the same types 
as normally used for the peace- 
time products of the same plants. 
There have already been some in- 
stances of reconversion witnessed 
in the industry, made possible by 
the completion of war contracts. 


An interesting and illustrative 
example is the case of a company, 
situated in one of the less criti- 
cal labor areas, which was per- 
mitted by the War Production 
Board to resume the production 
of typewriters during a period of 
gradual tapering off of output on 
its Army contract for rifles. A 
favorable feature was that the 
Army accepted rifles and spare 
parts in process, and did not re- 
quire immediate cessat:on of alli 
rifle output, thus reducing the 
difficulty and delay incident to 
cancellation. This plant, under 
wartime scarcity of skilled labor 
for certain difficult final type- 
writer adjustments, cleaned up its 
war contract and has now reached 
about 65 per cent of pre-war one- 
shift capacity of typewriter pro- 
duction. Approximately 300 peo- 
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ple were laid off during the period. 
The company had maintained a 
pilot line of typewriter parts 
equipment, making parts to serv- 
ice machines in uSe, and had re- 
tained in its employ many of its 
old employees who were available 
to train workers who had no ex- 
perience in typewriter manufac- 
ture. In changing over to rifle pro- 
duction, the principal alteration 
in equipment was the installation 
of a number of turret lathes in 
space previously 
punch presses not needed in rifle 
manufacture. There was no undue 
difficulty in putting the press de- 
partment back into operation and 
retiring the turret lathes. 


Improved Production Methods 


In the rearrangement of equip- 
ment, several changes were made 
in the interest of more orderly 
flow of material through the 
plant. In addition, a number of 
new machining methods learned 
during the period of speeding up 
rifle production have been found 
equally applicable in making type- 
writers. A whole new heat-treat- 
ing department installed for the 
rifle contract has been retained. 
A replacement policy for machin- 
ery has been adopted, resulting in 
the substitution of modern equip- 
ment for most of the obsolescent 
machine tools in the plant. Manu- 
facturing costs should be reduced 
in the reconverted plant to offset 
sufficiently any probable rise in 
labor rates. 


occupied by 


So much for the re-establish- 
ment of production. How about 
the sales organizations? The re- 
building of sales forces will pre- 
sent a definite personnel problem. 
Capable sales talent will be as 
difficult to find after the war as it 
was in pre-war days. Many of 
these men are in the Armed 
Forces. Others have entered fields 
more important to the war effort. 
This has not presented too much 
of a problem so far. But have you 
kept track of these men? Can you 
locate them now? Some careless 
mental habits may quite naturally 
have taken root in the minds of 
executives whose jobs have been 
to hold together the hollow shells 
of former distribution systems. A 
strong seller’s market, plus rela- 
tively large purchases by govern- 
mental and war agencies, has 
simplified merchandising prob- 
lems. The post-war selling job, 
after the first flush of pent-up de- 
mand has expended itself, will not 
consist of passing out rationing 
forms and taking orders. 

One point which is of consider- 
able interest is the lack of new- 
comers planning to enter the office 
machine field. In these days when 
airplane manufacturers are in- 
vestigating the production of 
everything from furniture to re- 
frigerators, Shipbuilders are ex- 
amining the possibilities of auto- 
mobile or railroad equipment pro- 
duction, and former automobile 
producers are seriously eyeing 
farm machinery, it is surprising 
that the office machinery industry 
apparently has been given a wide 
berth by those seeking new prod- 
ucts. The “know how” element 
needed to manufacture and dis- 
tribute office machines success- 
fully is so obvious that many pro- 
ducers of other lines have con- 
sidered the field too difficult after 
preliminary surveys. 

On the other hand, some of the 
old line companies have entered 
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new fields of office mechanization 
and, in numerous cases, wartime 
usages have developed and widely 
advertised new fields and possi- 
bilities for old machines. Some 
companies have broadened their 
lines either by purchase or de- 
velopment. There is little doubt 
that post-war competition will be 
keen. 


The Export Picture 


A great deal of emphasis has 
been placed on the possibilities of 
foreign markets as a major sales 
outlet. In pre-war years Sales 
abroad absorbed 20 to 30 per cent 
of office machine production. Let 
us neither underestimate this 
market nor overevaluate it. Since 
the early 1880’s, when American 
manufacturers vigorously entered 
the export market, the office ma- 
chine industry has led all other 
countries in value of exports. Up 
until 1929 the industry grew in 
strength abroad but relinquished 
some of its leadership in sales to 
Germany during the early 1930’s. 
Other producing countries made 
progress during the past decade 
and are likely to increase output 
in the future. 

The industry has shown in the 
past what it could do in selling 
American office equipment to 
world markets, given a fair access 
to these outlets. Those manufac- 
turers who have been long estab- 
lished in export markets will un- 
doubtedly resume their foreign 
business with vigor and aggres- 
siveness. I think it is pertinent to 
observe, however, that export ef- 
fort in the past has not embrace 
all of the office appliances pro- 
duced in this country which could 
be sold profitably in foreign mar- 
kets. 


Market Balance Essential 


The “reconversion” to foreign 
business cannot be predicted at 
this time, either in scope or tim- 
ing. The time when, and the ex- 
tent to which, the industry may 
undertake to supply fully the 
needs of foreign customers will 
obviously depend upon how war 
contract terminations, cutbacks, 
and labor and material conditions, 
beginning with V-E day, apply to 
office appliance manufacturers. In 
this connection, concern has been 
expressed that in the initial stages 
of the resumption of peacetime 
production the domestic market 
might suffer from a diversion of 
an abnormal portion of output to 
export, or vice versa. To preserve 
proper balance between domestic 
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and foreign markets it is advocat- 
ed that existing controls be main- 
tained. In my opinion, such con- 
trols are hardly necessary for 
office equipment, since practically 
all exporters exercise their own 
effective controls over domestic 
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and foreign sales and can be relied 
upon to maintain the proper dis- 
tribution. 


Domestic Sales Promotion 


Intensive sales programs for 
domestic merchandising must be 
planned and carried forward. The 
industry has never fully developed 
its home possibilities. Many busi- 
ness enterprises are still doing 
their adding manually rather 
than with machines. Numerous 
establishments are using ineffici- 
ent methods. Government offices 
have many antique machines in 
use. Mechanized bookkeeping is in 
its infancy, so far as sales pene- 
tration is concerned. Price is not 
the major determining factor for 
expanded domestic sales. The 
first typewriters manufactured 
sold for $125 each in competition 
with one-cent pens. 

A realistic post-war view must 
be taken of the pent-up demand 
for office equipment. However, in 
the past few years office personnel 
has been trained in the use of 
mechanized equipment at an un- 
precedented rate. “On the job” 
experience has given a more useful 
background to several million of- 
fice workers than all the schooling 
could possibly do. Peacetime man- 
agement will be practically forced 
to modernize their office equip- 
ment by this army of young em- 
ployees who have been exposed to 
modern machinery methods, or 
who have felt the pinch of inade- 
quate equipment because of war 
restrictions. Education is a pri- 
mary factor in sales engineering, 
and industry and trade has cer- 
tainly received a real education 
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along office machinery lines in the 
past few years. 

Some thought should perhaps be 
given to the use of dealerships as 
supplementary sales outlets to 
company - owned organizations. 
The war period has proven an acid 
test for the office machine dealers. 
With very inadequate stocks of 
merchandise, the financially weak 
and unresourceful have fallen by 
the wayside, leaving those whose 
business acumen and financial 
resources have _ proven them 
worthy. It would seem that the 
time is favorable for manufac- 
turers who feel that dealer outlets 
are satisfactory merchandising 


media to develop connections with 


responsible and capable represen- 
tatives. 


The Surplus Property Problem 


The Surplus Property Board has 
been established by law to handle 
the disposal of all property de- 
clared surplus by the various 
Government agencies. Appoint- 
ments to the board are being 
made and it will soon begin func- 
tioning. In the interim the pre- 
liminary work is being handled by 
the Surplus Property Administra- 
tor. The Procurement Division of 
the Treasury Department has 
been designated as the agency to 
handle the disposal of office equip- 
ment surpluses in the United 
States. The Foreign Economic 
Administration will handle the 
sales of equipment situated over- 
seas. 


The absence of authentic statis- 
tics on production and inventories 
makes definite planning impossi- 
ble at this time. Surpluses of 
office equipment will be slower in 
materializing than with other 
types of commodities, such as 
food, uniforms and war equipment 
where the oversupplies will be 
obvious. The Government has 
been and will be a large user of 
office machinery, and owning 
agencies will not be prone to de- 
claring these commodities as 
surplus until they have definite 
reason to believe they are. 


Several questions must be an- 
swered before the office machine 
surplus problem can be intelli- 
gently handled. How many ma- 
chines will be declared as surplus? 
What kinds, both as to type and 
models, will these be? Where will 
they be located? Are they ware- 
housed in this country or stock- 
piled overseas? Last but not least, 
when will they be available for 
sale? Even after owning agencies 
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have declared various office ma- 
chines as surplus under the pro- 
posed plan, other agencies, in- 
cluding state and city govern- 
ments, will have an opportunity to 


requisition needed equipment be- 


fore public bids are called for. 
This procedure may take months, 


even years. It will certainly have 
two very definite effects—it will 





materially reduce the number of 
surplus machines; and it will cur- 


tail Government purchases of 
office equipment for one to two 
years. 


U. §. STATIONERS 
1945 Offers Opportunity to Fill Needs of “Better Office Procedures”’ 


YEAR AGO we felt that our 
chief concern for the year 
1944 was, “What will the post-war 
conditions be?” Today the situa- 
tion is not much changed. ® 
Like the good Quaker, I do 
“have a concern” for our great in- 
dustry. I believe that stationers 
can and will play a greater part in 
the business and economic pic- 
ture in the post-war world. Why? 
Because it will be the stationer’s 
pleasant duty to provide the “ma- 
chinery” that will make _ the 
wheels of business turn smoothly 
and efficiently. The office has in- 
creasingly become the hub of in- 
dustry where pertinent and nec- 
essary facts and figures are as- 
sembled and dispersed. It is, 
therefore, important that we give 
our active attention to the im- 
provement of office outfitting. 
Since the beginning of World 
War II, more than during any 
former period in history, manage- 
ment has realized the importance 
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of an adequately equipped office. 
An adequately equipped office 
must meet new requirements in 
appearance and better health con- 
ditions as well as the new stand- 
ards of efficiency. This means bet- 
ter lighting and ventilating facili- 
ties, together with dust elimina- 
tion and noise reduction. I see all 
of these devices in the offing; 
many are being used in war pro- 
duction plants now. I am thinking 
particularly of the electrostatic 
plates being used to attract the 
dust from the air of precision 
instrument factories. 

These factors have far-reaching 
importance to our industry, whose 
business it now becomes to meet 
the challenge of “Better Office 
Procedure.” To be more specific, 
let us be prepared to install the 
most modern and effective office 
equipment obtainable to the end 
that mangement may carry on 
the business of the world with 
maximum efficiency. 


U. 8S. OFFICE EQUIPMENT MANUFACTURERS 
Customer Education Needed Despite Post-War Easy Sales Period 


WELVE MONTHS ago the of- 

fice equipment manufacturing 
industry was predominantly in 
war production. 

Virtually all of its factories 
which were adaptable to war work 
were very nearly monopolized by 
such production. Only enough 
space, manpower and time were 
set aside for office equipment 
manufacture to fill the imperative 
needs of Army, Navy, Government 
agencies and top-priority produ- 
cers in other lines. 

That the industry made good in 
handling its unfamiliar assign- 
ments is amply proved not alone 
by the repeat contracts allotted it, 
but also by the Army-Navy “E” 
flags and stars awarded to its 
plants. 
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In the current year the situa- 
tion has been changing. 

At first slowly and later more 
rapidly, the industry has been per- 
mitted to resume partial produc- 
tion of its normal peacetime 
merchandise. Today, though still 
far from operation at top speed 
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in accustomed activities, the in- 
dustry as a whole is a considerable 
distance along the path of recon- 
version and its salesmen are now 
able to cultivate customers and 
prospects to whom, at the start of 
1944, they could offer nothing but 
apologies and explanations. 

Within the industry, and par- 
ticularly within the Office Equip- 
ment Manufacturers Institute, 
1944 has been a year of review 
and study. 

The year’s study has been cen- 
tered upon sales practices, sales 
policies and selling costs. The 
end goal of the program has been 
to disclose ways and means for 
improving distributive procedures 
in the industry, to eliminate any 
that may have lost their former 
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values and to make whatever im- 
provements are possible to achieve 
the essential requirement of sup- 
plying the ultimate user with the 
merchandise he needs at the low- 
est feasible cost. 

No one connected with the of- 
fice equipment trade needs to be 
told that there is now a large 
pent-up demand waiting to be 
filled. Customers, large and small, 
in all fields which have not been 
favored by priorities, are in urgent 
need of all the types of equipment 
which the industry supplies. This 
will result in a period of relatively 
easy sales conditions throughout 
the industry, but managements 
cannot afford to assume that it 
will be of long duration. 

Lest it prove to be a far briefer 
honeymoon than the more opti- 
mistic forecasters predict, the im- 
mediate responsibility of the in- 
dustry, in terms of its own wel- 
fare, is both to continue and to 
accelerate all industry programs 
and all individual company efforts 
which will foster and extend 


proper appreciation and desire for 


the type of office machines and 
equipment which make modern 
management possible. 

There is still a broad range of 
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education to be accomplished. 
there are still uncounted numbers 
of offices, both small and large, in 
metropolitan centers as well as 
small towns, where the present in- 
vestment in modern office equip- 
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ment is only a small fraction of 
the amount which could justify 
itself and pay dividends on its 
cost. 

These offices must be convinced 
that their past judgment has not 
kept pace with tomorrow’s pos- 
sibilities for capacity and profit 
through more efficient office proc- 
esses. In these offices the office 
equipment industry has a poten- 
tial market which can go far to- 
ward maintaining its high-volume 
production in the years ahead. 

This latter is an aspect of the 
situation which shculd be kept 
constantly in mind by all who are 
in any way connected with the 
manufacture and sale of office 
equipment. 

We will not be taking full ad- 
vantage of our opportunities sim- 
ply by serving those organizations 
and individuals who are already 
making use of the type of things 
we have to offer. Even though 
missionary work is harder than 
repeat selling, we must continue 
it. 


Relaxation of Wartime Restrictions Expected in 1945 


S FAR BACK as September, 

1944, Donald Gordon, chair- 
man of the Wartime Prices and 
Trade Board—Canada’s counter- 
part for the OPA— announced 
publicly that his organization 
would, as soon as practicable, re- 
duce and simplify its orders pro- 
hibiting or restricting the manu- 
facture of finished civilian prod- 
ucts and would soon revoke a 
number in the metals field. But at 
the same time he warned that no 
one should jump to the conclu- 
sion that the Canadian price con- 
trol authorities plan or think it 
possible suddenly to release all 
wartime controls. 

Revocation of the restriction or- 
ders clear the way so that there 
will be no impediment to civilian 
manufactures as soon as materials 
and labor become available in ex- 
cess of more essential de- 
mands. The Board will not, Mr. 
Gordon emphasized, ask for allo- 
cations of any materials or labor 
for production of articles released 
from restrictions. It simply says 
to business, “If you have or can 
find the materials and if you have 
or can obtain the labor, you may 
now make these things if you 
wish.” 
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No important change in the ad- 
ministration of price control in 
Canada is contemplated, Mr. Gor- 
don said, since basic prices of 1941 
must be observed for goods return- 
ing to the market after their pe- 
riod of prohibition. New goods for 
which there is no basic period 
price must sell at levels which 
would have been appropriate had 
they been sold in the fall of 1941. 

Having in mind these basic 
principles, the responsible admin- 
istrators have revoked standard- 
ization and simplification orders 
affecting wood peneils and pen- 
holders, typewriter ribbons, car- 
bon paper and writing inks. They 
have eliminated orders which pro- 
hibited the use of metal in pro- 
duction of book ends, paper 


1944 


weights, perforators, punches, 
rulers, wastepaper baskets, cash 
boxes, fountain pen and pencil 
stands, desk sets, desk pads, ink 
stands, mechanisms for tilting 
chairs and typewriter desks, letter 
openers, paper clips, mechanical 
pencils, pencil sharpeners and 
water coolers. Hence, manufac- 
turers are now free to make 
wooden pencils and penholders in 
whatever styles and colors they 
wish and are not restricted to 
specified colors for inks, typewriter 
ribbons and carbon paper. Pro- 
ducers of certain metal articles 
such as those mentioned above are 
free to use whatever materials are 
available and are already getting 
into production in a small way. 

There has never been, however, 
an acute supply problem in con- 
nection with these articles, with 
all essential needs being supplied 
from peacetime stockpiles. Even 
elastic bands, treasured like fine 
gold for many months, are return- 
ing to the market, although they 
are now made of synthetic, rather 
than natural, rubber. 


Standardizations and simplifi- 
cations introduced for wooden 
office furniture were likewise re- 
voked in September, but so far it 
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has not been possible to lift the 
ban on production of metal desks, 
filing cabinets, tables, shelving, 
lockers and other metal office 
equipment requiring large quan- 
tities of steel sheets. 

Still retained are Board’s con- 
trols over the distribution of new 
and used typewriters and other 
office machines, all of which are 
imported from the United States 
either as complete units or as 
parts which are assembled in Ca- 
nadian plants. Canadian imports 
of these machines—with an an- 
nual value of between $11,000,000 
and $12,000,000 in United States 
currency—are for exclusive Cana- 
dian consumption and are not 
for re-export. 

In view of this dependence on 
the United States for supplies, Ca- 
nadian controls have always par- 
alleled those issued from Wash- 
ington. Thus a Canadian industry 
has no advantage in obtaining 
office machines over a Similar in- 
dustry south of the border. 

Improved supplies in the United 
States are reflected in increased 
allocations to Canada for the first 
quarter of 1945 on such items as 
accounting, addressing and time- 
recording machines, dictating and 
calculating equipment. These quo- 
tas are set every three months 
so that there is frequent oppor- 
tunity for review and adjustment 


as new needs or conditions arise. 
There is no possibility of stock- 
piling, a fact which was brought 
into sharp relief when military 
authorities last September issued 
a hurry-up call for 60 new type- 
writers for immediate delivery in 
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Quebec City. International con- 
ferences make unusual demands. 
The machines were found and de- 
livered within the alloted time. 
During the past year the Board’s 
controls over both new and used 
office machinery have been con- 
solidated and, as far as possible, 
simplified. The outlook for im- 
proved supplies and consequent 
relaxation of restrictions is good, 
but the precise nature of any 
changes depends almost entirely 


on what action is taken in Wash- 
ington. 

With the nearer approach of the 
end of the war, another problem 
has come into as Sharp focus as 
supply and distribution of scarce 
equipment was in the past, viz.— 
disposal of surplus stocks of equip- 
ment owned by the government 
and used by the armed services or 
civilian government departments. 
To handle the liquidation of such 
surplus goods, the government has 
established a company called War 
Assets Corporation, Limited, with 
a chairman and board of directors 
representing a cross section of Ca- 
nadian business. Its method of 
operation will vary with the com- 
modity being handled, but its 
over-all purpose is to market sur-- 
pluses in a manner least likely to 
hinder marketing of new articles 
and have an adverse effect on pro- 
duction and employment. For of- 
fice machines it is proposed to 
market surplus equipment through 
established manufacturers who 
have the facilities for rebuilding 
or reconditioning their own prod- 
ucts. In this way the government 
will be able to dispose of its sur- 
pluses with a minimum of bar- 
gaining, the manufacturers will be 
able to protect their trade names, 
and the ultimate purchaser will 
be assured of getting value for his 
money. 


GREAT BRITAIN OFFICE APPLIANCE TRADES 
Carry-on of Anglo-American Co-operation Indicated for Post-War 


T MAY be truly said that the 

Office Appliance Trades Asso- 
ciation of Great Britain and Ire- 
land constitutes an expression of 
Anglo-American co-operative ef- 
fort aimed at the promotion of 
the maximum degree of efficiency 
in clerical effort. The best Amer- 
ican and British brains in the of- 
fice equipment industry are rep- 
resented in its membership, and 
waste of clerical effort is vigorous- 
ly attacked wherever it may be 
found in office, factory, store, in- 
stitution or elsewhere. 

One does not look far among the 
United Nations, whether in Amer- 
ica, Russia or Britain, to find 
evidence of the wisdom and effi- 
ciency of co-operative effort when 
exerted in the interests of man- 
kind generally, and herein surely 
lies the key to a future world of 
peace and plenty with efficient 
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production and distribution as es- 
sential factors. 

The present war has proved 
conclusively that efficient methods 
in the office are essential to maxi- 
mum production and the enor- 
mous volume of war material pro- 
duced by the United Nations is 
due in no small measure to the 
various goods and services offered 
by the office appliance industries 
of America and Britain, and which 


are truly the “machine tools” of 
clerical effort. 

So in the post-war world we 
“have an important place to fill. 
The efficient and full employment 
of labor as the foundation stone 
of our future economy is recog- 
nized by all shades of political 
thought. The prospects for the 
office appliance industry are there- 
fore bright, and the industry will 
fulfill its obligations in the re- 
construction of world trade and 
stability. 

On behalf of all those engaged 
in the office equipment industry 
in Britain, I extend greetings to 
our friends in the industry in 
America with the fullest confi- 
dence that we may all, at no dis- 
tant date, be able to turn our 
united and concentrated efforts 
to the reconstruction of a peaceful 
world. 
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GREAT BRITAIN STATIONERS 


Co-operation Will Solve International Problems 


HERE is probably no commod- 

ity more useful than stationery 
to promote unity and good under- 
standing between nations, and 
Great Britain has felt very keenly 
the extreme shortage of paper on 
which to convey their thoughts to 
their friends overseas. News has 
just reached me that you also are 
now feeling the pinch and must 
economize, so the personal letter 
contacts may be less frequent un- 
til the release of manpower en- 
ables production to be stepped up 
very considerably. 

Wartime restrictions have so 
far hit you much less than they 
have hit us, but as your restric- 
tions grow progressively worse you 
will learn to do without many so- 
called essentials just as we have 
done. 


By H. LIMBREY 


President, 
Stationers Association of 
Great Britain @& Ireland 
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What of the future? I am con- 
fident that the more the English- 
speaking peoples of this troubled 
world get together and work in 
harmony to solve international 
problems, the earlier we shall re- 
cover from the impoverishments 
of war and win back to prosperous 
and happier days. 

You are doubtless making plans 
for the future just as we are plan- 
ning for better times in the sta- 
tionery trade of this country. 
There is no doubt we can be help- 
ful to each other. 

Meantime we stick together to 
win peace by winning the war, 
both in the East and the West. 
May it be soon. 

Greetings and good wishes for 
a brighter and happier New Year. 


GREAT BRITAIN TYPEWRITER TRADES 


Harmony Between American and British Interests Assures Good Future 


HIS YEAR it is again my priv- 

ilege to send to our American 
friends a message of good will 
from the members of the Type- 
writer (and Allied) Trades Fed- 
eration of Great Britain and Ire- 
land. 

This time last year we were all 
on the tiptoe of expectancy with 
the preparations which were being 
made for the great adventure on 
the continent of Europe, and now 
we see the fruits of the long years 
of hard work and sacrifice. The 
years of waiting and preparation 
have been well worth while, and 
although complete fulfilment of 
our hopes has not yet come, he 
would be foolish who would deny 
that overwhelming victory is as- 
sured to the might of the United 
Nations. 

In my message a year ago I 
dwelt on the understanding and 
harmony that had grown up be- 
tween the American and British 
typewriter interests in this coun- 
try, and nothing has transpired 
during the past year to qualify 
my belief that this friendliness 
can, and must, continue during 
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and after the days of reconstruc- 
tion. On the contrary, my belief 
that co-operation is the keystone 
for future world prosperity has 
been strengthened and I, as pres- 
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ident of the Typewriter (and Al- 
lied) Trades Federation of Great 
Britain and Ireland, have been in 
the happy position of seeing how 
an amicable relationship between 
international interests can achieve 
unanimity to the profit of all con- 
cerned. American interests are 
well represented on the council of 
our Federation, and right well 
have these representatives pulled 
their weight to the common good. 
Choppy water may lie ahead, but 
with “give and take” at the helm 
the craft of co-operation will 
reach the not-too-distant shore of 
common profit and achievement. 
There is room for both American 
and British products throughout 
the typewriter world, and there is 
no reason why the two should not 
work together. 

In conclusion, I would like to 
convey to my American readers 
my very best wishes for Christmas 
on behalf of the trade over here, 
and the fulfilment of all our hopes 
in the New Year. We have linked 
our “arms” to some purpose up to 
now—let us continue to march 
side by side. 
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Has the Office Appliance Dealer Forgotten 
HOW TO HOLD OPEN HOUSE? 


HE SIGNING of the armistice 

with Germany will be followed 
by a gradually increased flow of 
civilian business equipment and 
stationery. It will also definitely 
mark the ending of the seller’s 
market for the office appliance 
dealer. 

Many an office appliance dealer 
will have a hard row to hoe in 
rewooing the buyer, whose war- 
time mental hangover will range 
from a Slight attack of peevish- 
ness to a chronic case of vindic- 
tiveness. The first, and also the 
“ills” in the midway division, can, 
by hospitable overtures, eradicate 
that “never to buy from that 
house again” attitude. 

If there is one outstanding fea- 
ture of American business, it is 
friendliness—not only the desire 
to be cordial, but the equal urge 
to be accommodating. European 
businessmen visiting here have 
frequently commented on this 
pleasant business relationship be- 
tween seller and buyer. It has, 
of necessity, suffered in the all- 
important objective of bringing 
the war to a successful conclusion. 

All the same, the office appli- 
ance buyer with a vindictive streak 
will be a hard nut to crack. His 
thaw will be very, very gradual. 


“Open House” Effective 

That happy pre-war custom of 
“open house” to celebrate the 
opening of a new or remodeled 
store or office equipment depart- 
ment, or to mark a business anni- 
versary, can be adapted to break 
the ice in the post-war selling- 
buying relationship. Wholly apart 
from the social aspects, the office 
equipment dealer will be taking 
on new agencies, or will be about 
to introduce the post-war prod- 
ucts of long-established agencies. 
Either of these events is sufficient 
to justify a promotional splurge. 

The part which calls for the 
utmost diplomacy is in the adver- 
tising of these hospitable “let’s 
forget the wartime past and be 
friends” overtures. It is, for in- 
stance, very crude to announce 
that the “cigars are free,” or that 
“no account will be rendered you 
for the refreshments.” 
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By way of contrast, there was, 
during the pre-war years, a seller 
of aristocratic origin with the 
social knack of doing things in the 
right style. One of his “open 
house” invitations was worded in 
this casual way: “We would like 
you to stop in and look over our 
new building. You'll find the 
cigars in a chest on the front 
showcase. And if you want to 
talk business, you'll have to start 
the conversation.” 

Another business host qualified 
to enter the diplomatic corps re- 
minded the invited guest that 
“from the time you arrive 
until you leave, your money is 
counterfeit.”’ Furthermore, the in- 
vitation adhered to social custom 
rather than business with its 
“yourself and lady” reference—a 
graceful gesture and one to take 
into account. For if you cannot 
win over a hurt buyer, “friend 
wife” can often influence him to 
come over on your side. The 
printed folder, enclosed with the 
invitation we have already hinted 
at, gave full details of the com- 
ing event, concluding with: “Know 
Bisnop hospitality—you will find 
it contagious. To enable us to 
assure comfortable accommoda- 
tions for all our business friends 
and their domestic partners, kind- 
ly advise us, on or before the fifth, 
the exact hour you and the lady 
expect to arrive.” Guests intend- 
ing to be present could not help 
but be favorably impressed by this 
consideration for their comfort 
and convenience. 


Good Manners Paramount 


In the actual holding of the 
“open house,” social polish is a 
decided asset. Any “diamonds in 
the rough” among the office ap- 
pliance dealer’s employees may, 
as during wartime, become in- 
volved in unpleasant arguments 
with guests. The safest plan is to 
give those employees with uncer- 
tain dispositions temporary leave 


with pay for the duration of the 
festivities. To play equally fair 
with sunny and more social-con- 
scious employees, they should be 
given time off with pay after the 
event. 


Forget Business for the Day 


Those attending the “open 
house” are no longer customers, 
clients or patrons. They are guests 
and the office appliance dealer and 
his employees are the hosts. Some 
guests may be ill at ease, suspect- 
ing some direct sales talk. Gra- 
ciouS manners will disarm such 
suspicion; guests should be made 
to feel that they are under no 
obligation for hospitality received. 

Even though we have forgotten 
most of the other features of one 
firm’s “open house” back in 1939, 
we still retain pleasant recollec- 
tions of the two attractive young 
women — gentlewomen in every 
sense of the word—who presided 
in the reception room of the new 
premises. Near them was an ar- 
tistically-decorated table filled 
with scores of small bouquets of 
flowers—and this in mid-winter. 
Did these flower girls thrust a 
bouquet in front of every escorted 
woman? They did nothing so un- 
couth. With a gentle bow and a 
sweet smile, the girls made the 
presentation with, “Will you kind- 
ly accept a little floral gift with 
Mr. Mearns’ compliments?’ Re- 
ceiving an affirmative answer— 
as was invariably the case—the 
bouquet was securely affixed to 
the lady guest’s dress or coat. 

Sometime during his visit the 
masculine guest will be taken in 
tow personally by the office appli- 
ance dealer for what might be 
termed a mellowing session. Over 
a drink and a cigar or two, the 
customer will wonder how he ever 
came to think wrongly of the 
dealer. He may drop a chance 
remark to this effect as he reaches 
for his second cocktail. If he 
does, it is the office appliance 
dealers cue to chime in with, “Yes, 
Mr. Brown, I know how you feel. 
I, too, carried a grudge against 
a manufacturer who let me down 
badly in 1943. It’s all behind us 
now, isn’t it? Here’s to your post- 
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war prosperity.” “And to yours,” 
may chime in the customer. 

The office appliance dealer’s 
anniversary will occur sometime 
during the first post-war year. 
The celebration usually takes place 
every 25 years. However, the vast 


changes on the office equipment 
merchandising horizon as the war 
recedes more into the background 
is ample excuse to make the year 
194X an anniversary celebration 
regardless of the number of years 
established. 


The “open house,” regardless of 
the form it takes in the first post- 
war year, will, if conducted in 2 
true hospitable spirit, do much to 
remove hard feelings developed 
between seller and buyer in the 
trying wartime years. 


PLANNING FOR TOMORROW—TODAY 


N THE EARLY part of the war 

we were continually reading of 
one lost battle after another and 
with monotonous repetition the 
reason always was “too little and 
too late.” Most of us accepted this 
explanation without devoting 
much thought to it. Why were we 
too late and why was the supply 
too little? Obviously there was a 
lack of planning and preparation. 

In war, as in business, action 
generally is not taken on the spur 
of the moment. First, it is neces- 
sary to analyse a situation by the 
gathering and fitting together of 
the information available. When 
this has been accomplished you 
have a kind of blueprint from 
which to work. While all the an- 
Swers are not supplied by this 
blueprint, it is a guide as to the 
amount of equipment needed, the 
kind of preparation that must be 
made, and the salient points 
which must be attacked or de- 
fended. In all this planning there 
is a certain amount of guesswork. 
Certainly those who are respon- 
sible must, to some degree, an- 
ticipate what the other fellow is 
planning. 

Business is a kind of war. In 
normal times a great many of us 
have been able to get by without 
too much planning. We found a 
fair location, opened up a store, 
stocked it with merchandise and 
let nature take its course. To- 
morrow this will not be enough! 
Just around the corner is that era 
now so remotely referred to as 
the “post-war period.” In fact, 
there are those who claim it is 
here even now, and we fail to 
recognize it. They point to the 
recent WPB relaxation of restric- 
tions to strengthen their stand. 


Are you planning for tomorrow 
—today? Are you preparing your- 
Selves for that time when selling 
is not going to be a question of 
taking orders over the ‘phone? 
What are you doing to equip your 
business for the time when the 
pendulum swings back again toa 
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buyers’ market? Competition, it is 
acknowledged by all, will be ex- 
tremely keen and those who are 
now giving this matter serious 
thought and action will definitely 
have the jump on their competi- 
tors. 


Build Well-Trained Sales Force 


I am thinking of this problem 
with particular reference to the 
sale of carbon paper and type- 
writer ribbons and its relation to 
the stationer and dealer. However, 
it applies to all office equipment. 
A good many stationers and deal- 
ers today, because of a drastically 
curtailed sales force, are less able 
to meet the needs of their custo- 
mers. This has resulted in the 
loss of some of their ribbon and 
carbon business, and what is more 
important, good will, on which it 
is difficult to place a dollars-and- 
cents valuation. 

The loss of business and good 
will from those firms who will 


again be the backbone of your 
community and your business is 
a matter not to be tossed off 
lightly. By planning today for 
tomorrow you can get it back. 
Thought should be devoted now to 
the hiring of the right men as 
soon as possible. More important, 
these men should be _ properly 
trained. In the case of carbons 
and ribbons, your salesmen should 
know as much or more about the 
product than the man whom he 
faces in competition. It should be 
the responsibility of the concern 
supplying the stationer with his 
carbon paper and ribbons to help 
the stationer’s salesmen intelli- 
gently. The same thing is appli- 
cable to other items which your 
man is required to Sell. 

In this way you will have an 
organization made up of men who 
are salesmen in the real sense of 
the word—men who know their 
products and can do a real selling 
job rather than an “order-taking 
job.” If you are going to com- 
pete successfully in the days to 
come, it will be imperative to 
have a live-wire sales force. This 
is the time to plan for the future 
which lies around the corner. 
Don’t let it be said about you— 
“Too little and too late.” PLAN 
TODAY FOR VOLUME AND 
PROFITS TOMORROW! 
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CALCULATOR CAREER: George L. Rogers has been associated with 
the calculating machine division of the industry since 1911. In that year he 
started as a salesman in the Fort Wayne, Ind., office of the Wales Adding 
Machine Company. Eight years later he was located in the New England 
area and was the company’s leading district manager. In 1925 he was ap- 
pointed Chicago office manager for Wales, just four years prior to establish- 
ing his own business—G. L. Rogers, Inc.—specializing in electrically-oper- 
ated office machines. Nearly a decade ago Mr. Rogers became a distributor 
of Friden calculating machines and shared in pioneering the line. Today he 
is the chief executive of a highly-successful business and directs the ac- 
tivities of an aggressive office machines sales organization. He takes 
justifiable pride in the fine reputation his firm enjoys in the Chicago terri- 
tory and is also proud of the fact that his business has been headquartered 
in the Old Colony Building, Chicago, for over 20 years. 
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GETTING POST-WAR TRADE 


AVEN’T YOU known a man in 

the office appliance field to 
come into a town and announce 
he was going to put out of busi- 
ness the existing leader already 
there selling such merchandise? 
Sometimes he may even announce 
how long he gives the established 
dealer to give up and quit. These 
boasts may be made confidentially 
or openly, but they are made. That 
Schicklegruber type of competi- 
tion sometimes makes a lot of 
trouble and ill-feeling by causing 
others to take sides. But usually 
the newcomer with the big talk 
and the boasts finally slips back 
into the hinterland from which 
he emerged and business goes on 
as before. 


Boastful Competition Unimportant 


It’s a great temptation for a 
man with the ego of Paul Bunyan 
and the business intelligence of 
Babe, the Blue Ox, to try to be- 
come the big show-off of the busi- 
ness equipment trade in the town 
he decides to favor with his com- 
mercial presence. But such men 
rarely have the business ability 
needed to back up their boasts, 
and generally end like a novice 
trying to do slaloms on skis be- 
fore he has learned to stand up 
on them. 

You don’t need to worry long, 
though you may worry intensively 
for a little while, over those “wise 
guys” who claim they are going 
to show the industry what is what. 

It has been said that competi- 
tion is the life of trade, but that 
saying does not cover the distinc- 
tive type of competition just men- 
tioned. I heard a better saying at 
a convention of merchants where 
one of them gave a chalk-talk 
illustrating what he had in mind. 
Probably you have seen in a trade 
paper the cartoon showing two 
calves tied together and two pails 
of milk a distance apart. The 
calves struggled and pulled, each 
attempting to get to the milk pail 
nearest to him and neither getting 
any milk. The next picture 
showed the calves exemplifying 
the fact that “Co-operation, not 
competition, is the life of trade,” 
as they pulled together and made 
for one pail and emptied it, then 
went together to the other pail 
and emptied that. 

Some business men—I hope not 
in the office appliance trade— 
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meet competitors on the street 
with an outward smile, but in- 
wardly make a noise a good deal 
like that you hear when a hawk 
flies over the poultry yard. 
Right now you aren’t so much 
worried about competition be- 
cause there’s more demand for 
products in your line than you and 
all your competitors can supply. 
But after the war it’s going to be 
different. You have hitherto 
thought of yourself as. being 
chiefly in competition with other 
men Selling typewriters, steel files, 
safes, stationery, and so on. As 
the war draws to an end, you be- 
gin to figure on how you can get 
the jump on the other fellows in 
your town who are Selling those 
things. You may overlook the fact 
that not only are other dealers in 
those same lines competing with 
you for the trade, but you are in 
competition with people selling 
entirely different types of prod- 
ucts. And that latter competition 
may be harder to meet than the 
kind you’ve always recognized. 


Competition from Many Sources 


Competition for post-war busi- 
ness is going to be hotter than a 
mail-order pistol and it is going 
to come from all points of the in- 
dustrial compass. 

When you start out to interest 
a prospect in buying new Steel 
files, you may be going after the 
same money a panel delivery truck 
Salesman, an interior decorator, 
the representative of a new golf 
club or a travel bureau are trying 
to get. There will be a scramble 
for the available money in the 
hands of the people to whom you 
want to make sales. It will take 
better products, better deliveries, 
better advertising and _. better 
salesmanship to land the kind of 
orders that came in during the 
war without being asked—without 
even being wanted, in some cases. 

Just as you get a prospect nearly 
sold on replacing his worn-out 
typewriters and go in one day to 
close the order, you meet, coming 
out with a grin on his face, a man 


you didn’t consider a competitor. 
And in his pocket is a signed 
order for a delivery truck. The 
customer can’t afford both type- 
writers and a truck and the truck 
salesman has beaten you to the 
available money. Wherever there’s 
any loose or surplus money after 
the war, there you’ll find, hover- 
ing, salesmen for products that 
may be entirely foreign to your 
line. 

Have you thought this kind of 
competition through to the logical 
end—to the point where you know 
what you are going to do to make 
sure of getting your share of the 
available cash? 

With a lot of your prospects, 
first things are going to come first. 
They are going to buy the things 
most needed first, and that may 
or may not favor you. It will be 
up to you to see that the prospect 
badly in need of office appliances 
is not inveigled by other salesmen 
selling items he may want more, 
but needs less. 

You may find dollar competition 
where you least expect it. For in- 
stance, a clever salesman of adver- 
tising space may get a man signed 
up to spend all his spare money 
for advertising before he has done 
the more essential thing—that of 
equipping his office to handle 
more business before he advertises 
to get it. 


Co-operation Essential 


The other dealers selling the 
same type of office appliances you 
sell will be hot competition, but 
even hotter in the race for the 
available money may be the men 
who are offering products or serv- 
ices bearing no relationship or 
resemblance to yours. 

It is because of this outside-of- 
the-trade competition that it is 
well worth while for those in the 
office appliance trade to co-oper- 
ate as well as compete—perhaps 
co-operate more than compete. By 
co-operating in promoting and 
advertising the advantages of 
bringing the office up-to-date at 
the earliest possible moment after 
the armistice comes, office appli- 
ance people may save many an 
order for their products. At the 
same time, many a business man 
may be restrained from buying 
something that should come after 
he has replaced his war-worn 
equipment. 
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DON’T GET “COMPETITION JITTERS” 


MERICAN retailers are the 

greatest discounters (of a 
special kind) in the world. The 
bridges of today are not enough 
for them—they must be crossing 
the bridges of 1945 and later 
years. The situation in post-war 
competition is a case in point. I 
know of scores of merchants with 
whom the subject has become an 
obsession. 

Competition jitters—have you 
got them? 

“The tide is already set in!”, 
my good friend, John X—, ex- 
plained. “The war in Europe isn’t 
over yet. Nevertheless, right now, 
more retail businesses are being 
Started than are dropping out. 
I got some figures compiled by the 
state Chamber of Commerce, and 
found 50 per cent more businesses 
are being started now that are 
being suspended. 

“Tll concede that it will take 
some time to catch up on the fill- 
ing stations, auto repair shops, 
corner groceries, and many other 
little enterprises that were sus- 
pended as a result of the war. 
But there’s this fact—right now, 
when there is still an acute man- 
power shortage, when it is mighty 
difficult to get employees with 
which to run a business, new en- 
terprises are being started. Why? 
You know—as war production 
tapers off, smart ones are getting 
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into business before the big rush 
starts. The trouble is that the 
country is full of little people with 
savings. Many of them have been 
dreaming the American dream, 
a business of one’s own. Now, they 
figure, is their chance. 


Many New Stores Expected 


“Just as Sure as taxes, the num- 
ber of office appliance stores will 
go up and up. Within two years 
of war’s end, I figure that we'll 
have 30 per cent more office ap- 
pliance stores than we have now— 
easily. This new competition will 
be of the worst possible sort. You 
know what amateurs running a 
retail store do. They don’t under- 
stand about costs. When the going 
gets a little tough, they are 
tempted to cut prices. The worst 
possible competitior to have is an 
amateur. Take this community of 
mine. One more office appliance 
store, doing only a small business, 
would hurt me a lot. The status 
quo is all right; I get by with a 
satisfactory margin. Another of- 
fice appliance store would be bad; 
two new competitors—and it 
could easily happen, as I figure 
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it—-and conditions would be 
ruinous.” 

Then John X—told me his plan 
to outsmart potential competitors. 

“I’m thinking of establishing a 
new office appliance business here. 
I'll finance it and control it, but 
through dummy ownership. The 
town won’t know I’m behind it. 
I figure that it can operate with- 
out losing any money. It will keep 
other competition from starting 
up. Then in three or four years, 
when things have quieted down, 
perhaps I'll just liquidate the 
store.” 

Though I offered criticisms of 
this scheme, John X—’s interest 
in it did not appear to diminish. 
It isa typical dream-solution to 
a competition psychosis. When he 
starts out to put the plan into 
effect—if he ever does—he will 
soon run into tactical obstacles. 
If he persists, he will have on his 
hands the dubious privilege of at- 
tempting successful managership 
of two office appliance stores in a 
town where there is one too many. 
His plan is an impractical ap- 
proach to what may be a real 
problem. 

The reaction to competition jit- 
ters afflicting other office appli- 
ance retailers is a decision to sell 
out before the competition arises. 
I know of a number of men who 

(Turn to page 25, please) 
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Are You Interested in 


BUYING SURPLUS WAR GOODS? 


OUR GOVERNMENT has 

bought billions of dollars 
worth of every imaginable type of 
material necessary for running a 
war. Naturally, everything does 
not come out even. You don’t use 
the last piece of paper, the last 
drop of ink. Moreover, as the war 
progresses the need for office 
equipment lessens as certain war 
agencies are cut down or dis- 
banded. As a result surpluses will 
develop. 

Now, your Government wants to 
get rid of these surplus goods for 
several. reasons. First, they are 
needed elsewhere—by business and 
industry. They represent a vast 
sum of the taxpayers’ money, a 
portion of which can be recovered 
by selling the surplus back to 
business and industry. And, most 
important, unless these surplus 
goods are disposed of now and in 
orderly fashion, and not held to be 
dumped on the market after the 
war, the problem of industrial re- 
conversion may become more dif- 
ficult through the disruption of 
our domestic economy. 

It all seems very simple, doesn’t 
it? The Government has things 
to sell which somebody wants to 
buy. So they advertise what they 
have to sell and at what prices 
they will sell and the buyers buy 
it. Substantially that is true—but 
with this notable reservation: Sur- 
pluses must be sold where they 
are needed most and when their 
sale will least disturb domestic 
economy. That requires some form 
of master sales control. 

Recognizing the complexity of 
the problem, the president ordered 
the formation of the Office of 
Surplus Property to facilitate the 
orderly disposal of surplus war 
goods. 


Eight Divisions in OSP 


Last July I was asked, along 
with seven other business men, 
to come to Washington and work 
with the Procurement Division of 
the Treasury Department in set- 
ting up an organization to dis- 
pose of surplus consumer goods. 
Each of us was to supervise the 
sale of a classification of goods 
with which he had been identified 
in business. The eight divisions 
which were formed were these: 
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Furniture, Hardware, Machinery, 
Automotive, Textiles and Wear- 
ing Apparel, Medical and Surgical, 
Paper and Office Supplies, and 
General Products. 

Each division has further sub- 
classification. For example, Divi- 
sion No. 8, which I head—Paper, 
Paper Products, Office Supplies 
and Office Equipment—is con- 
cerned with the sale of these 
items: 

Paper (except building paper) 

Paper Stationery 

Paper Bags 

Die-cut Paper Products 

Molded Pulp Products 

Miscellaneous Converted Paper 

Products 

Envelopes 

Stationer’s and Office Supplies 

Artists’ Materials 

Products of Printing and Pub- 

lishing Industries 

Office Machines 

Cash Registers 

Desk Sets 

Gummed Products 

Glass Deskware (including pap- 

erweights, inkwells, and sim- 
ilar articles) 

One of our first steps was to 
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establish 11 regional offices 
throughout the country, each of 
which has eight commodity de- 
partments to conform with the 
central office in Washington. The 
list of these regional offices and 
the states they serve are as fol- 
lows: 

REGION I—Connecticut, Maine, 
Massachusetts, New Hampshire, 
Rhode Island, Vermont. 

REGION II— Pennsylvania, New 
Jersey, New York. 

REGION III—Washington, D. C., 
Delaware, Maryland, North Car- 
olina, Virginia. 

REGION IV—Indiana, Kentucky, 
Ohio, West Virginia. 

REGION V-—lllinois, Michigan, 
Minnesota, North Dakota, South 
Dakota, Wisconsin. 

REGION VI—Alabama, Florida, 
Georgia, Mississippi, South Car- 
olina, Tennessee. 

REGION VII— Arkansas, Louisi- 
ana, Oklahoma, Texas. 

REGION VIII—Iowa, Kansas, Mis- 
souri, Nebraska. 

REGION IX—Colorado, New Mex- 
ico, Utah, Wyoming. 

REGION X—Arizona, California, 
Nevada. 

REGION XI—Idaho, Oregon, Mon- 
tana, Washington. 

It is important for you to know 
which regional office serves your 
State because these offices SELL 
the surplus war goods. Our cen- 
tral office in Washington directs 
and co-ordinates the program, 
establishes policies and procedures 
—but you do not buy from the 
central Washington office. 

The setting up of this organiza- 
tion was no small task—and not 
without its headaches. For the 
past four months we have devoted 
our entire time to this job; I 
could go on for pages describing 
the work in detail. But I realize, 
from the number of requests for 
information which I have received 
from men in the paper and office 
supplies field, that what you want 
to know most of all is the answer 
to this question, “How can I buy 
surplus war goods?” 

I shall attempt to answer that 
question here as briefly as and as 
simply as I can. 

First of all, the surplus goods 
which are available for sale will 
be advertised in the Surplus Re- 
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porter. Under this plan the Sur- 
plus Reporter for the paper, Paper 
Products, and Office Equipment 
Division will be mailed once each 
month. 

In this publication will appear 
not only the goods available in 
your region but also the goods 
available in all regions over the 
country. It will not be necessary, 
therefore, for you to contact all 
11 regional offices to find out what 
and where these surpluses are. 

The Surplus Reporter will list 
every item in surplus which is 
ready and prepared for sales, tell 
in which regional office district it 
is available, give a complete de- 
scription, and indicate the method 
of sales—whether by formal or 
informal bid, by fixed price, by 
negotiation or otherwise. 

If you wish to buy any items 
listed in the Surplus Reporter this 
is what you must do: Contact your 
Regional Office and tell them of 
your desire to buy. If the sale is 
to be by invitation to bid you will 
be sent a form to make such bid. 
If the sale is by fixed price you 
will be advised of the price. If the 
sale is by auction or negotiation 
you will be advised what steps to 
take in order to participate in the 
sale. 

The one important point to re- 
member, however, is this: The 
“Surplus Reporter’ will be sent 
ONLY to those firms who are on 
the mailing list of the Office of 
Surplus Property. If your name is 
not now on that list it is necessary 


for you to write to your regional 
office requesting that your name 
be placed on the list. You will be 
sent a check list on which you can 
designate the type of goods you 
are interested in buying. 

For your guidance in contact- 
ing your regional offices the com- 
plete list is here presented. Di- 
rect your correspondence to 


Regional Director 
Procurement Division 
U. S. Treasury Department 
at the address given for your par- 
ticular regional office: 


REGION I— 
Park Square Building 
Boston 16, Mass. 
(Phone: Hubbard 2870) 


REGION II— 
Empire State Bldg., 
New York 7, N. Y. 
(Phone: Chelsea 3-8950) 
REGION III— 
1126 21st Street, N.W. 
Washington 25, D.C. 
(Phone: Executive 6400 
Extensions 5035 and 5036) 
REGION IV— 
Commertial Arts Building, 
704 Race Street, 
Cincinnati 2, Ohio 
(Phone: Parkway 7160) 
REGION V— 
209 South La Salle Street, 
Chicago 4, Ill. 
(Phone: Franklin 9430) 
REGION VI—Belle Isle Building, 
20 Houston Street, 
Atlanta 3, Ga. 
(Phone: Walnut 5081) 


REGION VII— 
609 Neil P. Anderson Bidg., 
Fort Worth 2, Tex. 
(Phone: 2-1287) 
REGION VIII— 
2605 Walnut Street, 
Kansas City 2, Mo. 
(Phone: Victor 5952) 
REGION IX— 
7th Floor, Exchange Bldg., 
1030 15th Street, 
Denver 2, Colo. 
(Phone: Keystone 4151) 
REGION X— 
30 Van Ness Avenue, 
San Francisco 2, Calif. 
(Phone: Underhill 1922) 
REGION XI— 
2005 Fifth Avenue, 
Seattle 1, Wash. 
(Phone: Main 2782) 

It is a simple, workable, efficient 
plan for enabling you to buy what 
you need from the Government's 
surplus war stocks. It has been 
designed to help you—so use it. 

I shall feel that the time I have 
taken away from my own com- 
pany and devoted to this work 
in Washington has been well spent 
if: (a) through my efforts the 
Government can realize more 
money from the sale of surplus 
paper, paper products, office sup- 
plies and equiment; (b) you use 
this plan to secure needed goods 
and are thus able to carry on your 
business more efficiently and more 
profitably; (c) these sales can be 
made without a damaging impact 
on industry or the country’s do- 
mestic economy. 





DON’T GET “COMPETITION 
JITTERS” 

(Continued from page 23) 
have confided in me such an in- 
tention. 

Getting jittery about post-war 
competition this early is a rather 
silly performance, to put it mildly. 
Giving serious thought to the 
post-war view is thoroughly sen- 
sible. Recently I talked with a 
local banker, who volunteered an 
observation that had a familiar 
ring to it: 

“What this town needs is a first- 
class office appliance store. I have 
a hunch that, as soon as post-war 
days begin to open up, we'll get 
one. I don’t mind telling you, in 
confidence, that this bank would 
feel it was doing the town a real 
favor to encourage a progressive, 
competent man to enter the office 
appliance business here.” 

Assumptions that possible com- 
petitors will all be amateurs is 
wrong. In normal times, new op- 
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erators in the office appliance 
field, as in most other businesses, 
are held in check by the banking 
problem. For each one able to 
finance a business there are sev- 
eral who would like to enter. 
Either the lack or possession of 
capital or backing establishes 
requisite ability or the absence of 
it. 

But in post-war days the indi- 
viduals who might enter the retail 
office appliance trade with fair 
chances of success, and who can 
find the necessary capital, will be 
far more numerous than in pre- 
war times. 

The “cure” for competition jit- 
ters, whether the attack be acute 
or mild, is an earnest, comprehen- 
sive study of the store, from 
which to evolve a post-war plan. 

Should the store location be 
changed? 

Should the premises be remod- 
eled or enlarged? 

What can be done to expand 
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store services? In what respect, 
after the war, can service to the 
constituents be made superior to 
that offered before the war? 

How can personnel be strength- 
ened? In what respects should 
the advertising and merchandis- 
ing policies be revamped or mod- 
ernized? 

I feel that any successful office 
appliance store can Safely go 
ahead on a post-war program 
which implies a degree of optim- 
ism. What the far future holds 
one does not know. But there is 
fair certainty of good business for 
several years to come. The retail 
office appliance business should be 
a good one. There will be much 
building, much remodeling, much 
buying of war-scarce articles. 

Yes, the office appliance dealer 
can optimistically plan to give his 
community, after the war, store 
service far superior to anything 
offered in the past. That is the 
answer to competition jitters. 
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Post-War Distribution Trends in 
COMMERCIAL STATIONERY 


FEW YEARS ago I secured the 

agency on this side of the At- 
lantic for a European manufactur- 
ing company of high standing. 
They had a good line with definite 
possibilities in this market and the 
prices were right. Unfortunately, 
they were entirely unknown. When 
I showed samples and quoted 
prices to representative whole- 
salers they said, “It’s very inter- 
esting, but we have no call for 
those goods. When we do get a 
call for the stuff we'll consider 
putting it in stock.” 

There is nothing wrong with 
this attitude. Obviously no mer- 
chant can stock all the merchan- 
dise in sight, especially that por- 
tion of it for which no general de- 
mand has been created. But it 
does look as though, in the main, 
wholesalers are primarily interest- 
ed in handling goods for which 
some demand has already been 
created by the manufacturers, 
backed by the co-operation of re- 
tailers and industrial suppliers. 
The question then arises, “Should 
wholesalers enjoy any exclusive 
advantage which would work to 
the detriment of industrial sup- 
pliers (retailers) who are doing 
the actual selling job in the field?”’ 

The post-war era comes closer 
day by day and many forward- 
looking distributors are already 
surveying the situation to see 
whether they cannot improve their 
trading position when goods and 
services once more flow normally. 

Because some of the questions 
and suggestions which might be 
proposed could have far-reaching 
effects on both manufacturers and 
the other distributive channels of 
the industry, it might be profit- 
able to review the general situa- 
tion at this time, particularly the 
natural and legitimate function of 
the wholesaler. 


Function of the Wholesaler 


Most will agree with the asser- 
tion that the wholesaler’s job is to 
sell to and service the retailer. 
Under no circumstances should he 
sell the consumer; when he does 
this he usurps the function of the 
retailer or the industrial supplier. 
The consumer is the individual or 
corporation which “consumes” the 
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goods, and the “consumer” status 
is not changed because the cus- 
tomer is a public utility or giant 
corporation instead of plain Mr. 
John Doe. It could be that the 
entire wholesale outlook is so be- 
fogged because there are so few 
real wholesalers—so many of them 
succumb to the temptation to ac- 
cept business from “special (con- 
sumer) accounts” and then pro- 
fess to be amazed because the 
wicked retailer doesn’t love them 
any more. In the process of sur- 
veying the ground the wholesaler 
is apt to observe the existence of 
yet another type of distributor— 
the agent, or manufacturer’s rep- 
resentative. By that I mean the 
independent individual or organi- 
zation which acts as exclusive rep- 
resentative for a certain factory 
in a specified area and does a spe- 
cialized selling job for his princi- 
pals. Because of the intensified 
service he renders, this agent gets 
the protection of exclusive repre- 
sentation. Because of the practi- 
cally endless number of items 
which he has to Sell, each meriting 
individual attention, he almost in- 
variably does a Significantly better 
job for the manufacturer than 
could any wholesaler. It is easy 
for a wholesaler to dream wish- 
fully of the lush result it should 
be possible to achieve if he could 
only combine the freedom of 
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wholesaling with the specializing 
and protection of the direct manu- 
facturers’ representative. Surely 
there is no question that the two 
functions are complementary and 
cannot be combined without los- 
ing the essential characteristics 
of both. 

Then there is the retailer and/ 
or industrial supplier. Wartime 
procedure seems to have decided 
that a retailer is one who Sells 
the bulk of his goods over the 
counter. The industrial supplier 
(who is often also a retailer) sells, 
usually in larger units, to munici- 
palities, financial institutions, in- 
dustrial concerns, transportation 
companies and the larger users of 
stationery and office supplies over 
the telephone, through the mail, 
or by personal solicitation, besides 
maintaining an _ efficient’ store 
service. 


Wholesaler-Retailer Conflict 


It is at this point that a clash 
is liable to occur over some whole- 
saler’s selling a ‘special (con- 
sumer) account.’ In self-defense, 
therefore, the larger retailers and 
industrial suppliers of commercial 
stationery make it their business 
to be on a competitive price basis 
with the wholesaler, and manufac- 
turers are well satisfied to supply 
direct and sustain unimpeded con- 
tact with such important outlets. 
After all, it would seem to be inev- 
itable that capacity to buy should 
be the deciding factor controlling 
the manufacturers’ price to his 
distributors, regardless of the in- 
dividual tag under which they 
travel. 

Manufacturers should pay some 
regard to the kind of distribution 
and the type of co-operation they 
get. If there is any more effective 
distribution that that provided by 
the larger operators of commercial 
stationery stores with goods on 
the shelf, store and window dis- 
plays, competent sales force and 
intimate contact with the consum- 
ing public, it has not been discov- 
ered to date. Few manufacturers 
will wittingly help in the erection 
of any artificial barrier designed 
to cut them off from one of the 
most important distributive chan- 
nels. 
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WPB Announces Easing of Sheet Steel 
and Copper — Fountain Pen, Mechanical 
Pencil Retail Ceiling Prices Established 


SHEET STEEL AND COPPER SITUATION EASIER, 
WPB TELLS INDUSTRY ADVISORY COMMITTEES 

A slight easing of the hot and cold-rolled sheet steel 
as well as of the copper situation was reported by War 
Production Board representatives at the recent meet- 
ing of the Safes and Insulated File Industry Advisory 
Committee and the joint meeting of the General Metal 
Office Furniture, Visible Record Equipment, and Shelv- 
ing and Locker Industry Advisory Committees, WPB 
said on November 1. 

WPB officials emphasized, however, that no imme- 
diate relaxation of the restrictions on production of 
metal furniture and fixtures is contemplated. 

Prompter delivery of “Z” (deferred) allotments of 
some types of steel may be expected in the future, 
WPB officials said. 

Though copper is not so critical as previously, WPB 
representatives said, conservation of the available sup- 
ply of refined copper must be continued to assure that 
military requirements can be met. They said, how- 
ever, that very limited quantities of copper released as 
a result of military cutbacks are being made available 
for the more essential civilian production. They added 
that the copper order, M-9-c, is expected to be revoked 
on “Victory in Europe” Day. 

Committee members recommended that M-9-c be 
amended, prior to V-E Day, to permit the use of brass 
and bronze for safes, insulated files, and safety deposit 
boxes. 

At previous meetings, the committees requested that 
the products made by the industries they represent 
be classified as Controlled Materials Plan “B” products 
instead of “A” products. WPB representatives pointed 
out that under Priorities Regulation 25 (“spot au- 
thorization” procedure), manufacturers may apply for 
permission to make any of the products controlled by 
L-13-a, which restricts the production and distribu- 
tion of metal furniture and fixtures. Subject to the 
criteria of PR-25, they may obtain authorized produc- 
tion schedules and materials from idle and excess 
inventory or deferred allotments, WPB officials said. 
They added that a change in classification under 
CMP therefore is no longer required to fill civilian 
needs. 

The possibility of using hard aluminum sheets for 
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office and industrial furniture and equipment was sug- 
gested by WPB representatives. “Z” allotments could 
be assigned for this purpose by WPB, they said. 

Committee members requested that WPB permit 
manufacturers to order materials in advance of re- 
conversion to permit a quick shift from war produc- 
tion and maintenance of employment. This problem 
will be considered by WPB. 


o 
OPA ESTABLISHES RETAIL CEILING PRICES ON 

FOUNTAIN PENS AND MECHANICAL PENCILS 

Fountain pens and mechanical pencils have been 
given dollar-and-cent ceiling prices at retail, maximum 
prices at wholesale have been fixed, and provisions 
have been made by which a manufacturer must im- 
print or tag the article with the retail ceiling price, 
brand name and model number, in a new regulation 
announced by the Office of Price Administration on 
October 27. 

The new regulation applies to all fountain pens and 
mechanical pencils shipped by manufacturers on and 
after November 1, the effective date of the regulation. 
The General Maximum Price Regulation, setting prices 
at the highest level charged by the individual seller 
in March, 1942, will continue until January 1, 1945, to 
govern wholesale and retail sales of fountain pens and 
mechanical pencils shipped by the manufacturers be- 
fore the effective date of the regulation. 

Manufacturers’ prices will continue to be controlled 
by the general durable goods regulation (Maximum 
Price Regulation No. 188), which preserves the level 
of prices prevailing in March, 1942, and provides for- 
mulae for pricing new items. 

The new regulation, drawn up after consultation 
with representative members of the industry, was 
made necessary, OPA said, to maintain fair prices at 
the wholesale and retail levels, which the provisions 
of the General Maximum Price Regulation were not 
adequate to control. The agency said that two years’ 
limitation on production and great consumer demand 
have combined to cause excessive prices. Normal pro- 
duction and competition resulting from the recent 
revocation of the War Production Board’s limitation 

(Turn to page 62, please) 
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Liquidate Wartime Stocks Now 

@ WITH MORE pre-war goods appearing on 
the market weekly, it’s not too soon to turn 
attention to the staging of special drives to 
liquidate all wartime goods. And having ac- 
complished this end, dealers will be wise to hold 
future reorders to a 60- to 90-day supply. 

Advantages of such a procedure are threefold 
—(a) Shelves and stockrooms are cleared of 
“dead” items; (b) cash position is improved, 
making possible the purchase of post-war goods 
as 300n as they appear; (c) dealers are spared 
the embarrassment of asking manufacturers to 
take back wartime goods for credit, which ob- 
viously they will not be in a position to do. 

To complete the precaution, dealers will do 
well to follow through on customer cancella- 
tions, making sure that such orders have been 
properly cancelled with manufacturers. 
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Manage — Men—(T) 

#¢ BORROWED from The Horder Adviser, 
monthly publication of Horder’s, Inc., Chicago, 
Ill., was the following astute dissertation on 
Management, particularly as regards wholesome 
relationship between the administration and 
personnel of an organization. The brief, but val- 
uable, advice to Management follows: 

“There are hidden values in many things, in- 
cluding words. Your editor dreamed one up in 
front of his shaving mirror one morning and 
passes it along because it seems so plain and be- 
cause it is so often overlooked. 


“The function of Management takes in a lot 
of territory. That’s the trouble with any defini- 
tion of it. Many think of it in terms of manag- 
ing money, costs, methods, machines, systems 
and other abstract, inanimate factors. But you 
will almost always find that the consistently suc- 
cessful Management is one which is unwittingly 
a purist in the field of etymology and considers 
the word Managemen(T) with the “T” to mean 
exactly what is says: “to manage men.” 

“No organization can grow faster than the 
ability of its personnel. None can increase in size 
nor influence except as its man-power be man- 
aged, trained, and inspired to larger fields of 
vision, to greater capacity for creative effort. 
Remember that men do not do their best work 
for money only—they do their best in the work 
they love, for the “bosses” they admire, respect, 
and in whose judgment they have complete con- 
fidence. Suppose our Army fought only for its 


pay!” 
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Prison Industries Favored 


@¢ J.S. SPROTT, The Globe-Wernicke Co., re- 
ports that the War Production Board recently 
authorized Federal Prison Industries, Inc., to 
proceed with manufacture of steel transfer cases, 
allotting material for the purpose and conse- 
quently discriminating against private indus- 
try. Again Mr. Sprott carries the banner in the 
fight against prison competition. He deserves 
the active and immediate support of everyone 
related to the office furniture industry. 


HERE AND THERE 








BUCKING A HURRICANE 
ON SQUARE-RIGGER 

If you ask Alan Brown, son of 
Harold M. Brown, assistant to the 
vice-president of the L. S. Smith- 
Corona organization at Syracuse, 
how he likes manning a sailing ves- 
sel through a hurricane, it's a safe 
bet he'll tell you he prefers some- 
thing slightly less bronco-like. 

Just a short time before the re- 
cent hurricane, Alan shipped along 
with other Coast Guard "swabs" 
(more politely first-year cadets) out 
of an Atlantic port. It wasn't long 
before they were warned, via radio, 
of heavy weather, in this case a 
hurricane. The skipper immediately 
ordered most of the sails cut down 


28 


and the ship headed for open sea. 
A further warning that the hurricane 
had veered brought another change 
of course, the trimming of gears and 
sinking of heavy bow anchors. And 
none too soon, for the hurricane 
struck soon afterwards, shaking the 
ship as a terrier would a rat. Several 
exhausting hours followed, as the 
wind rose at times to a velocity of 
125 miles per hour. But dawn 
brought smooth water and the end 
of a truly exciting experience. 





ABERDEEN (S. DAK.) A MECCA 
FOR OFFICE MACHINE NIMRODS 


R. E. Huffman, owner of the 
R. E. Huffman Company, Aberdeen, 


S. Dak., makes no secret of his belief 
that Aberdeen is truly the ''pheas- 
ant-hunting capital'’ ot the Midwest. 
And this contention seems to be 
borne out by the following: 

Late in September, Huffman en- 
tertained Herb Foley, Chicago L. C. 
Smith manager, and Herb Wiley, 
Typewriter Service Company, 
Springtield, Ill., and a party of their 
friends from the Illinois capital, for 
five action-packed days of hunting. 

On October 22, H. W. Smith, 
president of L. C. Smith & Corona 
Typewriters, Inc., and his Syracuse 
branch manager, B. W. Lacasse, 
joined a party of typewriter men 
in Minneapolis, and continued to 
Aberdeen with Ed Eylar, Minne- 
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apolis L. C. Smith manager; Henry 
Wagener, St. Paul; George McClel- 
lan, Eau Claire, Wis.; Bill Oliver, 
La Crosse, Wis.; Eldon Clay, Win- 
ona, Minn., and Gil Mellin, Duluth 
—all L. C. Smith and Corona men. 
Also in the party were Mike Holm 
and Stafford King, Minnesota secre- 
tary of state and state auditor, 
respectively. The group experienced 
no difficulty in bagging the ten-per- 
day limit during their five-day stay 
and, in addition, got some real ex- 
ercise, sunshine and fresh air. 

Mr. Huffman adds that not only 
has pheasant hunting been a grand 
sport this fall, but has also aided 
materially in taking up some of the 
slack in time business machine deal- 
ers have been experiencing during 
wartime. 





DENNISON'S HUNDREDTH 
ANNIVERSARY APPLES 


Apples from the farm of Squire 
Maish have been distributed at the 
Dennison displays at NSA conven- 
tions for the past several years. 
This year most of them were of the 
“wind-picked'’ variety because of 
the heavy storm on the East coast 
just prior to the convention. The 
rest were specials in that they car- 
ried the figure "100" in a lighter 
shade than the remainder of the 
skin. Dennison men say that it was 
simply a matter of Nature co-op- 
erating because of Dennison's hun- 
dredth anniversary. We suspect 
that Nature received a little assist- 
ance in the form of Dennison labels 
applied before the apples were 
completely ripe. 


WESBANCO WOMEN CRACK 
TWO BOWLING MARKS 
IN ONE NIGHT 


W. S. Plant, vice-president and 
general manager of the Western 
Bank & Office Supply Company, 
Oklahoma City, Okla., is right proud 
of his pin-tippling protégés, the 
Wesbanco women's bowling team 





WESBANCO’S CHAMP KEGLERS 


he organized early in October. And 
well might Sam be elated, for this 
quintet recently set two new bowl- 
ing records in the Women's City 
League of Oklahoma City in a sin- 
gle evening. Bowling in competition 
against the Nuway Frosted Foods, 
the Wesbanco team rolled an 856 
single game, to which were added 
lines of 788 and 721 for a 2,365 
series. Both bested previous high 
marks. 

Members of the Wesbanco ag- 
gregation are Loe Rellihen, Katie 
Avant, Ivy Mowery, Pauline Hollo- 
way and Hattie Slaton. 


SPEAKING OF RECORDS 


Our Canadian readers are not at 
all content to let all the honors for 
long-service records be confined to 
the United States, if one may judge 
from a letter received from an 
anonymous office worker in Hamil- 
ton, Ontario. 

Says he, "Harry C. Russell has 
been resident manager of Under- 
wood Elliott Fisher Company in our 
beautiful and industrial city for over 
43 years, without one day off for 
sickness in all that time. A Rotary 
Club member, he also has the dis- 
tinction of never missing a meeting 
in 35 years. Top that!” 

To our Canadian friend, we has- 
ten to say, ‘‘We can't." But per- 
haps some of our U. S. subscribers 
can. At least it's a challenge, O.A. 
readers, and a pretty strong one. 





ELMER YOUNG REPORTS 
FROM NEW ORLEANS 


Under a New Orleans postmark, 
an interesting card was received last 
month from Elmer Young, Young 
Office Equipment Co., Chicago. 
Elmer said, in part, ‘Lots of oysters, 
shrimp, lobsters and fish. My son 
Warren is in port for a week. He is 
commanding officer of an LST boat. 
We had dinner on board last night." 

Besides being a source of justi- 
fiable pride, having a son in the 
Navy sometimes has other advan- 
tages. Although he does not say so, 
it seems probable that Elmer enjoyed 
the Navy's cuisine equally as well as 
that offered by the famous restau- 
rants in New Orleans. 


A CT titi Sreikttion 


The word ''tradition is defined by 
Webster as a custom that has prevailed, 
as from one generation to another. Truly, 
then, the annual Christmas Seal sale of 
the National Tuberculosis Association and 
its affiliated branches is today a tradition. 

When the first Christmas Seal sale was 
launched in Wilmington, Del., in 1907, 
many people thought that financing tuber- 
culosis work by the sale of little pieces 
of paper less than an inch square would 
prove in time "just another fad." The 
goal of that first campaign in Delaware 
was $300, the amount raised $3,000. But 
the greatest result of that pioneer drive 
was best expressed in the words of Jacob 
Riis: "Everyone who sees this stamp wants 
to know what if means. And when they 
want to know, the fight is won. It is be- 
cause they do not know a few amazingly 
simple things that people die of tuber- 
culosis."' 

Since its beginning, the Christmas Seal 
has kept faith with its contributors. Dur- 
ing the past few years it has had to meet 
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PROTECT YOUR 


2 HOME FROM 
. TUBERCULOSIS 
1944 


another challenge—the possibility of a 
wartime increase in tuberculosis. Tremen- 
dous gains in tuberculosis deaths have 
already occurred in some of the warring 
countries. We in this country can thank 
God that so far this health enemy, as old 
as war itself, is not getting the upper 
hand among our people. 


THE NEED IS GREAT! Tuberulosis kills 
more people between the ages of 15 and 
45 than any other disease . ... in our 
first 30 months of war took three times the 
toll in lives of all the Nazi and Jap shells, 
bullets and bombs combined. 


The annual sale of Christmas Seals, sole 
support of the National Tuberculosis As- 
sociation and its 2,500 affiliated associa- 
tions throughout the country, has helped 
cut the "TB" rate 75 per cent, and can 
eliminate the disease entirely by continued 
intensified education and prevention. 

The 1944 Seal sale is already under way 
and will continue until Christmas. 


WILL YOU HELP? 
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WOOD AND METAL 








With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Tremendous Furniture Market 


AWAITS CLOSE OF WAR 


UST AS SOON as this war ends, 
there is going to be the biggest 
demand for office furniture and 
high-class office fixtures of all 
kinds in the history of this coun- 
try. Furthermore, as soon as the 
imminent needs of domestic buy- 
ers have been taken care of, rep- 
resentative manufacturers will 
find wide open for them the hun- 
gry demand of export buyers, par- 
ticularly in the Pan-American 
market. 
This is the auspicious picture of 
the immediate post-war national 
and international demand for of- 


fice furniture and fixtures as soon. 


as the merchandising limitations 
of war will have been removed and 
the present obstacles to normal 
facility of production cease to 
exist. 

The insatiable demand for desks, 
the universal tool of administra- 
tive and selling functions forecasts 
an unprecedented sales market for 
all manufacturers, wholesalers and 
jobbers who now have their post- 
war sales strategy and distribution 
facilities ready. 

The better business firms 
throughout the country don’t keep 
their office furniture until it falls 
apart. They are eager for that new 
equipment which invests their of- 
fices with an atmosphere of pro- 
gressive methods and quality 
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By VICTOR N. VETROMILE 
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standards symbolical of the ideals 
of business upon which their rec- 
ognized success has been built. 
These representatives of success- 
ful American business in every 
category of commercial activity— 
industrial, mercantile and jobbing, 
as well as the big insurance and 
financial institutions—will be 
eager buyers of new equipment 
with which to refurnish their of- 
fices and intensify the efficiency 
of their routine office activities. 
They want the best desks, chairs, 
tables and cabinets that the man- 
ufacturing ingenuity of the in- 
dustry’s best designers and makers 
can supply, and they are willing 
to pay the price necessary to have 
such equipment of distinction. 


New-Type Desks in Demand 


They are ready this minute to 
place their orders for the “confer- 
ence-condenser” type of desk for 
their sales conferences and direc- 
tors meetings, the “secretary” type 
of desk (a favorite “want-in-sus- 
pension,” I have been told, for re- 
placement equipment as against 
old-style desks) and for those new 


tables, appropriately named “the 
work-benches of the office.” 

The immediate post-war market 
and its sales situation will not pre- 
sent the old problem of creating a 
demand; rather, it will be con- 
cerned with filling the demand— 
getting the orders and taking care 
of them. The competition will be 
intensive, of course, in proportion 
to capacity for meeting the de- 
mand. 

The major producing factors of 
industry have anticipated all this. 
Their designers and engineers 
have planned to give American 
business the kind and quality of 
office furniture and efficiency-pro- 
moting appliances which will 
revolutionize and transform the 
typical “modern” office of only a 
decade ago. 

The new desks will be charac- 
terized by increased legroom, in- 
creased drawer capacity (ingeni- 
ously arranged for utility), and 
beauty of simple lines and neat 
styling, making them solid, artistic 
paragons of the desk-making 
craft. They will combine comfort, 
convenience and all-around utility 
in a measure never before thought 
possible. A large part of the “buy- 
appeal” will be “eye-appeal”. 

Beautiful (many with new orna- 
mental fittings of plastics), they 
have been built on the principle 
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that a desk is a business tool—not 
merely an ornament. In their con- 
ception of the value of the finished 
product to the man who will use 
it, the designers have given every 
consideration to the factors of 
comfort, capacity, efficiency, dura- 
bility and, of course, the all-im- 
portant impression that any office 
desk should register upon those 
who visit an office. 


Office Chairs of the Future 


But these same designers of 
these “desks of the future” have 
not forgotten the inescapable re- 
lationship of the office chair to the 
comfort and efficiency of the man 
at the desk. The result is a new 
standard of chair—roomy, com- 
fortable, flexible in every way for 
maximum utility, with nothing to 
get out of order in the ordinary 
processes of use. Posture-con- 
forming and _ posture-protecting 
features have been built into some 
of these new office chairs, attesting 
the designer’s contribution to the 
health of the man at the desk, as 
well as to his comfort. 

The long suspension of supply, 
caused by war conditions, has un- 
questionably made desks, chairs 
and cabinets the brightest sales 
target for the tomorrow of peace. 
But since it is a tradition of the 
industry that the large firm which 
modernizes its office layout usually 
carries the transformation all the 
way down the line, it seems only 
a logical, and quite warrantable, 
assumption that sales of such ac- 
cessory equipment as portable desk 
files, blueprint and photograph 
cabinets, desk trays, card index 
units and transfer cases will prob- 
ably be commensurate with the 
demand for desks. One thing is 
certain. Every modern business 
aid is sure to be in accelerated 
demand, because even in the retail 
field the sale of a new desk nearly 
always results in the sale of desk- 
related accessory items. There will 
also be a lively demand for the 
latest in stationery storage cabi- 
nets, fire-resistant, dust-proof and 
easy to keep clean and shiny. 


Demand for Typewriter Tables 


Typewriter tables and small util- 
ity tables for the office which, no 
less than their larger office accom- 
paniments, have been hard to get 
in certain localities, will be in 
brisk demand. Replacement of 
these items is needed in thousands 
of offices. 

The immediate situation with 
regard to available supply contin- 
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ues, of course, to be tight, but in 
the field of wooden equipment, 
contrary to what many in the 
trade have been thinking, the 
greatest retarding factor is the 
non-availability of labor. 

As a specific illustration of the 
situation, the manager of the 
wholesale department of one large 
factory in the East pointed out 
that, out of one contract for 200 
units placed in June, 1943, deliv- 
ery of only 70 desks has been con- 
summated up to this time. Doubt- 
less a Similar situation prevails 
among other manufacturers in 
other territories. Priority-certified 
orders of war industries and, of 
course, Government requisitions, 
will undoubtedly continue to have 
the right of way until the end of 
the war. 

Prices will inevitably be higher 
because of two or three successive 
wage-rate increases that have 
been allowed in the industry, I 
was told, and while it is true that 
the OPA has permitted a slight 
elevation in manufacturers’ price 
ceilings, it was not an increase 
commensurate with the wage in- 
creases. 

Informants in the trade seem, 
therefore, generally agreed that 
the post-war price schedule will 
show increases of 20 to 25 per cent, 
barring some extraordinary devel- 
opment to alter the price forecast. 
All concur in the belief that wood- 
en furniture will be available in 
quantity earlier than steel equip- 
ment, steel continuing to be a 
more critical war-priority com- 
modity than lumber of the kind 
allotted for furniture production. 


How One Order Was Handled 


The seething eagerness to buy 
fine office furniture, when the po- 
tential purchaser is eligible to buy 
and can locate a source of supply, 
is demonstrated by this experi- 
ence of a large Boston manufac- 
turer. An extraordinary aspect of 
the case was that the only sales 
media involved were the pictures 
in that manufacturer’s catalog. 


This concern, situated in the 
Far West, wanted certain equip- 
ment, totaling in value $4,500. 
They selected it by catalog and 
made the proposal to the manu- 
facturer that he ship three sample 
desks, the consignee agreeing to 
pay the freight in consideration 
of this unconventional buying 
procedure. Furthermore, they 
agreed that if the samples were 
not satisfactory they would also 
pay the return freight. 
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Subsequent to information from 
the factory as to which models 
displayed in the catalog were 
available, the concern placed the 
order. There was no question of 
credit or financial rating involved. 
But since banks have no delivery 
trucks nor furniture-packers, the 
desk manufacturer consummated 
this transaction through a local 
dealer, who assumed charge of the 
uncrating and delivery, receiving 
a nominal commission for his part 
in the delivery of the equipment. 
The goods in question were found 
to be in conformity with the buy- 
er’s expectations in every partic- 
ular, and this expedient of war- 
time selling was soon followed by 
another order to the amount of 
$1,500, handled in the same way 
with all-round satisfaction. Who 
would ever imagine such a Selling 
procedure except for the war? 


Ample Stock Necessary 


All metropolitan operators re- 
quire the maintenance of a large 
stock and ample displays in their 
showrooms, supplemented by emer- 
gency reserve stocks in an adjacent 
warehouse. In smaller cities, a com- 
paratively few salesroom samples 
will meet the selling requirements 
of the typical retail outlet. But the 
idea of the retail outlet attempting 
to get and hold any appreciable 
amount of business in this field 
by selling from a catalog and then 
obtaining the desk or table for 
the customer is no longer consid- 
ered feasible, though it was prac- 
tised to some extent years ago in 
small communities. 

The fellow who hopes to make 
a real success at selling office fur- 
niture must have at least a few 
units of desks, tables and cabinets 
to show, because the old idea of 
selling goods from a catalog, or 
one unit at a time on consign- 
ment, virtually reduces the sta- 
tioner to the status of a salesman 
working on commission. 

The dealer must display stock 
proportionate to a reasonable re- 
current demand in his trade ra- 
dius or forget his furniture-selling 
aspirations. He need not tie up a 
large amount of money, however, 
and the right kind of window and 
interior displays, vitalized by the 
dealer sales mounts, showcards 
and display aids supplied by the 
manufacturer or wholesaler, to- 
gether with mail-enclosures, will 
help him to sell the merchandise 
if real selling ability is function- 
ing within the store. 

It is rare, of course, to find an 
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exclusive sales agency invested in 
the small-city store. The national 
advertiser of a desk or typewriter 
desires to sell as much of his mer- 
chandise to as many outlets as 
possible wherever he can, but that 
is not necessary to developing a 
good business in furniture and 
office appliances if the stationer, 
size of community regardless, has 
the ability to develop a dominant 
outlet. 

The second-hand department, 
which under war conditons has 
been for some outlets such a pro- 
lific source of business, should 
continue to be a profit-maker af- 
ter the war. There is always a 
market for good used furniture of 
high-grade, known brand, and it 
is certain that entire office instal- 
lations of many large factories will 
be turned into the used-furniture 
market. Most of this furniture 
will not have depreciated in util- 
ity-value to any great extent; it is 
simply no longer needed, and will 
be a good second-choice supply 
for purchasers who do not de- 
mand showroom luster if service- 
ability is unimpaired. 


Establish Relations with Building 
Owners or Managers 


In all the larger cities, a good 
trade-promotion alliance for the 
office furniture wholesaler or dis- 
tributor is the superintendent, 
rental agent, or the actual owners 
of the representative office build- 
ings. The office of the rental agent 
or building manager — usually 
strategically situated on the first 
floor—can be equipped by such a 
manufacturer or wholesaler if he 
is alert to the opportunity and 
gets the order quickly. By arrange- 
ment with the owner or agent 
(probably in consideration of some 
nominal discount for the furni- 
ture) he can have an attractive 
display stand advertising that 
“This Modern Office Has Been 
Equipped By The Enterprise Desk 
Company, 1715 Broadway. Spe- 
cialists In Fine Office Furnish- 
ings,” or something along that 
line. 

It is easy to see that many in- 
quiries would result from such a 
point - of - interest announcement, 
especially with the aid of friendly 
referrals from those in charge of 
renting the offices. 

At any rate, it won’t be difficult 
to sell office furniture as soon as 
Berlin and Tokio have been dis- 
infected. The challenge to the 
office furniture merchandiser, 
large or smail, is simply to get 
the orders. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave lengh of:— 


CONFIDENCE .. . COUR. 
AGE . CO-OPERATION 


HEN a contractor is putting 

up a building of any kind, he 
first requires a blueprint of the 
floor plans and elevation, together 
with specifications. Why not ap- 
ply this thought to the stationery 
and office-outfitting business? In 
other words, why not analyze your 
business from every aspect and 
reduce your thoughts to con- 
crete form with the aid of pencil 
and paper. 

Lines You Carry 

A. Year-‘round Sellers. 

B. Seasonable Articles. 

C. Shelf Warmers. 

D. Dead Stock. 

Prospects to Whom These Lines 
Appeal 

A. Offices and Business Houses. 

B. Articles of Personal Interest 

to Men. 

C. Articles of Personal Interest 

to Women. 

D. Articles of Personal Interest 

to Children. 

Ways and Means of Reaching 

Prospects 

A. General Advertising. 

B. Window Displays. 

C. Mailing Lists. 

D. Personal Calls. 

Now we have our blueprint and 
are ready to start on the actual 
constructive work—that of in- 
creasing the sale of each class of 
merchandise to its most likely 
propect through the channel of 
publicity best adapted to it. 

* * x 
TELL ’EM ABOUT IT! 

Every now and then, even in 
unexpected places, one runs across 
a phrase which might well be used 
as the slogan of a successful re- 
tail or manufacturing organiza- 
tion. Such, for example, is the 
statement made by Samuel Mer- 
win, the novelist, when he re- 
marks in one of his books that 
“most people can’t appreciate a 
good thing unless they are told it 
is good.” 

Only 14 words, but they contain 
a hint to an increase in Sales that 
too many stores overlook. What’s 
the use of having the best ink, 
the best paste, the best files, the 
best desks, the best anything— 


unless you tell your customers how 
really good they are. 

You know the qualities of your 
goods. You know their talking 
points. But do your salespeople 
know them? If so, do they use 
these points to the best advan- 
tage? Do they call attention to 
the fact that this pencil is the 
best adapted to this particular 
customer’s work, that this ledger 
will just fit the customer’s partic- 
uar need, that this ink -will stay 
bright and clear for years? In 
other words, do they sell station- 
ery or stationery plus quality? 

The same _ principle applies 
through the entire alphabet of 
merchandise. There’s something 
about every piece of goods that 
can be made the basis for a con- 
vincing sales argument, something 
which will sway the delicately ad- 
justed balance of buying inertia. 
But these points must be brought 
out, for, as Merwin says, “Most 
people can’t appreciate a good 
thing unless‘they are told it is 
good.” 

—The Coach. 


% * 2K * * * * * * 


U. S. War Bonds—The Thoughtful 
Gift that truly KEEPS 
ON GIVING! 
* * * * * * * * * 
BUSINESS BUILDERS is appre- 
ciative of the following factual 
items, all applicable to present- 
day use by the office-outfitting 
profession. Keep ambition-spurs 
like these coming to the co-ordi- 
nator of this page, care of Shaw 
& Borden Company, Box 2153, 
Spokane 2, Wash. T-H-A-N-K-S!! 
.. . If you look only for peoples’ 
approval, you will always be blind 
to their needs. 
... What question is asked first 
by most of the customers in a 
given department? The salespeo- 
ple can tell you. The answer to 
that question will give maximum 
heading interest to ads for the 
department. 
... The five essentials of industry 
are Men, Money, Material, Ma- 
chines, and Merchandising. Only 
the first and last have not been 
reduced to an exact science. 
.. . First impressions of a store 
come from the appearance of its 
advertising, its windows, its en- 
trance, its floors, its elevators— 
in the order named. 
With Christmas Good Wishes, 
Appreciatively, 
RALPH B. ORTEL 
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hy not ? 


You'll stay at your war job, of course, 
until after Victory. But what then? 

What do you want to be 
stenographer, secretary, saleswoman, 
buyer, professional woman, writer, 
executive? Ever think how typing 
ability can open the door to almost 
any career? And once the door is 
open, it’s up to you! 

Why not learn to type...now... 
and be ready when opportunity 
beckons. It doesn’t take long. Perhaps 
soon you can buy a Smith-Corona; 
if not, you can borrow or rent one 
for spare-time practice. We can think 
of few better ways to build for a 
post-war career! LC Smith & Corona 
Typewriters Inc Syracuse 1 New York 


t 
Groton os . Plant 


SMITH-CORONA 
Typeu viters 





You'll get ahead tosorrow 
if you 
LEARN TO TYPE TODAY! 


























33 








SERVICE PRODUCTS PRESENTS NEW DESK TRAYS 

Claimed by its manufacturer, Service Products Com- 
pany, 365 East Illinois Street, Chicago, Il., to improve 
with use, the new “Service” desk tray, built of plastic 
fibre board, has recently been placed on the market. 





THE NEW “SERVICE” DESK TRAY 


The sides of the beautifully-grained tray are held 
firmly together by molded plastic corners. Build-up of 
the units is made possible by the use of metal posts 
which provide absolute rigidity. 

The trays are available in letter size (inside dimen- 
sions 10” x 121%” x 23g”) or legal size (inside dimen- 
sions 10” x 15” x 23g), priced to retail at $1.50 and 
$1.75, respectively. The metal posts retail in sets of 
four at 50 cents. 

Additional information may be obtained by writing 
the manufacturer at the above address. 


CUBAN FIRM ANNOUNCES NEW DUPLICATOR 

Just available for distribution to the trade is a new 
duplicator—Roller Goodprint—developed after more 
than two years of experimentation and testing by 





, THE NEW ROLLER-GOODPRINT 
Felipe e Hijo, importers of Havana, Cuba. 

Features of the new machine, as described by its 
maker, include an automatic feed and inker, floating 
inking roller, counter, adjustable inserter for all sten- 
cils, adjustable paper guides and impression regulator. 
Simple in operation, the new machine is said to be 
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capable of imprints from postal card up to super-legal 
size. 

The Roller-Goodprint is distributed exclusively by 
Cultural, S.A., Apartado 605, Havana, Cuba, to whom 
all inquiries relative to prices and the establishment 


of agencies should be addressed. 
————=- 0 —__—_ 


GENERAL INTRODUCES NEW WET-PROOF PENCIL 

Recently announced by the General Pencil Company 
as the answer to the marking or labeling problem 
where the presence of moisture causes blurring, the 
new Wet-Proof pencil is said by its makers to enjoy 
a wide variety of uses. Most important of present-day 
uses is the addressing of overseas packages, but the 
manufacturers point out that florists find the pencil 
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GENERAL'S NEW WET-PROOF PENCIL DISPLAY 


useful in marking plant tags and checkers, receiving 
and shipping clerks have discovered its efficiency for 
outdoor use under conditions or rain or moisture. The 
pencil may also be used for most ordinary purposes, 
writing deep black with the application of a minimum 
of pressure. 

To aid dealers in obtaining maximum sales possibil- 
ities, General has prepared a display consisting of the 
customary half-gross box, together with an attractive 
display card illustrating in color the numerous prac- 
tical applications of the pencil. 

Samples and full information can be obtained by 
addressing the General Pencil Company, Dept. 0-12, 
Jersey City 6, N. J. 

eR 
NEW FARM INCOME TAX SYSTEM AVAILABLE 

According to the claims of its makers—Bureau Sys- 
tems Company, 1007 East Adams Street, Springfield, 
Ill—the Bureau System for farm income tax is prov- 
ing a big favorite among farmers, tax experts and 
accountants. Simple and accurate, the Bureau System 
provides complete folder material and dividers neces- 
sary for covering five years’ operations. 

By the segregation of farm income and expenses 
into their various classifications, the system is said to 
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Jo all out good friends: 
Merry Christmas 
happy New Year 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 
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fulfill the requirements of every type of farming ac- 
tivity—stock, grain, poultry, dairy, plantation and 
truck. Only a few minutes of the practical farmer’s 
time each week, states the manufacturer, are neces- 


























BUREAU INCOME TAX SYSTEM FOR FARMS 


sary to keep the system up-to-date. The Bureau Sys- 
tem retails at $8.75, the annual bookkeeping expense 
thus averaging $1.75. 

Interested dealers may obtain full details by com- 
municating with the manufacturer at the above 
address. 

© ete 


NEW KOH-I-NOOR COPYING PENCIL ANNOUNCED 

A new companion to the No. 30 Pluto copying pencil 
—the No. 33 Pluto Copying—has recently been placed 
on the market by the Koh-I-Noor Pencil Company, 
Bloomsbury, N. J. The writing qualities of the two 
pencils are the same, but the No. 33 Pluto Copying has 
been enhanced by the addition of a sealed, non-stain- 
ing beveled white tip, preventing coloration of the lips 
should the pencil be placed in the mouth. 

The new pencil is round, polished in olive and 
stamped in silver. Three degrees are available— 
medium, hard and extra hard. Packed 12 of a degree 
to a box, one-half gross to the carton. 

Additional details may be obtained from the manu- 
facturer at Bloomsbury, N. J. 

————— or 
GIBBONS PRESENTS NEW PERSONAL DIRECTORY 

Thomas H. Gibbons & Company, 509 South Franklin 
Street, Chicago, Ill., has recently announced a new 
personal directory designed for long wear and “Wire- 
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GIBBONS PERSONAL DIRECTORY 


O-Bound” in a beautiful cover with embossed title, 
“Personal Directory.” 
The directory contains 140 pages of fine ledger paper, 
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ruled and captioned for names, addresses and tele- 
phone numbers—a total capacity of 1260 names. Pages 
are alphabetically marked and separated by indexed 
dividers, each of which is ruled and captioned, provid- 
ing a total of 550 ruled spaces for important events, 
such as birthdays, anniversaries, and other occasions 
to be remembered. A three-year calendar appears on 
the book’s back page. 

The directories are individually boxed, are priced to 
retail at one dollar, and are available in black, brown 
or blue. Additional information will be supplied by 


the maker at the above address. 
=o 


COPYBRITE RIBBONS, CARBONS NOW AVAILABLE 

Copy Papers, Inc., 700 West Lake Street, Chicago 6, 
Ill., recently introduced on the market two new lines— 
Copybrite typewriter ribbons and Copybrite carbons. 

The new ribbon line ranges from the deluxe ribbon 
for secretarial work down to heavy billing ribbons. 
All are 100 per cent fluid ink processed, providing a 


COPYBRITE TYPEWRITER CARBON -PENCH CARBON MHEED RIBBONS 





COPYBRITE RIBBON AND CARBON BOXES 


more uniform impression and adding to the life of the 
ribbon by continual reinking. 

Copybrite carbons are carried in seven grades, most 
of which are Crompton tissue. All grades are carried 
in varying weights and finishes, designed to perform 
well on all models of typewriters. Many of the grades 
are available with clipped corners, and longer life and 
easy insertion are claimed by the makers because of 
the one-half inch extended sheet. 

Complete information may be obtained by writing 
the makers at the above address. 

ee ae 
NEW TAMPERPROOF ENVELOPE NOW ON MARKET 

The Northern States Envelope Company, St. Paul, 

Minn., has just presented to the trade the newest 











NEW “JUSTRITE” TAMPERPROOF ENVELOPE 


member of the growing Justrite line—the Tamperproof 
safety express-style envelope. 

Designed particularly for the use of banks in re- 
1944 
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turning redeemed War Bonds to their district Federal 
Reserve Banks for credit, the new envelopes are con- 
structed of heavy Kraft stock, with flaps and seams 
heavily gummed for security. The Tamperproof en- 
velope measures 41% x 8% inches, with one-half inch 
and one inch expansion, and has a capacity of from 
75 to 100 War Bonds. The new envelopes are available 
either plain or printed with bank name, address and 
registered mail cut. Other sizes in flat or expanding 
styles, open-end or open-side, are also available. 

Samples and complete pricing information may be 
obtained from the manufacturer at the above address. 

odin 
CRAM’S PACIFIC PICTOGRAPHIC MAP OFF PRESS 

The George F. Cram Company, Inc., 730 East Wash- 
ington street, Indianapolis 7, Ind., has just announced 
their latest additions to a growing line of war maps— 
the Cram Pictographic Map of the Pacific Area. 

The new map is large, a full 46 x 36 inches, and is in 
ten color tints. More than 60 close-ups of important 
islands and other strategic points and ports on both 
sides of the ocean are shown. Included with the map is 
an index booklet of over 2,500 place names, and 176 
miniature flag pins. Three styles are available—paper 
sheet, cloth mount with split sticks top and bottom, 
and tack board mount with center hinges. 

Further descriptive information and prices may be 
obtained by communicating with the publisher at the 
above address. 

NEW WITHHOLDING TAX CHARTS ON MARKET 

Delbridge Calculating Systems, Inc., 2502-10 Sutton 
Avenue, St. Louis 17, Mo., has just announced four new 
simplified withholding tax charts, for new deduction 
rates effective January 1, 1945. Each of the four 
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DELBRIDGE WITHHOLDING TAX CHART 


editions—for weekly, bi-weekly, semi-monthly and 
monthly payrolls—are visible indexed, with 16 hinged 
cards being mounted on a heavy base 6 x 9% inches. 
Each edition also shows daily and miscellaneous de- 
ductions for periods from one to six days, inclusive, 
and covers the 18 and 22.5 percentage rates. They 
are priced to retail at $2.50 each. 

Additional information may be obtained by commu- 
nicating with the publisher at the above address. 

Seailnd ceases 
METAL SWIVELS FOR JOHNSON CHAIRS 

Although the War Production Board announced last 
month that spot authorization had been granted the 
Johnson Chair Company for the manufacture of wood 
office chairs with metal swivels, a number of prob- 
lems are still to be solved before deliveries can be 
started, according to a Johnson official. Among things 
not yet determined are the number of chairs to be 
made, the variety of models, and the priority restric- 
tions under which they will be sold. It seems improb- 
able that any deliveries can be made until after the 
first of the year. 
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AGAIN AVAILABLE 





LYON BLUEPRINT CABINETS BACK ON MARKET 

For the first time since Pearl Harbor, when manufac- 
turing of steel filing equipment was brought to an 
abrupt halt, Lyon steel blueprint cabinets are again 
available for industrial requirements. In the interim 
many plants using large quantities of blueprints, 
charts, tracings, and photographs were forced to adopt 
less secure methods of flat storage—cabinets of sub- 
stitute materials which were, for the most part, unsat- 
isfactory because they were not fire-resistant. 

The Lyon blueprint cabinet, especially designed for 





LYON STEEL BLUEPRINT CABINET 


safe, flat storage of valuable drawings, tracings, blue- 
prints, charts and photographs, has a rigid frame for 
continuous perfect alignment of drawers. All drawers 
and compartments within drawers are equipped with 
hinged paperweights in front and protecting hoods 
in the rear, which insure that the contents will remain 
flat at all times. 

The drawers are equipped with attractive handles 
and labelholders. Partitions are standardized and 
interchangeable. 

Sections may be placed one on top of the other; 
no finishing top is required. Cabinets are finished in 
Lyon green baked enamel. 

Lyon blueprint cabinets are available in two sizes— 
40”x2334"x17" and 44”x3334”"x13”. 

For complete details write to Lyon Metal Products, 


Inc., Aurora, Ill. asking for catalog No. 331. 
* * * 


BATES WARNS DEALERS AGAINST OVERSTOCKS 

The Bates Manufacturing Company, New York, N. Y., 
on October 17 transmitted a circular to its dealers 
admonishing them to hold their inventories of Bates 
steel wire stapler refills to a minimum. Steel wire 
refills have been supplied by the company for sev- 
eral months, the bulletin stated, but it is expected 
that production of brass wire refills may be resumed 
in the not-too-distant future. It is because of the 
fact that no exchanges of steel for brass refills can be 
made when the latter again become available that 
the warning was issued. 

Also announced was the fact that the Bates Eyeleter 
in limited number is again available for civilian use 
without priority. Dealers’ orders must, however, state 
the customer’s name and use, and deliveries will be 
made only in cases of urgent need. None will be avail- 
able for dealers’ stocks until further notice. 


ct 
RITEPOINT COMPANY TO ERECT NEW FACTORY 
Recently approved by the St. Louis Board of Ad- 
justment was a building permit of the Ritepoint Com- 
pany, 1116 South Grand Boulevard, for the erection 
of a one-story office and factory building at 4400 South 
Kingshighway Boulevard. The company had previously 
been denied a factory permit by the city building 
commissioner on the basis of zoning. 
1944 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


(Ed. Note—Owing to the uncertainty of sea travel and mail delivery the 
London Letter is not available at time of going to press.) 


TORONTO STATIONERS’ GUILD EYES POST-WAR 


C. S. Matthews, Ontario manager of the Canadian 
Chamber of Commerce, was guest speaker at the din- 
ner meeting of the Stationers’ Guild Club (Toronto) 
held on November 14. Mr. Matthews’ talk was centered 
around the Kitchener-Waterloo Survey (a fact-finding 
survey for post-war planning) made by the Canadian 
Chamber of Commerce, with the co-operation of every 
line of business and industry in the Kitchener-Water- 
loo district, which included 12 villages within an area 
of approximately 443 square miles. 

Pertinent questions dealing with employment or un- 
employment, wage scales, and supply and demand of 
commodities were included in the survey. Replies were 
secured from every type of individual from the execu- 
tive to the housewife, giving a comprehensive picture 
of the trend of post-war business. 

It was pointed out that this survey was not a plan 
for post-war but a survey for post-war planning, and 
that the findings of the survey would be representative 
of any given Canadian area. It was also pointed out 
that it was up to each individual to do post-war plan- 
ning and thinking, rather than leaving it to the Gov- 
ernment. 

The members of the club in the photographers’ 
group presented a humorous skit, under the direction 
of Jack Taylor. With the aid of the ultra-modern 
invention—the “Nuerascope’’—they were able to photo- 
graph many unusual and enlightening views of the 
future stationery trade. 


eT 


CANADIAN OFFICE MACHINE DEALERS MEET 


The third annual meeting of the Canadian Type- 
writer and Office Machine Dealers Association (On- 
tario Division) was held at the Royal York Hotel on 
Friday, October 20. 

Dinner was served at 7 P.M. and attendance was 
good. High light of the discussion was “What May 
Happen When Surplus Equipment Becomes Available 
at the Cessation of the War in Europe.” 

Mr. Whitley of Windsor presented Miss Forgie with 
a beautiful bouquet of “mums” and expressed the 
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appreciation of all the members for the very excellent 
work she had performed in her capacity as secretary 
of the club. 

New officers were elected as follows: P. J. Roda, On- 
tario Typewriter Company, president; George Fox, 
Dominion Typewriter Company, vice-president; Miss 
Forgie, Forgie Typewriter Company, secretary-treas- 
urer. 

ee 


CANADIAN WHOLESALE STATIONERS ORGANIZE 


A new association, Wholesale Stationery Distributors 
of Canada, 159 Bay Street, Toronto, Ontario, was or- 
ganized recently by the nine firms doing wholesale 
distribution to the retail trade throughout the Do- 
minion, and maintaining warehouses or sales offices in 
the principal centers from which all territories are 
covered regularly by salesmen. 

The aim of the group is to develop intelligent co- 
operation in the use of the existing facilities of all 
nine distributors to the end that: 

(1) The retail stationery trade in every locality can 
have available with reasonable service whatever lines 
are required from any one of the distributors; 

(2) As complete representation as possible will be 
given manufacturers’ lines being distributed through 
the wholesale trade; 

(3) Fair and reasonable conditions will be estab- 
lished, under which distributors will undertake rep- 
resentation of a manufacturer’s lines. 

By arrangement, each distributor can offer, accept 
and fill orders for any line required by his customers, 
even though not handled directly by him, but repre- 
sented and stocked by another distributor. Represen- 
tation of a line will be undertaken on an exclusive 
basis by an individual distributor, or on a joint basis 
by several or all of them, depending on what appears 
most feasible for the Canadian market. In all in- 
stances, however, every distributor will have available 
and will offer the line in question. A further aim is 
to develop fair conditions of distribution, so that the 
distributor obtains a reasonable margin for his serv- 
ices and is protected against unfair direct selling of 
the line by the manufacturer. 
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NEW ENGLAND 0O.M.D.A. MEET WELL ATTENDED 


An enthusiastic group of 52 members and guests 
turned out for the October 19 meeting and dinner of 
the New England Office Machine Dealers Association 
at the Statler Hotel in Boston. In charge of the meet- 
ing was President Joe Heaton, Pawtucket Typewriter 
Exchange, Pawtucket, R. I., assisted by Secretary H. H. 
Saunders, New England Adding Machine Company, 
Boston, and Treasurer Frank Robinson, Ames Supply 
Agency, Boston. Among the subjects discussed at the 
meeting were surplus Government machines, prob- 
able time for general availability of new machines, 
and activities of NOMDA’s research, education and 
promotion committee. 

A special guest at the meeting was Joe M. Hicks, 
NOMDA executive secretary, who spoke at some length 
on the important topic of “Veterans’ Training,” point- 
ing out some of the steps that would have to be taken 
by dealers in rearranging their programs and shops 
for the absorption of returning servicemen. 

woe eee 


N. Y. OFFICE MACHINE DEALERS ASSOCIATION 
HONORS PRESIDENT RITCHIE AT DINNER-DANCE 


The Office Machine Dealers Association of New York, 
Inc., held their 8th annual dinner dance and revue on 
Saturday evening, October 28, at the Hotel New Yorker 
in honor of President Irving R. Ritchie, Addressing 
Machine & Equipment Company, New York. 

The affair was a grand success with a record attend- 
ance of over 500, taxing the capacity of the Grand 
Ballroom to the limit. Following the singing of our 
national anthem, a delicious turkey dinner was en- 
joyed by all. 

A brief address was given by President Ritchie who 
thanked the officers of the association and committee 
members for the co-operation they had given him the 
past ten months, saying that “as in football, it’s team- 
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work that counts. No one man can accomplish very 


much alone.” 

The show that followed was exceptionally entertain- 
ing and kept the audience amused well into the night. 
William Purvin, Superior Typewriter Company, New 
York, chairman of the entertainment committee, had 
promised a surprisingly good show and everyone 
agreed that he gave them a show well beyond their 
expectations. The balance of the evening was de- 


voted to dancing. 


—_————-— oe 
NEW YORK GROUP HOLDS NOVEMBER MEETING 


The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on the evening of Novem- 
ber 13 at the Advertising Club, New York City, with an 
attendance of about 60 members. 

The guest speaker of the evening, V. S. Rader, a 
deputy director of Surplus Property, spoke on the 
subject of disposal of surplus Goverment property. 
He gave his listeners many interesting high lights on 
the disposal of property of all descriptions. Among 
other things, he told of the staggering amount and 
tremendous variety of items for disposal. 

He informed his audience that a new publication, 
the “Surplus Reporter”, would be published once a 
week beginning December 1, in which would be listed 
all articles for disposal. Those interested in the mer- 
chandise listed will be required to submit offers in 
the forms of sealed bids. 

In closing, he informed his listeners that it was, 
in his opinion, unlikely that surplus office equipment, 
including office furniture, would be sold in any great 
amount for some time to come. 

Intense interest was shown in Mr. Rader’s talk, and 
many questions asked from the floor were answered 
satisfactorily. 

A motion, made by Irving M. Levy, Art Steel 
Sales Corporation, for a $25 contribution to the Na- 








N. Y. OFFICE MACHINE DEALERS ASSOCIATION DINNER DANCE, HOTEL NEW YORKER, OCTOBER 28 
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Courtesy of The Republic Steel Corp 


“Now, if I was down there in Washington ...... 


That’s Joe talking. Every night when he stops in for his coffee and 
sinkers he has plenty to tell the boys about how this war should be run, 
Maybe he’s right and maybe he isn’t. 


The important thing is that he can say what he thinks—out loud. Right 
in front of Tom Burke, the cop. He couldn’t do that in Germany or 
Japan... or in any of the nations that have been ‘‘liberated’’ by the 
New Order. 


But Joe is an American. 


And because Joe is an American, he has’ more privileges—and more 
opportunities—than can be found anywhere else in the world. 


If he doesn’t want to work for somebody else, he can operate a business 
of his own—anywhere. Joe is a free agent. His future is under his 
hat. Like millions of other Americans on the way up, Joe can cash in 
on a way of life that has brought America the highest standards of liv- 
ing in the world—by a big margin. 


American boys are fighting for the inherited right of all of us, where- 
ever we live, or whatever we do, to live our lives the way we want to 
live them. And when those boys come home they want to find again, 
the basic rights and freedoms on which this country was built. 

We Americans—all the Joes, the Tom Burkes and everybody else— 130 
million of us—have more to fight for than any other people in the world. 
Our stake in victory is our free way of life. Let’s guard it faithfully! 
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The Long-Lasting Kind, Double Thick 
Where the Wear is Greatest. Once 
Your Customers Use Them They'll 


Hesitate to Return to the Single Tops 


MONROE MICHIGAN 
NEW YORK CHICAGO BOSTON 
Weis Manufacturing Co., Inc Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorporated 
OKLAHOMA CITY OMAHA Fort WorRTH Carpenter Paper Company 
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tional War Fund was promptly passed. An additional 
sum of $64 was contributed by those present. 

A brief War Bond sale, conducted by Ben Itkin, 
Itkin Brothers., for the Sixth War Bond Drive, re- 
sulted in pledges totaling $50,000. 

—————_—= > 0—___—__ 

CANADIAN OFFICE MACHINE DEALERS ELECT 

Members of the Canadian Office Machine Dealers 
Association meeting in annual convention in Toronto 
recently pledged that business men will be guaranteed 
maintenance of office machines. They were warned 
that typewriters will not be available for some time. 

Officers elected were P. J. Roda of Toronto, pres- 
ident; J. Rubin of Montreal, first vice-president; A. 
Whitley of Windsor, second vice-president; Harry J. 
De Luca, Montreal, secretary-treasurer. T. J. Burns, 
British Columbia; Leonard Hill, Manitoba; William T. 
Corney, Ontario; R. T. Arnaud, Quebec; Howard Soulis, 
maritimes provinces, and J. P. Cordy, Alberta, were 


named provincial directors.—R.C. 
Oo Ee @ 


NEW YORK OFFICE MACHINE DEALERS MEET 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday, November 14, at the Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, in opening the meeting intro- 
duced Frank E. Tupper, National Business Show Com- 
pany, Inc., New York, who thanked the association and 
the committee for doing a splendid job in collecting 
funds for the New York War Fund Drive. He particu- 
larly lauded the large number of donors for their 
promptness. 

Membership Committee Chairman Paul Gross, 
Mailers Service & Equipment Company, New York, 
reported that a nice gain in new members had been 
made this year and that the association now has a 
membership of 150. 

The following nominating committee was appointed 
for the selection of new officers for the coming year: 
Nicholas H. Fucci, Business Machine Service Company 
chairman; Peter Carroll, Globe Typewriter Exchange, 
Inc.; George Convery, Alcon Typewriter Company; 
John LaHiff, J. E. Albright & Company; Samuel 
Hutter, Checkwriter Company, Inc.; Theodore Schafer, 
United Typewriters Cémpany; John Loser, Noiseless 
Writing Machine Service Company, all of New York. 

Charles F. Krause, counsel, reported on OPA rul- 
ings on office machines other than typewriters, and 
in his usual comprehensive way, answered questions 
from the floor, giving sound advice to members who 
requested it. 








OXFORD EMPLOYEES FETE R. A. JONAS, SR., ON 
81ST BIRTHDAY.—Honored by 200 employees and 
well-wishers on the occasion of his eighty-first birthday 
was Richard A. Jonas, Sr., chairman of the board of 
the Oxford Filing Supply Co., Brooklyn, N. Y. Two 20- 
inch cakes and a 12-incher, embellished with 81 
candles, sufficed to quell the celebrants’ appetites. 
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BILL SMITH ENTERTAINS GREAT LAKES 
TRAVELERS ON 76TH BIRTHDAY 
Although there was no official announcement about 
the birthday party for Bill Smith of the Ace Fastener 
Corporation at the regular Friday meeting of the 
Great Lakes Travelers Club, October 27, the grapevine 
telegraph was very efficient. In consequence 45 mem- 
bers and dealer guests assembled in the Sherman 
Hotel to express their high regard for “Col.” Smith. 
The party was enthusiastic. Cocktails were furnished 
by Mr. Smith, and when it was announced that the 





AT BILL SMITH’S BIRTHDAY PARTY.—Pictured at the 
top is William E. (Bill) Smith, Ace Fastener Corpora- 
tion, about to cut the cake prepared in honor of his 
76th birthday for distribution at the GLTC meeting Fri- 
day, October 27. Shown with Bill are Eldon Just, Just & 
Son, Chicago, and Mason Layman, Dennison Manu- 
facturing Company. In the lower picture Bill is shown 
receiving a pair of cuff links presented by friends in 
the industry. Making the presentation is John A. Gil- 
bert of OFFICE APPLIANCES. In the background is 
William H. Cox, Carter's Ink Company, president of 
the Great Lakes Travelers Club. 


lunch was also a gift of the guest of honor the ap- 
plause was thunderous. But Bill was not through yet. 
He had cigars passed to all present and topped it all 
by distributing an Ace Scout stapling machine, a 
staple remover and staples to each one present. 

At an appropriate moment room lights were extin- 
guished and a two-tiered birthday cake surmounted 
by a single burning candle was brought in and placed 
before Bill. He made the traditional first cut and 
then passed the cake back to the waitress, who finished 
the job and distributed the pieces. 

Up to this point the party had been all Bill’s. Then 
GLTC President Cox called on John Gilbert of OFFICE 
APPLIANCES, who called Bill Smith to the front and 
presented to him from friends in the industry a set of 
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gold cuff links. In making the presentation, John 
outlined Bill’s long and successful career, expressing 
the hope that the cuff links would serve to link Bill’s 
thoughts with his well-wishers in the office equipment 
and supply industry. 

The invitation to a few old-timers to voice their 
regard for Bill resulted in complimentary comments 
by the following: Benny Allen, American Pencil Com- 
pany; Dan MacDougall, Stationers Loose Leaf Com- 
pany and specially-appointed representative of the 
Midwest Travelers Club; Harry Burberry, Commercial 
Stationery Company; Charlie Mueller, Jos. Dixon 
Crucible Company, Charley Everly, OFFICE APPLIANCES; 
George Cormack and Walter Snelling, Wilson Jones 
Co.; Oscar Modine, Marshall-Jackson Company; Eddie 
Shapiro, Esco Stationery Store; Dick Vail, Vail Manu- 
facturing Company; Jim Lynch, Browne-Morse Com- 
pany; George Aigner, G. J. Aigner Company; Bill Dur- 
schlaz, Stevens, Maloney & Company, and Bill Cox, 
Carter’s Ink Company. 

me 


TERRITORIAL MEETINGS CONDUCTED BY IBSA IN 
ROCKFORD, PEORIA AND DECATUR 


In accordance with a plan of staging a series of 
three meetings in various parts of the state, inaugu- 
rated last year, the Illinois Booksellers and Stationers 
Association met in Rockford, Peoria and Decatur on 
succeeding days, November 14, 15 and 16. In 1943 the 
meetings were held a week apart. Holding them in 
daily succession was tried this year with the thought 


AT THE ROCKFORD MEETING OF IBSA 

1. George Hanson, Boorum & Pease Co.; George Dunnett, 
McFarland Office Equipment Co., Rockford; Roscoe Benge, 
Codo Mfg. Corp.; William J. Boyd, Acco Products, Inc., vice- 
president, Field Division, NSA; O. U. Olsen, Wilson Jones 
Co. 

2. Marvin Alden, Alden Book Store, Rockford; Ray Eichen- 
laub, Service Steel Products Corp.; Leslie Dunlap, Rockford 
Prig. & Supply Co., Rockford: Larry Schubert, Globe- 
Wernicke Co.; Maynard Westring, Mid-City Stationers, 
Rockford, president of IBSA; Harry McFarland, McFarland 
Office Equipment Co., Rockford; C. W. Carlmark, Parker 


Pen Co. 
3. Tom Gillice, Rockwell-Barnes Co.; L. J. Zant, L. J. Zant 
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that speakers and others who attended all three gath- 
erings would spend less total time. 

The Rockford meeting started Tuesday afternoon 
under the chairmanship of Maynard Westring, Mid- 
City Stationers, Rockford, president of IBSA. The 
afternoon session was for proprietors of retail sta- 
tionery firms. The evening meeting was planned for 
salesmen of dealers. 

William J. Boyd, Acco Products, Inc., vice-president 
of the Field Division of the National Stationers Asso- 
ciation, was the first speaker on the afternoon pro- 
gram. He brought greetings from the Field Division 
and the Great Lakes Travelers Club. Then he turned 
to the subject of merchandise and urged dealers to 
avoid over-stocking ersatz goods. With the hope for 
return of pre-war merchandise, he pointed out that 
each dealer should take advantage of the knowledge 
and ideas of traveling salesmen representing manu- 
facturers. Use them to teach retail personnel as much 
as possible about merchandise. Sales training is es- 
pecially important for new help, but the old employees 
should not be neglected. Perhaps most important of 
all is to work out an adequate plan of compensation. 

Following some general discussion concerning poten- 
tials of production of various kinds, Larry Schubert of 
The Globe-Wernicke Co. was introduced. He spoke 
of the need for retraining men when they return from 
military service, making them into creative salesmen. 
He referred to visible records systems, which cannot 
be sold effectively except on a creative basis. Another 
suggestion he made was to display and push those 





Office Machine Co., Rockford. 

4. W.A.McNichols, Amberg File & Index Co.; Rudy Janovsky, 
Wilson Jones Co.; Ben Powell, A. W. Faber, Inc. 

5. Hy Linden, Ace Fastener Corp.; Pat Kerns, Minnesota 
Mining & Mfg. Co.; Mary Ellen Falgiatano, Mid-City Sta- 
tioners, Rockford. 

6. McFarland Office Equipment Company Group—Seated: 
Mrs. G. C. Dunnett, Mrs. H. D. McFarland, Mrs. Tom Gorman, 
Mrs. Clyde McFarland. Standing: H. D. McFarland, Tom 
Gorman, Clyde McFarland, G. C. Dunnett. 

7. Rockford Prtg. & Supply Company Staff—Seated: Mrs. Les- 
lie Dunlap, Alice Ekwall, Mrs. Clifford Morris. Standing: 
Leslie Dunlap, Elmer Erickson, Clifford Morris, Laurence 
Thimmig, Martin Peterson. 
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Colorful Plastic Tabs 


PLEASING TO 
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Nov. 20—Dec. 16 
“LET'S FINISH THE JOB’ 
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FLEXUStE 
DURABLE 


THE ORIGINATED BYf/SMEAD’S CRAFTSMEN... 
Wb MANUFACTURING CO. INC. 
309-311 2nd ST. » HASTINGS, MINN. 
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items in stock which are now sold only when a cus- 
tomer asks for them. 

Before the final speaker was called on, President 
Westring told about the exchange service for slow 
merchandise which is sponsored by IBSA. Rudy. Jan- 
ovsky followed with a brief reference to the talk he 
was scheduled to make at the evening meeting. It 
was his purpose, he indicated, to try to build a feeling 
of confidence in the minds of dealers’ salesmen. 

Just prior to adjournment Ben Powell, A. W. Faber, 
Inc., made a statement to the effect that the release 
on rubber goods manufacture permitted only the use 
of synthetic rubber in production. Natural rubber for 
elastic bands, finger pads, and so forth will not be 
available until the enemy is driven from the rubber- 
producing areas. 

The evening program following dinner involved the 
same speakers as the afternon and Maynard Westring 
functioned again as chairman. 

Bill Boyd started his address by saying that selling 
is like a science. It is a study of human nature for 
the purpose of inducing the prospect to buy. He 
stressed the importance of the following five rules: 
Be pleasant; be well groomed; face the customer; 
offer ideas and suggestions, and give added service. 

Another thing he urged was to make more use of 
promotional material and literature provided by man- 
ufacturers. His concluding comments referred to cur- 
rent circumstances which have caused many outside 
salesmen to forget the “know how” of genuine selling. 
He pointed to the wisdom of carrying samples and 
doing creative sales work. 

Visible records systems of the cabinet type were the 
subject of the talk by Larry Schubert. Because this 
type of product can be sold only on a creative basis, 
salesmen must sell the advantages or services of prod- 
ucts rather than the products themselves. Many 
salesmen are afraid of visible records because they 
seem complicated. Actually they are not, although 
adequate knowledge of them and their applications 
can be gained only by careful study. In selling visible 
it is essential that the prospect be shown how time 
will be saved and efficiency improved. When sales 
opportunities are uncovered they should be followed 
by sample forms and floor layout suggestions. Mr. 
Schubert strongly recommended avoidance of closing 
an order on a high-pressure basis. Closing actually 
should begin when the sales process starts. Then, of 
course, closing is not a problem. 

Another type of visible records system—binder—was 
the subject of Rudy Janovsky’s address. He pointed 
out that $80,000,000 are spent for loose leaf devices 
every year in the United States, but only $26,700,000 
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worth are sold by stationers. A large part of that that 
market can be captured by dealers if they will adopt 
creative selling methods. Visible records respond to 
that type of selling and should not be avoided because 
they appear to be mysterious. There are only three 
kinds—prong, ring and cabinet. He showed how the 
first visible system was a hand of playing cards with a 
portion of each card behind the first one exposed for 
identification. Visible records are merely blind records 
with a margin of each sheet exposed to indicate the 
character of the record. With that understood no 
salesman should fear the difficulties of selling visible 
records. They offer speed, simplicity, economy and 
efficiency. On these factors every salesman can build 
an effective canvass. 

The program at the Rockford meeting was dupli- 
cated at Peoria on Wednesday and at Decatur on 
Thursday. Dealers and their sales peoples in all three 
cities and adjacent territories were benefited and ap- 
preciative, indicating a desire for more meetings of 
similar educational value. 


THE VICTOR GAPE FLUNNPAEN! CO. / 6. 
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AT VICTOR SAFE’S RECENT POST-WAR PLANNING CON- 
FERENCE.—Joining forces with the home office staff at North 
Tonawanda, N. Y., Victor Safe and Equipment field repre- 
sentatives heard the story of the organization’s post-war lines 
and voiced opinions on proposed promotional plans. Many 
of the new ideas evolved at the enthusiastic meeting were 
welded into definite programs to be put into effect with the 


lifting of restrictions on materials for civilian production. 
I 


T.S.A. STRESSES HEALTH AT NOVEMBER MEET 

Miss Irene H. Clark, president of T.S.A., deemed it 
important, in view of wartime shortage in the medical 
and nursing fields, to devote the November 13 meeting 
at the Hotel Sheraton in New York City, to the discus- 
sion of health. Miss Emily C. Gillsinger of Employers 





ACME VISIBLE RECORDS DEALERS AT PRE-CONVENTION DINNER, PALMER HOUSE, CHICAGO, OCTOBER 8 
48 of November OFFICE APPLIANCES.) 
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Mutual Liability Insurance Company gave the mem- 
bership simple pointers on “How to Cope with Your 
Employees’ Ills.” In addition, a quiz on the Red Cross 
manual was conducted, the winner earning a neat first 
aid kit. Miss Gillsinger also discussed the ideal layout 
for a rest room. Miss Marion Ranson presided over 
the meeting. 





AT THE RECENT INAUGURAL MEETING OF THE VIRGINIA 
OFFICE MACHINE DEALERS ASSOCIATION.—Front row. lett 
to right: J. A. Finigan, Addressograph-Multigraph Corp.; J. F. 
Howison and B. W. Ward, Remington Rand, Inc.; L. W. Lipford, 
Lipford Typewriter Service, Richmond, Va.; John Wynne, Ad- 
dressograph-Multigraph Corp.; Adolf Marks, Morton Marks, 
Richmond, Va.; N. W. Brooker, Standard Duplicating Machines 
Corp. Back row, left to right: Richmond Office Supply Co.., 
Richmond, Va.; Donald MacDonald and Joe Hicks, NOMDA 
assistant secretary and secretary; Lawrence N. Mauck, Ameri- 
can Typewriter Exchange, Richmond, Va.; Sam Iseman, Jr., 
Virginia Stationery Co., Richmond, Va. 


ee 


ROYAL’S ROYTYPE DIVISION PROMOTES FOUR 

Sales Manager J. F. Vreeland of the Roytype division 
of Royal Typewriter Company, Inc., has announced the 
recent promotion of four Roytype men. 

Frederick S. Korwan, former Roytype district repre- 
sentative, has been advanced to Roytype supervisor in 
charge of the Boston district. His knowledge of the 
carbon and ribbon merchandising field, plus his ad- 
ministrative qualities, well qualify him for his new 
responsibilities. 

John Thomas Dessereau has been promoted to Roy- 
type supervisor in charge of the Newark, Harrisburg, 
Scranton, Baltimore, Richmond, Wilmington and 
Washington territories. Joining Royal in January, 
1944, as a salesman in the New York branch, Mr. 
Dessereau’s abilities won him promotion in March to 
the position of wholesale representative in charge of 
the Newark and Philadelphia districts. 

Edwin Ferris has been made Roytype district repre- 
sentative, covering the Newark territory. First asso- 
ciated with Royal in 1938 as a supply salesman in the 
Metro department, Mr. Ferris was later transferred to 
junior salesman, and in this capacity demonstrated a 
unique selling technique. 

Leonard Bruce has been promoted to the post of 
supervisor of the Albany, Springfield, Hartford, New 
Haven and Bridgeport territories. Since entering Royal 
as a district representative, Mr. Bruce has proven his 
initiative and ability. 

a 


GREAT LAKES TRAVELERS NOTES 

At the first luncheon meeting in November, Jack 
Wilson of Ace Fasteners, Ltd., Toronto, Canada, was 
a special guest. He was in Chicago visiting the Ace 
factory and conferring with officials of the company. 

Plans for the annual GLTC Christmas party were 
announced. Scheduled for Tuesday, December 19, the 
charge will be $1.50 per person. Each member is asked 
to bring a gift for a boy or girl. An entertainment 
program for an hour or two following lunch is being 
developed. 
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SHEAFFER’S RADIO COMMENTATOR RELEASED BY 
NATIONAL BROADCASTING COMPANY 

Newspaper reports of November 14 stated that Upton 
Close, news commentator on the Sheaffer Pen Sunday 
afternoon radio program, would not be available for 
broadcasting after December 10. Mr. Close said that 
he was being dropped because of his discussion of “the 
danger of communism” during his Sunday afternoon 
commentaries. 

In reference to the situation, C. R. Sheaffer, presi- 
dent of the W. A. Sheaffer Pen Company, Fort Madi- 
son, Iowa, said, “NBC notified us it wouldn’t sell Close 
after December 10. We aren’t in a position to state 
the reasons, because we don’t know them.” Assurance 
was given that the radio program will be continued, 
although what changes are to be made because of the 
unavailability of Mr. Close was not determined at the 
time of going to press. 


on — > —___ 


EHRLICH UPHOLSTERY WORKS IN NEW LOCATION 

The Ehrlich Upholstery Works has announced that 
their wartime emergency location until the close of 
the conflict will be at 306 Eckfort Street, Brooklyn, 


ef 





NEWLY-REMODELED HOME OF JAMES A. HEAD & CO., BIR- 
MINGHAM, ALA.—The firm recently doubled its facilities by 
taking over the four-story structure at 2017 First Avenue North 
in the Alabama steel city. They had occupied the four-story 
building at 2015 First Avenue North for several years. J. A. 
Head, general manager, states that the firm now has the only 
ground floor office furniture and equipment display in the 
city. A total of 25,000 square feet of display and warehouse 
space is now being utilized. Top, a section of the attractive 
office supply department. Below, a corner of the modernized 
office furniture showroom. 
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MISCELLANY 


REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


HOLT NAMED SHEAFFER PEN SALES MANAGER 


Announced in October by the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, was the appointment 
of George C. Holt as sales manager for the organiza- 














GEORGE C. HOLT 


tion. He succeeds Vice-president H. E. Waldron, who 
for many years served as general sales manager. Mr. 
Waldron will now act as vice-president and general 
sales director, and will continue the broad direction 
of the company’s general sales program. 

The new sales manager has a thorough personal 
knowledge of the company’s sales problems and will 
work closely with Sheaffer salesmen, both at his desk 
and in the field. Sheaffer’s post-war plans contem- 
plate, in addition to a new line of merchandise and 
merchandising equipment, an ambitious sales expan- 
sion program and a large and more comprehensive 
executive sales staff. 

Mr. Holt was educated at Northwestern University 
and at Chicago Law School, where he received his 
LL.B. degree. At Fort Madison he is a member of the 
Masonic order, Consistory, Elks and Rotary Club; he 
is also affiliated with the Union League Club in Chi- 
cago. During World War I he served as a second 
lieutenant in the infantry. 


os 
EDIPHONE NAMES NEW DAYTON MANAGER 


A. Louis Scott, of South Orange, N. J., was recently 
appointed the new branch manager of the Dayton, 
Ohio, office of the Ediphone Corporation, according to 
an anouncement by J. E. Sease, general sales manager 
of the Ediphone Division of Thomas A. Edison, Inc., 
West Orange, N. J. 

Mr. Scott joined the Ediphone organization several 
months ago after spending 14 months in the United 
States Army Air Forces on active duty in this country 
and South America. He was honorably discharged 
because of being over age. Prior to his service in the 
Air Forces, he was affiliated with the Eclipse Pioneer 
Aviation Corporation, a subsidiary of the Bendix Avia- 
tion Corporation, and prior to that was with the Grace 
Line in an executive capacity. 
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IN EVERY DIVISION OF THE 


INDUSTRY 


VICTOR MEN RECEIVE NEW ASSIGNMENTS 


The appointments of Paul Schutt and Frank Allin 
as director of training and director of service, respec- 
tively, for the Victor Adding Machine Company, were 
announced recently by M. S. Bandoli, vice-president 
in charge of distribution. 

Mr. Schutt was formerly director of service and has 
served in a number of other executive capacities since 
joining the company six years ago. Previous to his 
connection with Victor, he had several years experi- 
ence with other manufacturers in the office machine 
industry. Articles by Mr. Schutt have twice appeared 
in OFFICE APPLIANCES—the first, “The Sales Slant in 




















PAUL SCHUTT FRANK ALLIN 
Service,” being featured in the November, 1942, issue, 
followed by “How to Use the Telephone to Increase 
Office Machine Service Revenue” two months later. 

Mr. Allin is a former Victor district manager and 
during the past two years has been active in the com- 
pany war production effort. Before joining Victor five 
years ago he was associated as a field executive with 
manufacturers in the appliance field. 

Mr. Bandoli, in announcing the new assignments, 
stressed the fact that plans for sales training in the 
post-war period are the most comprehensive in the 
company’s history. Specialized films will be used ex- 
tensively in addition to regional schools and home 
study courses for all sales and service men. 








EXCUSE US, PLEASE 


In the obituary of the late Arthur F. Rung, which 
appeared on page 196 of the November issue of OFFICE 
APPLIANCES, the account of several years’ experience 
just prior to his death was inadvertently omitted by 
our correspondent. For several years preceding his 
demise, Mr. Rung traveled out of the Remington Rand, 
Inc., home office doing special work on the Noiseless, 
and during his last three years was connected with 
the company’s Washington office. We regret the 
omission. 
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TIME SAVERS & SPACE SAVERS 
of STEEL-by Shaw-Walker 


“Built Like a 
@ Skyscraper” 





BUILDING STEEL EQUIP- 
MENT that speeds office work 
and saves office space is a 
Shaw-Walker achievement. 


Pictured are a few of 
8000 office necessities made by 
Shaw-Walker when steel is 
available and sold under the 
famous trade-mark, ‘Built 
Like a Skyscraper.”’ 


You CAN DO BETTER With the 
8000-item Shaw - Walker 
franchise. It is most complete 
and includes a wide range of 
every-day necessities obtain- 
able only from the exclusive 
Shaw-Walker Dealer. 
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( These Shaw-Walker Files and 


Business Systems are NOW available 





ICTURED are some of 

the hundreds of time- 
savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 






















NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves up to 67% clerical time. 
All records in one operation. 









WAR FILES 


Made in 4 Grades 
Letter and Legal Sizes 
Insertable Trays for Cards 





SPACE-SAVING CARDS 
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PLAYS OSI PAE RE RIS 


Shaw-Walker cards built to 
precision thinness save as much 
as one drawer for every 4,000 
cards used. Because precision 
cards are absolutely uniform in 
size, like playing cards, refer- 
ence time is saved. 
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TIME-SAVING 
FILING SYSTEMS 


a Seas ANS SPACE-SAVING FILE FOLDERS 
Seven kinds of time-saving 212 stock folders NorthKraft and 
systems for letter and legal manila. Thirteen price brackets. 
size records. Made with reinforced space-saving 






Two for card sizes. edge, or single top. 






OTHER TIME-SAVERS AND SPACE-SAVERS 


‘\ Shaw-Walker products which are helping to increase office pro- 

\ duction and conserve filing cabinet space are pictured, described 
a \ and priced in the OFFICE GUIDE, War Edition. You can speed 
\ your selection of your office needs by using the OFFICE GUIDE. 


SHAW-WALKER FACTORIES AND 
HOME OFFICE, MUSKEGON, MICH. 
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MACON RELINQUISHES NOMDA PRESIDENCY 

The executive committee of the National Office Ma- 
chine Dealers Association has accepted the resignation 
of President J. L. (Jack) Macon, effective November 1. 
Mr. Macon’s resignation was tendered the committee 
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JACK MACO 


GENE TAYLOR 


as a result of a “must” order from his doctors, who 
insisted that Jack take it much easier and submit to 
treatment for a long-standing ailment. With one 
“session” already behind him, the retiring president 
was ordered back to the hospital in mid-November 
for a stay of indefinite length. 

Under the bylaws of the Association, Gene C. Taylor, 
Pantagraph Printing & Stationery Company, Bloom- 
ington, Ill., elected vice-president at the 1944 Atlantic 
City meeting, will assume the presidency. Mr. Taylor’s 
keen interest in Association activities was exemplified 
in his questionnaire for dealer self-analysis, presented 
before the NOMDA mid-year conference at Chicago on 
February 7, and in his report as chairman of the post- 
war planning committee, delivered at the NOMDA 
national meeting at Atlantic City last June. 

————ae oe 
N.O.M.A. ADDS RESEARCH MAN TO STAFF 


The National Office Management Association has 
announced the addition to its permanent staff of Hugh 
Hamilton. Mr. Hamilton will make his headquarters 
at the National Office, 2118 Lincoln-Liberty Building, 
in Philadelphia. He will act as research representa- 
tive and will co-ordinate the activities of the 70 chap- 
ters located in the principal cities of the United States 
and Canada. 

Born in Scotland and educated at the Glasgow Atha- 
naeum and The Glasgow and West of Scotland Tech- 
nical College, Mr. Hamilton has been a resident of the 
United States for many years and has had a long 
and varied experience in all phases of office manage- 


ment. 
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EILERS NEW WESTERN MANAGER FOR IBM 

International Business Machines Corporation on No- 
vember 1 announced the promotion of Harry G. Eilers 
to the position of western manager, in charge of ail 
IBM territory in the United States west of Ohio. Mr. 
Eilers, who was previously manager of the electric 
accounting machines division in Minneapolis, will 
make his headquarters in Chicago. 

IBM offices in his territory include also Dallas, Des 
Moines, Houston, Kansas City, Little Rock, Memphis, 
Milwaukee, Minneapolis, Moline, New Orleans, Okla- 
homa City, Omaha, Peoria, Rockford, St. Louis, San 
Antonio, South Bend, Tulsa and Wichita. 

Educated at Drake University, Mr. Eilers joined 
IBM at Omaha as a student sales representative in 
1929; by 1932 he had become manager of that office. 
He served in a similar capacity in St. Louis before his 
transfer to Minneapolis. 

a © ee @ 
HASTINGS TYPEWRITER CO. IN NEW LOCATION 


Announced recently by Clarence R. Hide, owner of 
the Hastings Typewriter Company, Hastings, Nebr., 
was the firm’s move in October to new and larger 
quarters. The move, third in the 16-year history of 
the organization, gives the business a total of 5,500 

















CLARENCE R. HIDE 


square feet of floor space. In addition to more ex- 
tensive counter and window display space, the new 
home provides facilities for a separate office furniture 
display room, larger warehouse space and an up-to- 
date typewriter and office machine repair department, 
a section of which will be devoted to rubber stamp 
manufacture. 

The . Hastings Typewriter Company maintains a 
regular force of seven employees, and distributes of- 
fice supplies and equipment over a large part of the 
state of Nebraska. 


NEW HOME OF THE HAST- 
INGS TYPEWRITER CO.—The 
recent move, third in the his- 
tory of the 16-year-old firm, 
provides greater warehouse 
space, separate furniture dis- 
play room, and efficient office 
machine repair and rubber 
stamp manufacturing depart- 
ment in the rear. 
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The cumulative experience of forty years . . . the 
responsibility of leadership ... the opportunity to serve 
business . . . a cherished heritage. 
=Gas— Through the years... it’s a long road we’ve travelled 
... a highway lighted by outstanding contributions to 


THE GENERAL FIREPROOFING CO. ee . - > 
YOUNGSTOWN 1, OO functionally efficient business equipment. 


U.S. A. 
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METAL DESKS = ALUMINUM CHAIRS © METAL FILING CABINETS sre, 

















This heritage of service is a prized possession that ‘will be the 
foundation upon which we shall build... when men and metal 





and machines are again free to serve the needs of a peace-loving 
people. There will be the challenging opportunity to build for 
the future . . . planning styling, utility, comfort and luxury... 
designing new and even more efficient offices. 

Then ...we shall again build Aluminum Chairs that provide 
working comfort . . . Desks that utilize the modern advantages 
of metal ... Filing Cabinets that give quick response to the 
filing and finding of vital papers. 





G COMPANY _ Youugstowu 1, Ohio 


TS STEEL SHELVING + FILING SUPPLIES + SAFES « STORAGE CABINETS 





























22 YEARS OLD 


More than a million Markwell Stapling 
Machines were sold. 


Millions more will be available soon 
—also many new and important post- 
war Markwell developments when 
conditions permit. 


Thanx folks 
STAPLE SAM 
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(Continued from page 27) 
order are not expected to eliminate price pressure for 
some time. 

Approximately 1,000 items made by 60 different firms 
are listed in the regulation, which sets retail prices at 
levels existing in March, 1942. New items are given 
retail ceilings allowing retail and wholesale margins 
in line with other items sold in March, 1942. 

The new regulation also requires that every manu- 
facturer either imprint the retail ceiling price on the 
external surface of the pen or pencil, or tag the article 
with the same information. Until manufacturers can 
complete arrangements to meet this requirement, for 
a period not exceeding 60 days, retailers will affix tags 
to articles covered by the regulation. This will insure 
that ceiling prices are more readily ascertainable and 
enforceable, OPA said. 

The regulation covers not only articles shipped by 
the manufacturer after the effective date, but also 
articles previously shipped but remaining in the hands 
of the wholesaler or retailer 60 days after the regula- 
tion becomes effective. The regulation provides a 
method of determining prices for such articles through 
local OPA offices. 

Fountain pens and pencils with barrel or cap of 
solid gold, platinum or palladium are not given spe- 
cific retail prices in the action, but remain under the 
coverage of the General Maximum Price Regulation 
at wholesale and retail. 

Wholesalers are provided with a formula for deter- 
mining their maximum prices. Their maximum prices 
are the lowest of the following amounts: the listed 
retail ceiling price less their customary March, 1942, 
discounts on the same or a Similar article of the same 
manufacturer, or their cost plus 1/3, or the retail 
ceiling price less 1/3. 

Retail listings of brands and models of fountain pens 
under the new regulation are as follows: 

Retail 


Manufacturer rand Article Model ceiling 
price 


Adler Pen & 


Pencil Co Fountain pen 65 0.89 
do 4-80) 80 
do 350 2.80 
Argo Pen & 
Pencil Co Fill-O-Matic do 24, 26 1.00 
R. L. Arnold Pen 
Co., Ine do M-59, L-59 60 
do , 08 
do 4 00 
Mechan. pencil... P59 29 
do P-100 60 
Associated Pen Co Fountain pen SPRS84 89 
do 1000 04 
do SSR 18 
do PLS-4 81 
do 440) 73 
Autopoint Co Autopoint Mechan. pencil... .48G, 148G 25 
Realite do 90 35 
Autopoint do 6, 106 : 45 
Realite do OS 50 
Autopoint do 64, 164, 72, 172, 72X,172X, 60 
64C, 164C, 82N, 76, 176. 
lo do 2T, 112T, 8, 108, 62, 162, 75 
2C. 
do 48, 148, 62G, 152G 85 
do 72G, 172G, 72XG 00 
do 52Ga, 152GS 50 


do 
do 


Avon Products Co “ountain pen 5 85 


do 25 87 
do 35 aha 95 


do 5 1.31 
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SIKES CLERICAL POSTURE CHAIR with 
“Fixed-Floating Seat” 


He | TKES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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GLOBE - WERNICKE 
















The new 
every day file 


Here’s a handy, attractive file that’s gaining in sales popularity 
every day. Smartly styled in rich blue, trimmed in black, 
silver and gray—it has plenty of eye appeal backed up by real 
utility value. Made to give long wear, waterproofed for extra 
protection against fingerprints. Feature this profit-building 


G/W leader. 





BUY WAR 


EVERY DAY FILE 
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protit with these 


SALES LEADERS?! 


AVAILABLE 18 
Sets FOR .--- 
1 DRAWER .-- 
2 DRAWER .-- 
4 pnawer on 
4 prawen FILES 








The new 


SAFEGUARD FILING OUTFIT 


with counter display 


Complete and compact as a package of playing 
cards, this new ready-to-use outfit of A to Z Safe- 
guard guides and folders provides everything 
needed to install a filing plan in any average 
1-,2-,3-, or 4-drawer file. Outfits are figured, sorted, 
and packaged, ready to hand over the counter! 
Each set includes an instruction sheet telling the 
customer how to install and operate the Safeguard 


System. And the colorful traffic-stopper display 
piece shown above, plus a supply of the new 
‘“‘Find-i-tis” booklets, go to you with our com- 
pliments when you order a dozen or more sets. 
Start cashing in NOW on these easy-to-sell out- 
fits. Write The Globe-Wernicke Co., Norwood 12, 
Cincinnati, Ohio. 


* Visible Record Systems 
y 4 Office Furniture 
Bookcases 


Stationers’ Supplies 


SAFEGUARD FILING OUTFIT Filing Equipment and Systems 
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Retail 
Manufacturer Brand Article Model ceiling 
price 
C.E.Barrett & Co... Aristocrat do 3941 3.50 
Webster do 5791, 5792 3.95 
Gold Meda do 141, 241, 341, 741, 841, 941. 4.00 
d rT do 2741, 2841, 2941, 3041, 5.50 
3141, 3241, 3941, 4041, 
4141, 4241, 4341, 4441. 
do Fountain pen 1541, 1641, 1741, 1841, 7.50 
1941, 2041. 
Aristocrat Pen and pencil set.192 4.50 
Gold Medal do 441, 541, 641, 1041, 1141, 5.50 
1241. 
do do $341, 3441, 3541, 3641, 7.50 
1 4 3741, 35841, 4541, 4641, 
4741, 4841, 4941, 5041. 
do do 2141, 2241, 2341, 2441, 11.50 
2541, 2641. 
do do 1341, 1441 13.75 
Camel Pen Co Fountain pen CA-2 4.00 
nye Zt rt rt rt rt rt rt rt rt rt nt 5 Conklin Pen Co Conklin do 50 1.00 { 
Bi KLE LEE LE GL DE GED EIEN f Be Bk eo 
PN : do Pen and pencil set. DN P34 3.95 
a ad 4. T. Cross Pencil P 
'q { Co Mechan. pencil... 890, 892 1.00 
do 660 5.00 
4. G. Debs A.G Fountain pen 4,6 93 
Eagle Pencil Co do 2111 1.15 
do 5200 2.41 
Mechan. pencil... 1800 27 
do 1832 41} 
Eberhard Faber Yellow Band. Fountain pen 1201, 1201C, 1201L 1.11 
do 35 37 
Harmo-Tone do 1301 3. 22 
do 691 72 
Permapoint Mechan. pencil... 182 25 
Yellow Band do 1290, 1200C, 1200L 50 
:ssex Corporation. . Venus Fountain pen 0664 1.00 
do do 066-6C 3.50 
do do 066-19 3.10 | 
(merican Mechan. pencil. ..045-C 29 I 
Venus do 041 60 i 
Ns do do 047 1.40 
sf os Ksterbrook Pen Co. Fountain pen 
+ ; holders \, B, H, W 75 
CATES ee E 
A ¥ z . Re-new fountain ; 
pen points Series 1000, 2000 25 : 
3000 50 ' 
9000 75 ‘ 
S000 1.75 ; 
Mechan. pencil P, F, PH, FH 1.00 
lo PJ, FJ 1.50 
Eterna Pen & 
encil Co ountain pen 0248, 324, 328. 86 
A s we approach once more ee wl rae aneh te) 7 
do 314, 394RT 2.07 
do 398R1 2.22 j 
. ’ Ts ‘versharp, Inc do 83 series 00 | 
the Season of Good Will we are — 4c “Heke 280 
do 84, 85 2.95 i 
do 72, 73, 74, 75, 94, 95, J94, 3.95 
J95. 
warmed by the thought that the a 16 77, J74, 375, 2 5.00 
F do 76M, 77M 6.00 i 
do 3 7.50 } 
do 79 8.75 
years of war may soon be over and ae 60, 70,61, 71, 376, J77.... 9.75 
‘ é do 78W 11.75 ; 
do 20, 21, 22 12.50 i 
66 ry 2) do J79 12.75 { 
Peace on Earth” become an actu- y 370, J71 13.75 
do 48Y, 68Y, 49Y, 78Y 15.00 
do J68Y, J78Y 20.00 
* Mechan. pencil. . .08510 series 69 
ality. lo 100, 101, 183 1.00 
; do 184, 185 1.50 
do 72, 173, 174, 175, 194, 2.00 
— . 195, J194, J195. 
With that happy day to look for- do fy ROO 3.00 
~ e do 176, 177, J174, J175. 3.75 
do 176M, 177M, 179 4.00 
do 160, 170, 161, 171, J176, 5.00 
ward to, we hope that you and yours ; ir stm. 
x wi do J170, J171 6 00 
lo 120, 121, 122 6.50 
° . ° do 148Y, 16SY, 149Y, 178Y 7.50 
may enjoy a cheerful Christmas and - do J168Y, J17SY 9.50 
¢ ¢ Frank Feldman Imperia Fountain pen 200 85 
do do : 27 1.87 
a 5 - do Desk fountain pen.1008 75 i 
a bright New Year. de do 1006 sl 
do Pen-pencil set 37 2.60 
The uilfred Corp... Everfeed Fountain pen 951P 1.00 
do do S51SP 1.55 
do do 951SP 1.65 
do do 951G 2.50 
do Mechan. pencil... 1100 90 
do do 1200 1.00 
do Pen-pencil set 1901SP 3.00 
do do 1901G 3.70 
Globe Pencil 
Advertising Co Mechan. pencil 33, 66 24 
p R O D U C i S | do 1200, 1233 2 
, n Cc 7 Geet “eee I _ 00 : oY 43 
iraphomatie Corp. Inkmaker Fountain pen Deluxe 8.75 


with 2 spare 


39th Ave. & 24th St. inksticks). 


Grodin Pen & 


Long Island City, N. Y. or — oe. 03 


Guth Stern & Co., 


Ine do L-1009, M-1000 3.00 
H. & K. Trading Co do 4 86 
do 6 90 

J. Harris & Co Majestic do 7 RQ 
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6 “MAJORS” lead the 

A. W. FABER | 
Profit : 
Parade 


. CASTELL Indelible and Colored 
Copying Pencils — 15¢ 

. WINNER Techno-TONE Draw- 
ing Pencil—2 for 25¢ 

. COMMODORE Colored In- 
delible Pencil — 10¢ 

. “THE WINNER” Thin Colored 
Crayon Pencil —10¢ — 

E COLUMBUS Thick Colored 
Crayon Pencil—10¢ 


. COLUMBUS Quality Black Lead 
Writing Pencil — 5 
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to your fingers.... 


and 
G00D 
LOOKING 





ery 
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Everything you want in a colored pencil including 
ECONOMY 


Many colored pencils LOOK alike. Many claim the same 
virtues. But only WINNER Thin Lead Colored Pencil can 
claim the A. W. Faber imprint. To Architects, Surveyors, 
Draftsmen, Clerks, Auditors, Accountants and Executives 
the 183-year-old A. W. Faber name stands for an EXTRA 
ingredient which puts the pencil far out in front. 


Strong, thin crayon pencil, hexagon in shape, vivid in 
impression, encased in quality cedar wood. Superb for 
checking, sketching, blueprint marking. Sharpens to a 
needlepoint without snapping or crumbling. Available in 
red, blue, green, black, white, brown, carmine, blueprint 
yellow and blueprint orange. Mr. Dealer—get your impor- 
tant consumer accounts to fest WINNER Thin Lead Colored 
Pencils. Send for samples today. 


FABER wc. newarxr, w. 3. 














A GOOD 
BUSINESS 


Diienienesiias FOUNTAIN PEN 
business is good business. With a 
small inventory of merchandise you 
can meet all of the fountain pen re- 


quirements of all your customers. Esterbrook’s 
33 numbered Renew-Point styles give your 
customers a range of points for any writing 
style or any writing job. And with this 
Renew-Point feature, this wide range of 
point styles... your customer picks the 
right point, and you simply screw it into 
the pen barrel of his choice. Every holder 
you have in stock can be fitted with any 


point the customer selects. 


NOTE: Wartime conditions have forced 
us to ration our products to our cus- 
tomers. Until the war is won it will be 
difficult for us to meet all of your de- 
mands for merchandise. We are sorry 


—but we know you understand. 


THE ESTERBROOK 
Camden, N. J. 


Canadian Representatives : 
The Brown Bros., Ltd., Toronto 


NUMBERED 


POINTS 


PEN CO. 









ster tvuk 


~« RENEW-POINT FOUNTAIN PEN .. 
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Manufacturer Brand 
do 
Finerpointe 
do 
do 
do 
do 


Hutcheon Bros 


do 

do 

do 
Inkograph Co Inkograph 
J. & W. Pencil Co 
Geo. H. Jung Co 
David Kahn, Ine 


Baseball bat 


De Luxe 
Zenith 
Pacemaker 


Zenith 
De Luxe 
Pacemaker 
C. J. Kavenaugh 
W. K. Kerr Pen Co.. Changepoint 


do 
do 

| Jos. Lipic Pen Co. 

| Listo Pencil Corp. 

Moore Pen Co 
Slencil 

do 
do 
do 


Morrison Fountain 
Pen Co., Inc 


New Diamond Point 
Pen Co., Inc 
| Nichols Products 
Co 


Norma Multicolor 
Parker Pen Co.....Vacumatic 
Vacumatic, 
Duofold 


Mechan. pencil. 


Retail 
Article Model ceiling 
price 
do 9 . 1.05 
Fountain pen $129, P129 12.00 
Mechan. pencil.. .S211 ; 60 
do $221 , 1.20 
do NS360, NS370, NS3g0 2.40 
do P350, P360, P370, P375, 6.00 
P380, S350, $360, 9370. 
$375, S380. 
do NS420..... 7.20 
do P373, 8373... -. 9.00 
do $420, P185, S185... .-- 13.20 
Fountain pen ae ; 2.00 
Mechan. pencil...20....... 30 
do ae | ee 15 
Fountain pen... .262. 25 
do 290 29 
do 174 50 
do.. S31.... 1.00 
do.. a 1.95 
do.. 855... 2.75 
Mechan. pencil. ..325 15 
do.. 345 25 
do 45 .80 
do... 31 .90 
do.. 55 1.00 
Fountain pen Duopoint 1.25 
Desk pen 3J 1,25 
do 5J 2.00 
Fountain pen 6J 2.00 
Combination pen. 7J 2.50 
Mechan. pencil... L-300X 1.00 
do.. 1620 .25 
Fountain pen 25-A 1.25 
do.. 70-A, 90-A 2.50 
do 72-A, 92-A 3.50 
do 84-A, 94-A 5.00 
do 83-A, 93-A 7.50 
do 96-A 8.75 
Mechan. pencil... 5-A 15 
do 3-A, 4-A 1.45 
do 8-A, 9-A 3.00 
do 88-A, 99-A 5.00 
do 100... 1.00 
do 250. 2.50 
do 350 3.50 
do 500 5.00 
Pen-pencil set 66 6.00 
do 33 6.25 
Fountain pen 16 1.80 
do 4 1.13 
Mechan. Pencil...2B1, 2B2, 2B3, 2B4.. 4.25 
do 2B5 2.50 
do 2B7 2.75 
do 2B12 2.00 
do 2B13 3.00 
do 2B14 5.00 
do 6B17, 6B20 1.10 
do 6B1, 6B9, 6B10 60 
do 6B2, 6B3, 6B4 65 
do 6B5 70 
do 6B7 85 
do 6B18 45 
do 6B15 3h 
do 6B16 40 
Mechan. pencil... 504 10.00 
Fountain pen 109, 119, 129, 139, 159 5.00 
do 4, 6, 14, 16, 20, 21, 24, 26, 8.75 
30, 31, 34, 36, 40, 41, 54, 
56, 1109, 1119, 1129, 
1139. 
do 51001, 51002, 51003, 51004, 12.50 
51121, 51122, 51123, 
51124. 
do 51011, 51012, 51013, 51014, 15.00 
51111, 51112, 51113, 
51114. 
do 51024, 51025, 51026, 51027. 17.50 
do 51031, 51032, 51033, 51034. 25.00 
3 





Vacumatic Mechan. pencil.. .609, 619, 629, 639, 659. . 75 
Vacumatic, 
Duofold do 504, 506, 514, 516, 520,521, 4.00 
524, 526, 530, 531, 534, 
536, 540, 541, 554, 556, 
1609, 1619, 1629, 1659. 
51” do 51501, 51502, 51503, 51504, 5.00 
51621, 51622, 51623, 
| 51624. 
do do 51511, 51512, 51513, 51514, 7.50 
51611, 51612, 51613, 
| 51614. 
do do 5 51526, 51527. 10.00 
do do , 51533, 51534. 15.00 
Peerless Fountain 
Pen & Pencil Co. Fountain pen Insignia 70 
Fountain pen 
with leather 
| case) .. Insignia 90 
Fountain pen DeLux 3.50 
Fountain pen 
with leather 
case) DeLux 3.90 
Fountain pen P-38 6.12 
Mechan. pencil... DeLux 95 
do P-38 2.68 
Pen and pencil set. Insignia 1.10 
Pen and pencil set 
with leather 
case).... Insignia 1.55 
Pen-pencil set DeLux 4.10 
Pen-pencil set 
(with leather 
case) .. DeLux 4.85 
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| | THE DAY Is 


0 | When Oakville dealers will once more 
5 speed up sales of the famous Yellow 
? Box Line of fastening devices... Pins, Ress. 4 ith <i 
Clips, Fasteners, Thumb Tacks and a aes ie en 


The Home of The Famous Yellow Box Shen : 


related items in a complete variety of 


“4 | But until critical metals and labor in COMP ANY 


0 | this top-quality line return from the 


ia Weak, Caleitin: wilh editions ee Division of Scovill Manufacturing Company 
Waterbury 86, Connecticut 





10 
0 


: policy of equitable distribution of avail- 
i 


0 | able supplies to its loyal dealers all NEW YORK +¢ CHICAGO + SAN FRANCISCO 
“4 over the country. IN CANADA : BROWN BROS., LTD., TORONTO 2, 


10 , 





55 


10 
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INVOICE SIZE 
No. E108 





DOCUMENT SIZE 
No. E591 





PRONTO FILE CORP., 349 Broadway, New York 13, N. Y. 
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TABULATING CARD SIZE 
No. E73 


B PRONTO > 


TRULY beautiful storage file, built to 

stand a lifetime of use. Made of heavy 
fibre board, PRONTO files are so con- 
structed that they can be interlocked into 
solid units—stacked as high as required 
thereby saving valuable floor space. 


In PRONTO files, all records are easily 
located. No need of juggling heavy car- 
tons in order to get some records out of 
the ones on the bottom. The records in the 
bottom drawer are as easy to get at as 
they are in the top drawer and all records 
are as accessible as if they were in your 
regular active files. 


A Size for Every Record 
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FOLLOW BLOCKS 








40c 
ADDITIONAL 
CHECK SIZE ANY SIZE 
No. E94 FILE 


STORAGE FILES 


But right now the shortage of fibre board 
is the real thing. There is nothing ficti- 
tious about it. Fibre board is a vital war 
material as scarce as hen’s teeth. 


We are trying our best to spread our 
meager allotment to cover the basic re- 
quirements of all our good, loyal dealers. 


So please be patient if we can’t ship you all 
the PRONTOS you order. You can be 
absolutely certain we are doing everything 
we possibly can. 





LETTER SIZE 


No. E210 


LEGAL SIZE 
No. E510 





PRONTO 





PRONTO FILE CORP., 349 Broadway, New York 13, N.Y. 
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W iy em t 
YP isin 






REMEMBER 


THESE ITEMS ? 


For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 


tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


\' ae: oe eS 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 








Manufacturer 


Reliable Pen & 


Pencil Co 


Ritepoint Co. 
Rite-Rite Mfg. Co 


Romeo Products 
Salz Brothers, Ine.. 


Seripto Mfg. Co 
W. A. Sheaffer 


Pen Co 


Brand 


Lafayette 


Addipoint 
ao 

Clipper 

Junior 

Clipper 

Craftsman, Miss 
Universe 

Clipper 

Commandant 

Clipper, Admiral, 
Milady, 
Defender 

Sovereign, 
Vigilant, Lady 
Sheaffer, Lady 
Skyboy 

Skyboy, Military 
Skyboy, States- 
man, Valiant, 
Premier 

Tuckaway 

Triumph, Triumph 
Tuckaway 

Lady Crest 

Crest, Triumph, 
‘rest 
Tuckaway 

rriumph Crest 

Autograph 
Viceroy, Service 
Lady Autograph 

Autograph: Excel- 
lence, Heritage 
Triumph 


Addipoint 
ao 

Clipper 

Clipper, Junior 

Clipper, 
Craftsman, 
Miss Universe 

Commandant 

Clipper 

Milady 

Admiral, Defender 

Sovereign, Lady 
Sheaffer, 
Vigilant, 
Lady Skyboy 

Skyboy, Military 
Skyboy, 
Statesman, 
Valiant 

Premier. . 

Triumph 
Tuckaway 

Tuckaway 

Triumph 

Lady Crest 


Article 


Pen-pencil set 


Fountain pen 
Mechan. pencil. 
Fountain pen. . 
do 
do 
do 
Mechan. pencil. 


do 


do 


do 


do 
do 


do 


do 


do 


Mechan. pencil. 


do 
do 
do 


do 


do 
Fountain pen. . 
do 


Mechan. pencil. 


ao 


Mechan. pencil 


Fountain pen 
do 
do 
do 


do 
do 
do 


do 


do 
do 


do 
do 


do 
Mechan. pencil. 

ao 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 
Pen-pencil set 

ao 

do 


do 


do 
do 
do 
do 


do 
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Model ceiling 
price 
P-38 8.80 
Stylo 1.05 
7884 95 
250 28 
633 56 
111, 111C 1.00 
222 2.50 
14 11 
2B, H15, 13, 13B, 13 Spee. 15 
B, 13M, 20B, 113, 113B, 
113R, 1138, 113R-B, 
1138-B 
213-B 17 
20B-Spee., 20C, 20-SP, 25 
25B, 25B-Spec., 25P-B, 
25T-B, 33, 33B, 33X, 
229, 4213, 4213B, 4225, 
4225B, 4233, 4233B. 
24 26 
25, 25A, 25NP, 25T, 33 
25TNP. 
24J, 30, 30B, 30J, 30RWB, 35 
35, 230, 1330. 
39 39 
49, 49B, 49RWB, 49RWB- 49 
B, 55, 55B, 490D 
D75, 344, D75B, 324, 324B 50 
325, 325B, 330, 330B, 
630J. 
630, 630R 53 
55X, 65 : 59 
75, 75-B, 490, 1630C-B. . 75 
100, 100B, 100CP, 101, 1.00 
101B, 104, 122, 132, 
630G, 630RG, 1630G-B. 
125 . Le 
101 1.75 
700SP 83 
77P 50 
701 5S 
77 20 
100 1.00 
25 1.25 
195 1.95 
275 2.75 
295 2.95 
350 3.50 
395 3.95 
400 4.00 
500 5.00 
875 8.75 
1000 10.00 
1200 12.00 
1250 12.50 
1275 12.75 
1375 13.75 
1500 15.00 
1650 16.50 
1800 18.00 
2000 20.00 
75 75 
100 1.00 
185 1.85 
200 2.00 
250 2.50 
300 3.00 
350 3.50 
400 4.00 
500 5.00 
600 6.00 
850 8.50 
1200 12.00 
1500 15.00 
175 1.75 
195 1.95 
295. 2.95 
395. 3.95 
500 5.00 
600 6.00 
750 7.50 
850 8.50 
900 9.00 
1275 12.75 
1400 14.00 
.. 1500 15.00 
.. 1650 = . 16.50 
ee . 16.75 
| eee sas TD 
1775 . ae 
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IMPERIAL | sanet martin Pye, if 


S o { 4 { T C A R a (Republic Pictures Star) 


pleases movie audi- 
(Also made for Gelatin process) ences 


thrills profit-minded Dealers 















TALENT scout ‘‘catches’’ an un- 
known in an obscure theatre— 
and tomorrow a Hollywood star 

is born. 


A Purchasing Agent ‘'tests’’ a sheet of 
spirit carbon he never heard of before— 
tests it against old line brands—and be- 
hold! the newcomer throws down more 
color, produces sharper copies, outdis- 
tances the field in performance. And 
suddenly it's a newcomer no longer. 
Word spreads—and the foremost cor- 
porations, business and commercial offices, banks 
and insurance companies are using IMPERIAL 
Spiritcarb. 


Old Dealers who have been earning a steady income selling ® 
quality PEERLESS-IMPERIAL Ribbons and Carbons, are now 
reaping a harvest with IMPERIAL Spiritcarb. Every day New 
Dealers join our ranks. You, too, will find it the most profit- 
able association in your experience. 


—— 





You'll find something new in friendly cooperation, something 
heart-warming in dealing with a big company which, despite 
great success, is still wearing the same hatsize, still believes 
that if you treat people as human beings, you don't have to worry 
about success. It follows just as surely as day follows night. 


Write to us today, please, for samples of IMPERIAL Spiritcarb in any grade or finish. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich, @ CHICAGO 2, 179 W. Washington St. 
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Marre 
RIDAY 


SAYS: 
THANK YOU 


for the opportunity 
of serving you 


during 1944 


Best Wishes 
for 1945 


AND 
Season's 
Greetings 


We appreciate your 
patience during 
these trying times 
and shall do our 
best to merit your 

confidence in 


1945 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 

New York 7 = San Francisco 5 

1905 Commerce St.,| PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 3 
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Manufacturer 


Southern Pen Co 


Travelers Pen Co. 


J. Ullrich & Co. 


Universal Fountain 


Pen & Pencil Co. 


Victor Fountain 
Pen Co 


L. E. Waterman Co 


OFFICE APPLIANCES, 


Retail 





Brand Article Model ceiling 
price 
Triumph Crest 

Tuckaway do 1875 18.75 
Crest do 1975 19.75 
Triumph Crest do 2100 21.00 
Autograph 

Viceroy, Service do 2500 25.00 
Lady Autograph do 3000 30.00 
Autograph 

Excellence, 

Heritage 

Triumph do 3500 35.00 

Desk fountain pen.300 3.00 
do 500 5.00 
do S00 8.00 
Desk mechanical 
pencil 500 5.00 
Wasp Fountain pen 100 1.00 

do do 125 1.25 

do do 195 1.95 

do do 295 2.95 

do do 395 3.95 

lo do 500 5.00 

do Mechan. pencil... 75 75 

do do 100 1.00 

do do 200 2.00 

do do 250 2.50 

do Pen-pencil set 175 1.75 

do do 195 1.95 

do do 295 2.95 

do do 395 3.95 

do do 200 5.00 

do do 750 7.50 

Fountain pen 114 29 

do 9-2SPA 42 

do 3-SPA, 5-SPA, 9-SPA, 50 

9-ISPA 

do 7-SPA 52 

do 6-SPA 54 

do 8-SPA 56 

do 14 56 

Mechan. pencil. . .11-2 13 

io 10-2 16 

lo 11, 11-1 21 

lo 13 22 

do 10-1 25 

do 10 26 

do 12 27 

Fountain pen 600 90 

Juco do 14 1.00 
Independent, 

Vulcan Juco, 

Kompeteer do 1, 11, 12, 20, 21, 22, 10 1.50 
Vulcan, 

Independent do 13, 2 1.75 
Independent, Juco do 8, 28 2.00 
Independent do 8S, 8G, 8R 2.50 
Independent do 8C 3.00 
Independent do 8J 3.50 

Fountain pen 904, V100 1.40 
do Uni-Flow 3.35 
do 6F 1.00 
do 6LP 2.50 
do 600MC 6.00 
do 600G 7.50 
do Viso, Classmate 1.00 
do 2702 1.25 
do 11 Remex, Skywriter. 1.50 
do 175 1.75 
do 621eV, 251, Coronet, 952V, 2.50 

000, Converted 3V. 
do Miniature Safety, Con- 3.00 
verted Patrician, 3, 3V, 
12, 12%, 32, 32V, 52, 
52V, 52%, 52MeV, 72, 
7219, Converted 94, 301, 
301V, 302, 302V, 994. 
do 32 w/cross 3.25 
do 42, 4214, 4216eV 3.25 
do 52. GF Clip, 5214V GF 3.50 
Clip, 92, 92V, 351, 351V, 
352, 352V, 353, 475, 
475V, 085214V, 0872V, 
08721eV, Dynometer. 
do 12 Slender, 42 GF Clip, 4.00 
095216V, 01852, 01852! 5, 
01852! eV, 01852V. 
do 14, 44, 54, 54V, 74 4.25 
do 0652, 06529, 075244, 0752, 4.50 
0852, 0852V, 0872. 
do Lady Patricia Regular, 5, 5.00 
44 Silver Ray, 74 Visible, 
84, 94, 511, 512V, 513, 
515, 515V, 803, 0644, 
074214, 0754, 0952!oV 
Lace, 01952!eV, Signa- 
graph. 
do 15, 45, 54 GF Clip, 55, 75, 5.25 
75V. 
do Plain 4424eV, 551, 552, 5.50 
01854, O1854V. 
do 54 14K, 44249, 0744, 0755.. 6.00 
do 16, 46, 55 GF Clip, 56, 6.25 
56V, 76. 
do 44214V Barley Corn, 651V, 6.50 
01855, O1855V. 
do 7, 76 Visible, 77, 0615, 7.00 
0655, 0656, 0756, 01845, 
01955. 
do 56 GF Clip 7.25 
do 44210V-Tel., 47214V, 956, 7.50 
05421¢V-Plain, 0852 Em- 
blem Band, 01856, 01856V 
do 752%, 054219, 0716 8.00 
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“Something to tell the customers about... 


OUR UNCONDITIONAL GUARANTEE 


SOVEREIGN 
CELLULOSE STENCILS 


Legal Size . $3.15 quire list 
Letter Size . .$3.00 quire list 
THRIFT-QUALITY STENCILS 


Legal Size $2.50 quire list 
Letter Size $2.25 quire list 


GRADE A 
BLACK INK 


Per Ib..$2.50 list 

THRIFT-QUALITY 
BLACK INK 

Per Ib... . $1.00 list 


CORPORA ley, 


ve 


-s Chicago | 1 Wi. 
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Manufacturer 


Weidlich Pen Co 


OFFICE APPLIANCES, 


Weidlich, Star. 


lo 
do 


do 





do 
do 
do 
do 
do 


do 
do 


do 
do 


do 


do 


do 
Desk pen 

do 

do 

do 

do 

do 


do 
do 


Mechan. 


do 
do 


do 


do 


do 


do 
do 
do 


do 
do 


do 
do 


do 


pencil 


Desk pencil 


do 


Combination pen 


and pencil 


ao 

do 

do 
Fountain 
do 
do 
do 


do 
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December, 1944 


18, 48 & 7S w 4 

87, 442)0V-HEV, 442!'.V 8.50 
Barley ¢ lel., 44 \ 

Seroll. 851 

875, S75V, 1 l \ 8.75 

442',V Pla F. C.-T 0 00 
85216V Pla O48 

8 GP Cli 9.25 

O1S5S 150 

Lady Patricia Plain, Pa- 10.00 
tricia! 1421,V-HE\ 

Ie 14 V-H. E 

I $42!,V-Seroll Fu 
Ie 452'oV, 852 Whit 
875 White, 1001V, 19 

1003, 05421.V | | 

O0572'oV, 0758 

20) 10.25 

0542'oV-I re 10.50 

1101 11.00 

852!oV-HE\ 11.50 

Lady Patricia 14K, | 12.00 
Patricia Twist, Lady Pa- 
tricia Bayleaf, 452,452! 5 
45215 Pan Panel, 452!» 

BE: © $52! Filigree 
Gothie, 452! HEV, 403 
$54, 9521oV, 1201, 1854 

0544 12.50 

0542 13.00 

1351V, 1352, 0552 2\ 13.50 

4421,V-HEV F.C. Tel 14.00 

0542!oVFC Plain 14.50 

7 Jet 14K,94 14K,494 15.00 
Bayleaf E. C., 774, 854 
0552, 0552! 9, 0554, 0594 
1501. 

.775, 054210V F. C. Plain 17.00 
Tel 

0556 18.00 

Patrician 14K, Lady Pa- 20.00 
tricia Ink Vue, 87 14K 
$94 Plain F. C., 845,2001 

0558 21.00 

321 3.00 

522 3.50 

421 4.00 

26216V, 521 5.00 

622 6.00 

67, 721, Patricia 7.00 

262, 262 0362 § OO 

821, 822 8.50 

0365 10.00 

265 12.00 

Classmate 50 

175, Skywriter 75 

251 Coronet 21 GS 1.00 
Clip, 21VGS Clip, 21 
VGF Ring, 21VGS Ring 
995, 0721 V-N GF Ring 

31, 3144, 31V, 93, 93V, 1.2 
301, 301V, 302, 302V 

26, 28, 31 with eross, 21- 1.50 
GF Clip, 21 VGF Clip 
91, 91V, 200, 318, 351, 
551V, 352, 352V 353 
$75, 475V, 0721 V-N-GF 
Clip, 0721-N-GF Clip 

25, 0721, 0721V, 0921V, 2.00 
0725N, 09721V, 02821 

QOG 2 50 

Lady Patricia Chrome, 3.00 
Lady Patricia G. F., 85, 

95, 97, 512\ 515 515V 
09725, 0727, 0795, 3092 

511, P651V, 651V, 802\ 50 
S03. 

851, 852, 852V, 875, 875V, 75 
1002, 1003, 1202, 1202\ 

88, 425, 851 White, 852 4.00 
White, 875 White, 0571 
V, 0525 Plain 

1101 +50 

Lady Patricia Plain, Pa- 5.00 
trician Chrome, Patrician 
G. F., 1001V, 421V, 0525 
with design. 

$21, 427, 493, 1201 5.50 

1352 5.75 

95 with Knife, 721 Plain, 6.00 
721 Sheraton, 721V Plain 

0521V, 1351\ 0 

0527 7.00 

721 HEV, 721V-Vine, 0521, 7.50 
1501. 

Lady Patricia 14 Kt., Lady 8.00 
Patricia Bayleaf, Lady 
Patricia Twist 921) 

9725, 

725 9 O00 

95 14 Kt., 97 14 Kt., 495 10.00 
Bayleaf, 495 Plain 

Patrician 14 Kt., 88 14 Kt, 15.00 
495 F.C. Plain, 2001 

7 , OO 

0327 8 00 

20] 1.50 

32 5.00 

54 6 00 

$54 12.00 

2 P. SOOT) 1.00 

S00-2 1.25 

1200, 4 P 1.50 

1296, 1 W 2 00 


> OO 


NATUNAL 
UJEoho 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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Bolens SYNCRO-TILT 
Chair Action Controls 


... HELP YOU SELL “WORKING 
EFFICIENCY” IN NEW OFFICE CHAIRS 


his 





J 





y 
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The post-war office manager will get more out of his 


investment in office chairs. He'll buy them on the basis 


of their ‘contribution to greater working efficiency.” 


That's a sales opportunity that Bolens Chair Iron de- 
signers and engineers can promise with confidence. For 
Bolens SYNCRO-TILT Chair Action Controls are being 
developed today that will help chair manufacturers effec- 
tively minimize cramped muscles, poor posture, lack of 
proper body support, backache, retarded blood circulation, 
and many other efficiency and health-retarding factors in 


office seating. 


Look for Bolens SYNCRO-TILT Chair Action Controls 


Then be sure your salesmen 


on your new office chairs. 


know the advantages of 











Bolens 
Correct” Chair Action — 
a powerful selling force 
in itself, and a good in- 
vestment in office work- 


ing efficiency. 


y , BOLENS - Manual 
QPEL CHAK SELLING 


WRITE 


for your copy 
of the ‘'Bolens 
Manual of 
Office Chair 
Selling.'' 





“Orthopedically 















NX 


 BOLENS PRODUCTS Co. 


Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 3 
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Retail 
ceiling 
price 


Manufacturer Brand Article Model 


de do 4W 4.00 
i do 6 W 5.00 
do do 8 W 6.00 
do Mechan. pencil... 33 50 
lo do 37 1.00 
Welsh] Manu- 


facturing Co Welsharp Fountain pen 160 1.00 


& 
FOUNTAIN PEN-MECHANICAL PENCIL GROUP 
STRESSES NEED FOR COPPER BASE ALLOY 


Increased production of fountain pens and mechan- 
ical pencils to meet the needs of servicemen overseas 
was requested by military officials at the recent meet- 
ing of the Fountain Pen and Mechanical Pencil Indus- 
try Advisory Committee, the War Production Board has 
announced. 

Committee members emphasized that increased pro- 
duction could best be achieved if copper base alloy 
were made available for functional parts of fountain 
pens and mechanical pencils. The functional parts 
for which they requested permission to use copper 
base alloy are the working mechanisms of mechanical 
pencils and the clips, levers, bands, and presser bars 
of fountain pens. 

This would result in manpower saving and better- 


| quality products, the committee said. Since copper is 
| softer and easier to work than steel, now commonly 


used at as a Substitute in making functional parts, 
more parts could be turned out per man-hour, com- 
mittee members explaned. 

WPB officials explained that the recent revocation 
of the fountain pen and mechanical pencil order, 


| L-227, has not resulted in increased availability of 








critical materials for the industry, since controls 
over the use of silver and other materials continue 
to be exerted by the applicable materials conserva- 
tion orders and under the Controlled Materials Plan. 
WPB representatives pointed out, however, that if 
the supply situation eases, increased quantities of 
materials can be made available to the industry more 
readily than if the restrictions of L-227 were still in 
effect. Revocation of the order, therefore, is a step 
toward reconversion, they said. 


a) 
WPB LIFTS BAN ON PENCIL SHARPENER STEEL 


The use of iron and steel to make pencil sharpeners 
and file fasteners, prohibited for almost two years, is 
again permitted, subject to the quota restrictions of 
Limitation Order L-73, the War Production Board said 
on November 15. 

These two items have been included in the list of 
types of office supplies for which iron and steel quotas 
are established in Limitation Order L-73, as amended 
in the new ruling. The other items, for which the use 
of iron and steel was previously permitted, are clips 
and clamps, clipless fastening machines, archboard 
and clipboard files, list finders, perforators and punch- 
es, file signals, inked ribbon spools, file guide or folder 
tabs, map and thumb tacks. 

In making the permitted office supplies for non- 
military purposes, each manufacturer may use iron 
and steel, each quarter, at the rate of 12% per cent of 
the amount of all metals consumed for the same items 
in 1940. Unrestricted use of iron and steel is permitted 
for the manufacture of the listed office supplies in 


| fulfillment of orders on hand from the Army, Navy, 
| Aircraft Resources Control Office, Veterans’ Adminis- 
' tration, United States Maritime Commission and War 


Shipping Administration. 

Previously L-73 limited usage of iron and steel in the 
production of all office supplies except staples and 
staplers for both military and non-military purposes 
to varying percentages of base year metal consump- 
1944 


OFFICE APPLIANCES, December, 











OF | 











Oxford PENDAFLEX’ available now for 











DESK DRAWER 
OUTFITS BACK! 


Pendaflex Desk Drawer Out- 
fits, No. 4042, are back! We 
have good quantities scheduled 
for early production. Shipment 
should be within 30 days on 
orders sent in now. Outfits are 
in letter size only. 
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Pendaflex frames and folders are again in full supply. 
We are now shipping all orders without delay. 


We can make all you can sell. (No, this isn't a post 
war promise; this is NOW!) 


Send in your stock orders today. No more sales-discouraging delivery 
delays. No more impatient customers, impatient to get Pendaflex at 
work in their filing departments, where it will cut filing costs 20%, 
and make filing and finding faster, easier, more accurate than ever 


before! 


Put your sales efforts back on Pendaflex. Cash in on the Pendaflex 
national advertising that will make your selling easier. Make extra 
profits now, new customers now, and lay a secure groundwork now 
for continued success with Pendaflex in the post war era. 


Want mats for local newspaper ads? 


Dealers everywhere are finding that our national advertising, run in 
local papers over their own name, is bringing in many prospects to see 
and buy the revolutionary new folder that hangs. Try it. You'll be sur- 


prised at the results. Write to us today for mats for YOUR local paper. 





ford 
FILING SUPPLY COMPANY 


340 MORGAN AVE., BROOKLYN 6, N. Y. 





125 SOUTH 8th ST., ST. LOUIS 2, MO. 


* Reg. U.S. Pat. Off 
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TO ALL OF / 


Voom 


300 EAST 145TH STREET NEW YORK 5l, N. Y. 
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Final victory is the sum of a thousand daily 
triumphs. Facing cataracts of destruction, 
a fighter masters fear... defying crippling 
shortages, a worker builds freedom’s arms = * 
... banishing heartache, a wife writes cheer- 
fully of home. Valiant heroes and humble 
citizens alike shall share the laurels of final 
victory, for each in his own capacity con- 


tributes to the indomitable spirit of America. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


e 
Makers of World Renowned Business Machines 


When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 


and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated. 
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tion. Iron and steel usage for clips, clamps, thumb 
tacks, perforators and punches, and certain types of 
fasteners and fastening machines was limited to 15 
per cent; for archboard and clipboard files, inked 
ribbon spools, and list finders, to 12% per cent of base 
year metal usage. 

Since iron and steel for the listed office supplies for 
military orders is no longer included in the iron and 
steel quota, civilian production may be increased 
slightly. Many of the manufacturers are in tight labor 
areas, however, and may not be able to obtain addi- 
tional labor for increased production. 


Use of iron and steel for the production of a few 
6 miscellaneous items, such as pins, rulers, yardsticks, 
1X . VA adhesive and gummed tape dispensers, previously re- 
Wy S ; i{* \ stricted by L-73, is no longer controlled by the order. 
iS Sa However, production of these items is not expected to 
SAN NY mw SN increase. In some cases, production is already at the 
i! \ \\ a RN capacity of the industry, while in the case of other 
y N)) = items the use of materials continues to be limited by 
“) /) / materials conservation orders. ( 

(i Manufacturers who did not use iron and steel in 
| making the listed office supplies in 1940 and therefore 
| have no iron and steel quota may apply for a quota by 

letter to the War Production Board, Washington 25, 

D. C., Ref.: L-73. The letter of application should 

specify the types of office supplies the manufacturer 

wishes to make, and what facilities he has for the 
purpose. 


Quotas will be assigned on an equitable basis in re- 
lation to the quotas assigned to other members of the 
office supplies industry, WPB said, and iron and steel 
will be allocated to the extent available. Production ( 
will be permitted only if it will not interfere with the 
use of materials, facilities, and labor for war purposes. 
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Manufacturers who wish to use more iron and steel 0 
in the manufacture of office supplies than is permitted 
by L-73 may apply for permission in accordance with B 


the provisions of Priorities Regulations 25 (“spot 
authorization” procedure). 


o 


WPB ANNOUNCES PROCEDURE BY WHICH OFFICE 
SUPPLY MAKERS MAY OVERDRAW STEEL QUOTAS 


Manufacturers of office supplies who wish to exceed 
the quotas for iron and steel usage established in Limi- 
tation Order L-73 were advised by War Production 
Board officials at the recent meeting of the newly- 
organized Office Supplies Manufacturers Industry Ad- 
visory Committee to apply for permission under Priori- 
ties Regulation 25 (‘‘spot authorization” procedure), 
WPB reported on November 16. 


Under PR-25, WPB representatives explained, manu- 
facturers who could use available labor and facilities 
for increased civilian production without interfering 
with war production may obtain deferred allotments of 
materials. Orders may then be placed to the extent 
of the allotments, to be filled after orders for materials 
obtainable under the Controlled Materials Plan have TI 
been filled, WPB officials said. tat 

They also suggested that committee members might 
be able to obtain materials from idle and excess inven- Th 
tories, in accordance with the terms of Priorities Regu- 


.Q\BLE se. 


A ii, e 
ff a 
~ a SS ~_ lation 13. Some committee members reported success 
Pe Fe ei in obtaining idle and excess materials suitable for the 
} : 7 ~— production of office supplies. Others reported diffi- 


ee 
i me culty in obtaining such material in needed sizes and 















gauges. 
America’s Outstanding Manufacturer of Fluorescent Lights. Several committee members said they expect to ex- 
Wire or Write for Catalog. plore the possibility of using aluminum for office sup- 






No order filled without priority. plies within the near future. 


The office supplies industry may experience increas- 
VAN ph 4.42 IN DICRB ECS ES ing difficulty in obtaining plastics, used for tacking 
. rac machines, map tacks, and other office items, WPB 
21st and Rockwell Sts. Chicago, Illinois representatives told the committee. Military require- 
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CONFUSION! Without the “THREE” it’s a growing 


menace in every office where the conflicting problems 


of reconversion and postwar opportunity converge. 


But you can end it . . . quickly. Earn profits, prestige 
and gratitude through Art Metal’s systematic ““ THREE” 


—the efficient machinery of success: 





Art Metal 


Jamestown, New York 
U:S.A 





Dabashe 


mn | 





‘ 
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| ‘ ust 


‘ \ | 
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They banish fumbling, misplacing, guesswork, hesi- 
tancy, and dependence upon often faulty memory. 


They create order, keep facts always available, instantly 


HEN THE "THREE" move \N 
CONFUSION STEPS OUT! 








visible. Calm the nerves of harried executives—simplify 


the tasks of all personnel. 


Yes, all over the country smart business men are saying 
that when the Art Metal ““THREE”’ step in—confusion 
steps out! You be the one who brings them in—and profit. 


Dealers wishing to secure an Art Metal fran- 
chise are invited to write Agency Division, Art 


Metal Construction Company, Jamestown, N. Y. 





YOU’RE FEATURED IN BUSINESS WEEK 
AND AMERICAN BUSINESS! 


All over the country, you, as Mr. Expe- 
diter, are entertaining and gaining the 
interest of business men by uncovering 
bewildering office conditions, and clear- 
ing them up with Art Metal Products. 








ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES 


*q subsidiary company 


1888 


SYSTEMATIZED EQUIPMENT 


POSTINDEX VISIBLE RECORDS 


1944 


RECOR OS Paw eUsiness 














STAR PERFORMANCE 


Typists who take pride in their work thrill 
to the new Codo CLEARTEX. The fine tex- 
ture fabric, high ink concentration and ex- 
tra length make possible a consistent excell- 


ence that brings compliments. 


Codo SUPER-TREATED, SUPER KOTE and 
KEEN RITE are all headliners in giving car- 
bon copy satisfaction. They give clean, 
sharp impressions for that extra number of 
copies. Five year guarantee against de- 


terioration. 


4 
JU 7 
vl uw : 
Code 
— The famous patented ‘Carbon 
t.40-— Gripper” backing sheet in every 
2 AA box of Codo Super-Treated, Super 
zi ses Kote and Keen Rite. 


(odo MFG. CORP. 


529 South Franklin St., 270 Lafayette St., 
Chicago7 New York12 
Factory: Coraopolis, Pa. | 
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ments for the raw materials needed to make plastics 
are high, they emphasized. 

Members of the committee are: Harold F. Graves, 
Wilson-Jones Co., Elizabeth, N. J.; Burton R. Green, 
Decorated Metal Manufacturing Company, Inc., Brook- 
lyn, N. Y.; LeRoy U. Jerman, The E. H. Hotchkiss Com- 
pany, Norwalk, Conn.; Paul J. Johnson, Oakville Com- 
pany, Division of Scovill Manufacturing Company, 
Oakville, Conn.; Fred R. Koenig, The Bates Manufac- 
turing Company, West Orange, N. J.; Harold D. Leach, 
George B. Graff Company, Cambridge, Mass.; F. A. 
Moreland, Fastener Corporation, Chicago; A. L. Reich- 
mann, C. Howard Hunt Pen Company, Camden, N. J.; 
Leroy A. Thompson, Bump Paper Fastener Company, 
LaCrosse, Wis.; R. B. Vail, Vail Manufacturing Com- 
pany, Chicago. 


a eee 
LEAD SHIFTS IN CHICAGO STATIONERS’ BOWLING 

The Shakespearean adage, “Uneasy lies the head 
that wears a crown,” might well have been referring 
to the current race of the Chicago Stationers’ Bowling 
League. For as the winter circuit reached its tenth 
evening, the Flying Forts found themselves plummeted 
into third place, and their former lead snatched by 
the Hurricanes with a 19 won, 11 lost, count. The 
Spitfires, tied for second at the end of the first six 
weeks, held tenaciously to that spot with an 18-12 
status. Even so, it still remains anyone’s race, with 
only seven games separating top and cellar spots. No 
change occurred in the individual series and individual 
single game races. 

The mid-season sweepstakes competition, in which 
all members will share in the prizes, is scheduled for 
the evening of December 19. 

A five-man team, comprised of the five men with 
the highest averages, as of November 10, has been 
named to represent the Stationers’ League in the Chi- 
cago Bowling Association Tournament, scheduled to 
run from December 2 to December 29, inclusive. Each 
man on the team will pay for his own bowling, the 
entrance fee to be defrayed by the Arena Alleys. 
Named on the Stationers’ team were J. K. Preston, 
Graver-Dearborn Corporation; Joe Zimbardo, Mar- 
shall-Jackson Company; W. A. Waldvogel, National 
Blank Book Company; Roy Hansen, Wilson Jones Co., 
and C. Babinski, Boorum & Pease Company. The 
team, captained by Preston, will bowl as the Aira- 


cobras. 
— 


W. A.A. JOHNSTON AD INTRODUCES SALES STAFF 

A unique one-column advertisement appearing in 
the Knoxville Journal of Sunday, October 15, has 
helped familiarize customers in the Knoxville, Tenn., 
area with the members of the staff of the W. AA. 
Johnston Company, oldest office machine firm in the 
city. Titled “Those Who Serve You,” the ad presents 
photos and names of the store’s five employees along 
with that of the manager, W. A. A. Johnston. A brief 
advertising message points out that the organization 
is capable of giving from one-to three-day service on 
typewriters and office machines, and that the firm is 
an authorized agency for L. C. Smith and Corona 
typewriters and adding machines, and R. C. Allen 
adding machines and calculators. 

COLLAPSIBLE TUBE SHORTAGE ANTICIPATED 

The Carter’s Ink Company, Cambridge 42, Boston, 
Mass., in their news-card of November 10, announced 
that the company had been informed that no further 
orders for collapsible tubes (used in the packaging 
of Carter’s adhesives) would be filled by their sup- 
pliers until March, 1945. Collapsible tube manufac- 
turers, it was explained, are withholding civilian 
output until the percentage of manufacturing capacity 
needed to supply heavy Government contracts for 
armed force uses can be determined. 

Carter’s added that while the news appeared serious 
at the moment, it was hoped that the situation would 
clear up sooner than expected. 
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SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD + LONG ISLAND CITY 1 = 
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MODERN DAY 
MIRACLES l 
IN PLASTICS. 


The PLASTIC PLATEN is one of the 
modern miracles of plastics. Tried, 
tested and proven, its superior per- 
formance is indeed a boon to thou- 
sands who use the typewriter. 


THE 
INVINCIBLE 100 
PLASTIC PLATEN 


is in use on thousands of typewriters 
and giving satisfaction because it em- 
bodies all of these important factors 
—NON-HARDENING in any climate 
or temperature. NON-ABSORBENT, 
not affected by oils, greases or sol- 
vents. RESISTANCE, a hardy resistance 
to type marks at all times. UNIFORM- 
ITY, of standard density, correct for 
all typing requirements—will not warp 
or shrink. 


Write today for complete information. 


The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 


AMERICAN 
WRITING MACHINE STORES 


DIVISION OF REMINGTON RANDINC. 


115 WORTH ST. NEW YORK 13,N.Y. 
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HARGEN CELEBRATES 30 YEARS WITH Y AND E 

Theodore Hargen, dean of Y and E district man- 
agers, late in November celebrated the termination of 
his thirtieth year as a traveling representative for the 
well-known Rochester filing equipment and supply or- 
ganization. 

Ted joined the company back in November, 1914. 
when he was employed by the New York office of the 


TED HARGEN 


Yawman and Erbe Manufacturing Company as a 
traveling salesman in the New England territory. Now 
district manager of the same territory he originally 
covered, he has won his way into the hearts of sta- 
tioners and office equipment dealers by his aggressive, 
conscientious assistance and advice. The Y and E 
veteran has long been active in the New England 
Travelers group and in National Stationers Associa- 
tion work. 

OFFICE APPLIANCES joins his wide circle of friends 
in congratulating him on his 30-year period of service, 


a record of which he may well be proud. 
—xo—<—--—_— 


FRIBEN 


@UTGMATIC CALCULATORS 


NEW HEADQUARTERS OF THE FRIDEN CALCULATING MA- 
CHINE CoO., INC., IN NEW YORK.—Opened late in October in 
the Friden Building, 336 Madison Avenue, the new offices 
house both the New York City and eastern sales and service 
division. Top, as the store appears at night to the Madison 
Avenue pedestrian. Below, general view of attractive interior. 
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FOR DIVIDENDS 
IN PERFORMANCE 
USE 


GRAND 
PRIZE 


Typewriter Ribbons 
and Carbon Paper 


Let the special quality-fea- 
tures of Grand Prize Type- 
writer Ribbons and Carbon 
Paper help you to get the most 
out of war-weary typewriters. 








More than 50‘, of our produc- 
tion is now at work for the 
government, armed forces 
and war industriés. 


BUY WAR BONDS 
AND KEEP THEM 


PACIFIC CARBON 
& RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, California 
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Harvey Freeman, who recently established an office 
supply business in Long Beach, Calif., was a visitor on 
October 23, just after the November issue had been 
put to press. Having other business interests, Mr. 
Freeman was in Chicago to make a number of calls 
other than those related to office equipment and sup- 
plies. He reports a continued demand for merchandise 
in California and an increasing flow of supplies. 


Clay Horn, who organized a business under the name 
of Clay Horn, Inc., Terre Haute, Ind., a short time 
ago, was a Guest Book signer on Tuesday, October 24. 
Out of an experience of 20 years in the industry in 
another state, Mr. Horn is making rapid progress in 
the development of his new retail office supply busi- 
ness. He was in Chicago placing orders for merchan- 
dise, and expressed gratification about his success in 
getting some of his orders filled immediately while 
delivery promises on other items indicated shorter 
delays than in the past several months. 


Paul Cheney, Southworth Company, pulled our latch 
string on October 24. A visit with Paul is always of 
interest. His contacts cover the country from coast to 
coast, giving him a broad perspective of conditions in 
general. In conversation with him one cannot fail to 
gather beneficial knowledge of what is going on in 
the field. A 


R. V. Potteiger of A. P. Little, Inc., Rochester. 
N. Y., called at the office of this journal, accomvanied 
by Robert H. Melsome, his Chicago representative, on 
November 15. Mr. Potteiger’s business experience has 
had to do with ribbons and carbons from the begin- 
ning, although he entered the industry as a tvpewriter 
salesman. He is an aggressive producer who has very 
definite ideas as to what he wants and acts accord- 
ingly. There is nothing static in his make-up. His 
active, probing mind makes him a stimulating visitor. 


Harvey Rockwell, vice-president of Yawman and 
Erbe Manufacturing Company, registered with the of- 
fice of this journal by telephone November 18. He was 
in Chicago in connection with the appointment of a 
new distributor, to be recorded in the January number 
of OFFICE APPLIANCES, and for other purposes. 


Major H. G. St. V. Beechey, managing director of 
Beechey & Underwood, Ltd., Auckland, New Zealand, 
signed the Guest Book November 22. On leave from 
the New Zealand army, he had been in the United 
States three months during which period he spent 
much of his time with American manufacturers whom 
his company represents, including Underwood Elliott 
Fisher Comrany, Monroe Calculating Machine Com- 
pany, A. B. Dick Company, Bircher, Inc., Simplex Time 
Recording Company, and others. He foresees much 
greater business activity for his country in the post- 
war period than it ever attained in the years preced- 
ing. A brief story about Beechey & Underwood, Ltd., 
wil appear in the January issue of this journal. 

In common with many others from various parts of 
the British Empire, Major Beechey finds American 
offices too warm and stuffy. For that reason he partic- 
ularly appreciates air-conditioned trains. 
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A NEW way To STEP UP 





TRUE-TONE COLORS 


SKRIP is available in Permanent V-Black, 
Blue-Black, Royal Blue, Red—and in Wash- 
able Black, Blue, Green, Purple, Brown. 





SKRIP has created a new trend in personal- 
ized greeting cards and stationery—a 


trend that means more sales for you! 











Discuss this plan with your 
Sheaffer salesman—he has 
an effective Skrip Color Chart 
Display Card to help you sell! 


SHEAFFER'S 
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Personalized 


reeling Cord Sales! 


Display all 9 colors of SKRIP in connection with 
your greeting cards and stationery and watch 
sales soar! 

SKRIP in nine TRUE-TONE colors is ideal for 
harmonizing with greeting cards and personal 
stationery. 

And the story of SKRIP, through America’s 
greatest magazines and newspapers is being 
hammered into the buying consciousness of the 
American public via Sheaffer's tremendous ad- 
vertising barrage ... 59 magazines, 107 news- 
papers, 896 issues—a total of 741,514,450 
separate reader impressions! (See black-and- 
white reproduction of typical 4-color SKRIP spe- 
cial position newspaper advertisements above.) 

Now is the time to feature SKRIP, to cash in 
on its ever-growing demand, to let SKRIP sales 
boost greeting card and stationery sales! 


W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa 


89 












BARKLEY 
plastic tab tudexes 


1 NOSTOOPING! (\ ; 


3.NO SCRATCHES! ©) 


4 


2.NO EYE STRAIN! 


— 
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BARKLEY Plastic Tab Indexes create 
new filing comfort and efficiency. 
Save valuable filing space — their 
only thickness is above the card 


level. 


Show the MAGNIFIED VISIBILITY, 
the ANGLED VISION POSITION and 
the SPACE SAVING features of this 
unique index tab, and you'll have 
customers appreciative of your alert 
interest in improving their filing effi- 


ciency. 





Established 1921 


L. L. BARRLEY & CU. 


Manufacturers of Filing Supplies 


517 S. JEFFERSON STREET CHICAGO 7, ILL 
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SUGGESTIONS FOR THE CHRISTMAS SEASON 


Let’s take a look at some of the Christmas promo- 
tions to be planned and executed by stationers during 


| this holiday season. 


First of all, don’t overlook issuing “Business Bonds.” 
These are certificates issued in amounts of $1.00 
through $50.00. They can be used any time during the 
coming year for merchandise on your shelves. Busi- 
nessmen can give them to other business friends or 
to members of their office personnel at Christmas 
time. They are convenient and make the ideal gift 
for business executives who can’t decide just what to 
give a business associate at the holiday season. 

Then don’t forget to set up your “Christmas Gift 
Counter.” This counter, like Gaul, is divided into three 
parts. One section has a table card reading, “Gifts 
for Executives and Business Friends.” Here may be 
found books on business subjects, pens, pencils, diaries, 
office supplies, leather goods, and so on. Another 
section reads, “For Your Stenog.” Here are items help- 
ful to a stenographer or filing clerk in her daily work. 
A third section reads, “For Those in the Service.” 


Many businessmen have close friends, or even sons 
and daughters, in the service. The wise office appli- 
ance dealer will have a wrapping and mailing service 
whereby the gift chosen can be wrapped and sped on 
its way. Busy businessmen hate to bother with any- 
thing beyond the actual purchase of Christmas items. 


It’s worth while to type a personal letter to each 
executive customer wishing him or her a Merry Christ- 
mas. The letter should definitely not contain any 
sales appeal, nor should it be mailed unsealed or un- 
signed. A friendly wish for a sincerely pleasant 
Christmas—that’s the desired motif. 


In the direct mailing line it is desirable, around the 
middle of November, to write a personal letter to cus- 
tomers asking them if they have any particular needs 
for “scarce items” this Christmas. If they have and 
will so advise the dealer within five days of the letter’s 
receipt, the dealer will make a special effort to secure 
them. No promises as to specific deliveries can be 
made, but at least the effort will be expended by the 
dealer. 


Run an ad in the newspaper entitled “Count Your 
Christmas Blessings.” There follows a list of items 
available for the office at this writing that weren’t 
on the available list last Christmas. 


Don’t overlook sending an inexpensive “Christmas 
Memo Pad” to all customers—whether in the executive 
or office-worker category. Such a pad should save 
space to write in names of those to be remembered 
at Christmas time, with space to list suggested gifts 
and price ranges. With the pad goes a reminder that 
the office appliance dealer will be happy to suggest 
suitable gifts for executives and office-worker friends 
and acquaintances in distant cities, and to mail selec- 
tions. 


It’s worth while dropping a post card each week dur- 
ing the first three weeks of December to all patrons, 
reading, “Have you forgotten anyone this Christmas?” 
Stay open until 11:30 p.m. Christmas Eve and have a 


| special “Carol Service” at the store for executives and 


office workers who want to congregate and sing a few 
carols together. Invite them to bring their wives and 
families. Your floor space may be crowded but it will 
be an adventure in good fellowship which you will 
never forget. 


Finally, don’t overlook the fact that executives and 


| office workers have children of school age. Plan a 


window chock-full of practical gifts for school-age lads 
and lassies. Run a newspaper ad and use time-signal 
radio spots reminding the community in general, and 
your customers in particular, of the fact that you do 
feature items with definite child-appeal.—EAC 
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“Beyond the sousid’of marching feet, 


Beyond the: shell and cannon roar, 
The nies of the World retreat 


A oe Jigs. Spirit evermore. 


je 


ex on this Blessed Christmas Day, 
When hearts and soils are shorn apart, 
Show. us Thy Holy, Righteous way, 
Give us she earns of Thy Heart. 





Ke tdicd: upon the Christmas Tree, 
> Pray that the world will soon disperse, 
These hearts. srown old from enmity, 
Give Peace,their lives to reimburse. 


see 


As: once in Bethlehem there shined, 

A Star of Hope that did not wane— 
Give us another star to find 

To’ tight Thy-Children’s World again... 


ee 
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DEALERS 


One Source of Supply Under One 








Brand Name For All Your Duplicat- 


ing Supplies, Typewriter Carbons 


and Inked Ribbons. 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do It Right uxth Copy bute” 
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ELMER LONG BECOMES VICE-PRESIDENT OF 
STEVENS, MALONEY & COMPANY OF CHICAGO 


On November 15, 1944, Elmer E. Long, well known 
in the stationery industry in Chicago since 1930, joined 
the staff of Stevens, Maloney & Company as vice- 
president and sales manager. His responsibilities will 
include sales supervision, customer -relationship and 
all other factors related to sales activities. He brings 
to his new connection a fine skill and appropriate 
experience, and finds in Stevens, Maloney & Company 
a successful organization with a high prestige built 
up in the 43 years since its founding in 1901. The 














E. E. LONG 


work he takes over will relieve G. O. Stevens of part 
of the heavy load he has been carrying in both the 
sales and merchandise departments. 


Mr. Long started his career in the stationery in- 
dustry as a salesman with the Horder organization in 
1930. Six years later he was appointed city sales 
manager. In 1939 he resigned to enter a business in 
another field. That activity lasted until 1941, when 
he returned to stationery as a sales representative of 
the Marshall-Jackson Company, continuing that re- 
lationship until the change last month. 


The executive staff of Stevens, Maloney & Company 
is now as follows: Charles A. Stevens, president and 
treasurer; G. O. Stevens, vice-president; E. E. Long, 
vice-president and sales manager, and Charles Ziesk, 
secretary. 


—>e—_ 


NEW G-W PUBLICITY GIVEN FEMININE SLANT 


Building on its coined word, “Find-I-Tis,” meaning 
the inability to find what has been filed, The Globe- 
Wernicke Co., Cincinnati, Ohio, manufacturers of office 
equipment and filing supplies, has developed a mailing 
piece that is really new, different, and designed to 
catch the feminine vote on the purchase of office 
equipment. 

The strategy starts with the envelope, directed to the 
secretary of the addressee, and carrying a message in 
both Gregg and Pitman shorthand which is calculated 
to arouse her interest. Inside is a booklet entitled 
“Find-I-Tis—Its Causes and Cure ... With Some 
Helpful Hints on How to Make Your Filing Easier, 
Quicker, Surer.”’ 

The book is written throughout with a light and 
friendly touch, is printed in two colors, and decorated 
with gay, amusing marginal sketches. It is breezy 
reading, yet it gives the reader a comprehensive plan 
for setting up a new correspondence file or for over- 
hauling an old one that is no longer functioning 
smoothly. General rules of filing and alphabetizing 
make it a handy reference book to keep in any office, 
where it acts as a constant reminder of Globe-Wer- 
nicke products by frequent reference to them and to 
the advantages they offer —RCE 
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Big Profits Paid 


for Visible Record Prospects 


in Your City 


New HANDIFAX Sales Plan 
Offers Opportunity for Live Dealers 


Exclusive to You—Little or No Investment 


1. You Find the Prospects 


2. We Work Out Details of Installations 
for Your Prospects 


3. We Help You Close the Sales 


4, You Earn 30% to 50% on Orders 
and Re-orders 


HANDIFAX Visible Records have been in national 
daily use for more than ten years. ‘They are used from 


With the possibility of war ending in the not distant 
future business men are looking to the re-vamping of 
their business records. ‘They are planning to install Coast to Coast in many important Business Firms and 
effective business controls. We need you to help us Government Departments, federal, state, county and 
locate these Prospects and develop their interest. You municipal. 


can do this because of experience and intimate familiar- HANDIFAX is one of the most convenient, port- 
d y , 








ity with your local market. 

There is a large potential market for HANDIFAX 
Visible Record installations and, beyond that, a profit- 
able volume of re-orders. We carry HANDIFAX 
stock and ship direct on your orders. Individual sales 
range from a few dollars to $10,000—from 100 cards 
to 100,000 cards or more. 


We maintain at our St. Louis plant a staff of men 
who will recommend proper Standard Forms or plan 
and create Special Forms, and also suggest procedure 
and type of equipment best suited to the individual 


needs of your Prospects. 


able, flexible, economical and satisfactory visible record 
systems sold and used in America today. It sells for 
one-half (1%) the price of other visible record systems. 
It has many exclusive features. It cuts clerical costs. 
An executive can look at the face of ten (10) com- 
pact, portable panels of HANDIFAX and get a quick 
survey of correlated facts on 200 different situations. 


“Visible Facts Inspire Profitable Acts.” 


Phone, wire or write for HANDIFAX Dealer Plan. 


Please let us know your experience and qualifications to 


act as our exclusive HANDIFAX Visible Record 


Dealer in your City. 





Ross-Gould Company, 313 N. Tenth, St. Louis 1, Mo. 


Phone Central 1646 


HANDIF AX Visible Records -- St. Louis 
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The Peacemaker 


"Colonel Colt" was the peacemaker on the 
frontier. Handy and useful in nearly all necessary 
activities, he always was ready to protect life and 


property when the chips were down. 


And so it is with our own products and services. 
The chips are down. Our total output is doing a 
full-time war jeb with nothing left over for civilian 


requirements. 


But the time will come when our efforts are re- 
directed to peacetime work—to aid in solving 
the filing equipment problems of our friends. 
When that glad day comes you will find the same 
old willingness to serve and the produet ‘Andy 
units of steel" better than ever. Our experience 
in producing the sinews of war will be of benefit 


to you during the days of peace. It has shown us 


means by which our good service can be made 


better. 


DERS on-Hickey Go. 














INC. 


GENEVA 
ILLINOIS 


Nanay ni 
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UEF EXECUTIVES NAMED TO NEW POSTS 
Fred D. Lehn has been appointed assistant secretary 
and assistant treasurer, and John M. Thompson, MJr., 
director of the international division of the Underwood 
Elliott Fisher Company, according to a recent an- 


























FRED D. LEHN JOHN M. THOMPSON, JR. 
nouncement by Philip D. Wagoner, president and gen- 
eral manager of the company. 

Mr. Lehn joined Underwood in 1929 and for the past 
ten years has served as director of the international 
division. 

Mr. Thompson, who succeeds Mr. Lehn in this post, 
filled executive posts with the International Telephone 
and Telegraph Corporation, Mexican Eagle Oil Com- 
pany, The Texas Company, Sinclair Oil Company, 
Guaranty Trust Company and the Mexican Telephone 
and Telegraph Company prior to joining Underwood 
Elliott Fisher. He was executive assistant to the pres- 
ident of UEF and assistant chairman of the Carbine 
Industry Integration Committee before his new ap- 
pointment. 





WHAT NSA VISITORS GLIMPSED AT THE MELIND 
“PEEP-HOLE” EXHIBIT.—A real test of memory was this 
set-up, used as a basis of the contest held at the Louis 
Melind Company booth at this year’s NSA convention. 
Half-minute “peeps” were alloted contestants, after 
which they listed items from memory. Winner of the first 
prize War Bond was Stan Ryding, Ryding Co., Seattle, 
Wash. Other prize-winners: Harold W. Gale, Swan Prtg. 
& Staty. Co., Buffalo, N. Y.; James W. Henderson, Coe 
Bros., Inc., Springfield, Ill.; Joan Willander, Thomas 
Groom & Co., Boston, Mass.; Helen Smith, William J. 
Smith Co., Denver, Celo.; Rose Dianne Powell, A. W. 
Faber, Inc., Chicago. 


G-W ENTERTAINS AIRCRAFT GROUP 

The Globe-Wernicke Company was host to members 
of the» Central Aircraft Counsel on an _ inspection 
trip through the plant on November 15. J. S. Sprott, 
president of the firm, acted as guide to the group, 
composed of aircraft and aircraft parts manufac- 
turers, whose purpose is to exchange ideas on manu- 
facturing procedures and technique.—RCE 
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This is the third in a series of 
case histories about Old Town dealers 





Pe 


“One of the Best... 


MOVES I EVER MADE WAS WHEN I TOOK ON 


the OLD TOWN FRANCHISE” 


—says Mr. Hansen of Withee, Wisconsin 











Yes—“You can’t sell them anything else,’ Mr. Hansen informs us in 
connection with Old Town products. And in one way or another, his 
sentiments are echoed by dealers all over the country who own an 
Old Town franchise. The facts are right there in their sales records 
... in unquestionably impressive figures. 

And this driving sales power of the exclusive Old Town franchise can 
make and keep customers for you too. . . will triple your sales. For this 
simplified, but complete, high-quality yet low-cost line includes only 
tested best sellers, not in carbon papers and ribbons alone. . . but in 
duplicating supplies as well—a real free-flowing source of easy profit, 
whose possibilities haven’t even been tapped by most stationers. And 
ssineneliee—— oll these Old Town items are designed for all kinds of 
office and duplicating machines, without partiality. 

Here’s a sure business-getting line that hikes your dollar volume at 
once .. . and stakes down your profitable post-war future for keeps. 
It’s certainly worth taking on! 


Investigate the Old Town Franchise now. 
Your trading area may still be open. 





RIBBON & CARBON CO. une. 


Foremost Mokers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK 
Sales and Service Everywhere 
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“My customers think 
Old Town products are tops” 


"We don't hesitate in telling you that one of the 
best moves we ever made in all the years that we 
have been in business, is the time we took on the 
Old Town line. You recall, we wrote you by mail 
and got started that way. Incidentally, once a cus- 
tomer has bought Dawn Carbon, no one can sell 
them anything else. Your attention to matters we 
write about is about the finest of any firm we deal 
with. Our sales have tripled since we have taken 
on the Old Town line.” 


HERE’S WHY STATIONERS LIKE THE 
OLD TOWN FRANCHISE... 


Because of PRODUCTS ... 


A more complete line. A simplified line, trade- 
marked and grade-marked. An accepted line. 
All fast-moving items. Builder of repeat sales. 


Because of PROMOTION ... 


Hard-hitting dealer helps. Local selling ads. 
Consistent magazine advertising. 


Because of PROFITS... 
Priced right to give you liberal margin of 
profits. Widening market and growing demand 
mean quick turnover. 


Because of PROTECTION ... 
An exclusive territory. All orders go through 
your books. You are fully protected . . . ready 
to grow with us. 
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CHAIR IRONS 
STILL RESTRICTED 


WPB has not removed the re- 


strictions on the use of chair 
irons, but they have relaxed them 


“ 


to some extent and given “spot 


authorization” to some chair man- 
ufacturers who have been able to 
obtain these fixtures. Steel has 
been allotted to the manufactur- 
ers of these irons, but two of the 
suppliers are still engaged in War 
work and so cannot produce these 
items. Thus, we are assured of 
a supply of these pre-war irons, 
but there is still considerable un- 
certainty as to when we will get 


deliveries. 


e 
PRODUCTION 
OF SECRETARIAL DESK 
FIXTURES INCREASING 


The manufacturers of the metal 


fixtures for Secretarial desks, re- 


port that they are now able to 


step-up production of typewriter 


fixtures. This means that the 


desk manufacturers will soon be 





able to make more prompt ship- 


ments of your orders for these 
items. By the first of the year, 
your order for these desks should 


be shipped on regular schedule. 


LUMBER SITUATION 
SLIGHTLY IMPROVED 


Members re- 


INSTITUTE 


port that they have been able to 


Most 


improve their lumber stocks since 
the issuance of Direction 7 by 
WPB. This permits users of hard- 
wood to purchase such lumber if 
the sawmill does not need it to fill 
War certified or- 


orders or other 


ders. 


7S ANNUAL 
SCHEDULED 


INSTITUT 
MEETING 


The INSTITUTE’S Annual Meet- 


ing is being held at the Statler 
Hotel in Washington, D. C., on 


December 7th, 8th and 9th. A 
large part of these sessions will 


be devoted to the approval of the 


engineering 


final details of our 
and development work on desks, 
tables, chairs and other office 
furniture to be introduced after 
conditions 


Victory or whenever 


permit. 


PRS 


Season's Greetings 


We wish to take this opportunity 
to extend to you our best wishes 
for a very Merry Christmas, and 
our hope that the coming year 
may be the most prosperous and 
eventful one in the entire history 


of the office furniture business. 


MAN? 


Secretary 








OFFIC 


FURNITURE INSTITUTE 





American 


Security Building 











WASHINGTON 5, D. C. 
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Who Has the Quick“ WORD’S-EYE” View? 


That’s easy to see. For even the magnifying glass is 
apt to fail when carbons are faded and blurred. It is 
just such records that sacrifice speed and accuracy. 

And unreadable records have no place in business 
today. Not when Uarco continuous-strip forms give 
you a quick “word’s-eye” view of the what, where 
and when of every business transaction at a glance 
- .. record forms with fresh carbons that assure 
legibility on every copy. Thus ove person at one 
writing can lessen the possibility of errors all along 
the record route, from buying to billing. 

Uarco continuous-strip forms are scientifically de- 
signed to meet individual record-keeping problems 
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... to eliminate repetitive actions and time-wasting 
getting-ready-to-write operations. Uarco records are 
made for either handwritten or machine-written use. 
They may be carbon interleaved or non-interleaved; 
may be used in a Uarco Autographic Register, type- 
writer, billing or tabulating machine. 

For over 50 years, Uarco has been designing better 
business records. If you have a record-keeping prob- 
lem, why not call in Uarco? It will cost you nothing 
to have a Uarco representative call on you today. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland e Offices in All Principal Cities 


HANDWRITTEN » TYPEWRITTEN © BUSINESS MACHINE RECORDS 


me ve Be 
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REG. U.S. PAT. OFF. 


THE NATIONAL STANDARD FOR SAFE, 
ECONOMICAL, EFFICIENT RECORD 
STORAGE FOR MORE THAN 25 YEARS 


The leadership of Liberty Boxes quickly estab- 
lished over a quarter century ago has been 
constant through the lush of prosperity, the 
trials of depression, and new through the un- 
certainties of war. Top quality at the right 
price, and fair treatment of our dealer organiza- 
tion is responsible. 

Today our dealers have helped us in a concen- 
trated effort to get Liberty Bexes into War 
Plants, Government Offices, and Essential 
Industries where they are aiding the war effort. 
That this has been accomplished is proved by 
a glance at this representative list of but a few 
of the Essential Industries using Liberty Boxes 
for preserving their vital records. For this 
patriotic job we humbly thank our dealers and 
ask that they continue the good work. 

In this way our allotment of board is being 
fairly distributed through the greatest number 
of dealers to the plants where Liberty Boxes 
serve the war effort best. 

PLEASE NOTE: 

Liberty boxes are being shipped promptly direct 
to War Plants. Government Offices, and essential 
Industries. Send your orders to us: (1) giving your 
customer’s name, address and erder number. 
(2) Include a statement regarding his percentage 
of war work. (3) Instruct us to make shipment 
direct to your customer. (4) Advise whether ship- 
ment is to be sent Prepaid or Collect, F.O.B. 


Chicago. 


BANKERS 


536 SOUTH CLARK STREET 
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WEST COAST FIRM COMPLETES EXPANSION 


Stockwell & Binney have just completed improve- 
ments that double the floor area of their store at 
Riverside, Calif., providing 3,000 square feet of badly- 
needed display space for office equipment, typewriters, 
adding machines, duplicators and engineering supplies. 

Rapid growth of the firm’s gift department has re- 
sulted in a pressing need for additional floor space. 
The problem was met by taking over the basement 


EXPANDED STOCKWELL & BINNEY QUARTERS AT RIVER- 
SIDE, CALIF.—Third addition of space for the company in 
Riverside during the past decade, the recent acquisition will 
be used for the display of office equipment, office machines 
and engineering supplies. Top, general view of complete 
office equipment display; center, executive desk display with 
emphasis on modern designs and conference-type styles; 
bottom, additional floor space which will eventually be 
devoted to the display and sale of office machines. 


——_—_¢ <= 


under the firm’s store and converting it into a spacious, 
well-lighted salesroom. 


The new addition makes possible an adequate dis- 
play of the various grades of office furniture carried 
in stock. Drapes, pictures and floor coverings have 
all been selected to provide an effective setting for the 
executive suites which are now featured by the com- 
pany. 

Over 300 of the firm’s customers visited the new 
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towels or other waste 
material accumulates 





Bainbridge Fibrean 


THE BASKET KNOWN TO A CONTINENT 
Distributed by 


BAINBRIDGE, KIMPTON & HAUPT, Inc. 
New York 8, N. Y. 
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We welcome this oppor- 
tunity of thanking our 
dealers for their loyalty 
and sympathetic under- 
standing of our prob- 
lems during the past 
year. With Victory in 
the offing, we are mak- 
ing important plans for 
the future in which 
every Meilink dealer 
will participate. 

Season’s Greetings and 
Best Wishes to all our 


friends in the trade. 


MEILINK STEEL 
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display at a preview showing for which special invita- 
tions were issued. 

This is the third expansion of Stockwell & Binney’s 
activities in Riverside during the past ten years. The 
year’s improvement program, in addition to the River- 
side expansion, included a 50 per cent increase in the 
floor space of their San Bernardino store, also in 
preparation for the release of office machines and 
equipment for civilian use. Organized in 1926, the 
company now employs a total of 62 people and is a 
major factor in the distribution of stationery, office 
machines and equipment in two of southern Califor- 
nia’s important counties, Riverside and San Bernardino. 


a 


WONDERS ELECTED CARTER’S VICE-PRESIDENT 
S. D. Wonders, general manager of The Carter’s Ink 
Company was elected to the office of vice-president at 
a recent meeting of the directors. This office has been 
vacant since the retirement of Charles B. Gordon a 
number of years ago. 
Keenly interested in all phases of marketing, Mr. 





Cc. D. WONDERS 


Wonders’ greatest contribution to the success of the 
company has been his continued insistence that Car- 
ter products be of the finest quality possible. His 
training as an engineer has enabled him to approach 
the problems of development and production with a 
thoroughly practical viewpoint. 


o— 


NIX AND BIRCH TAKE OVER DISTRICTS FOR G-W 


The Globe-Wernicke Co., Cincinnati, Ohio, has an- 
nounced the appointment of two new district repre- 
sentatives—Homer Nix, who will cover the south- 
eastern states formerly serviced by Jim Drane, and 
John Birch, who will represent the company in New 
England. 

Mr. Nix, an Atlanta native now residing in JacKson- 
ville, Fla., has been selling office equipment and sup- 
plies for more than 20 years. During most of that 
period he was salesman for the H. & W. B. Drew Com- 
pany of Jacksonville, but more recently was southern 
representative for Mittag & Volger, Park Ridge, N. J. 
Conversant with all phases of the stationery field, he 
is capable of rendering valuable advice to dealers in 
Florida, Georgia and South Carolina. 

Mr. Birch, on the other hand, was born in Delaware, 
and claims to be a Yankee by adoption. His home near 
Boston is ideally situated as a central point from 
which he may quickly reach dealers in Maine, New 
Hampshire, Vermont, Massachusetts, Connecticut and 
Rhode Island. His entire business career has been 
devoted to selling, eight years of which were spent 
with Minnesota Mining and Manufacturing Company, 
prior to his signing up with Globe-Wernicke. His 
belief that successful selling is always based on service 
should assure his success in the New England area. 
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INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE War Tax Record that offers your customers every essential feature. Original, 
genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 
and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 


PLACE SAMPLES OF ALL WAR INCOME TAX RECORDS SIDE BY SIDE AND 99% 
) OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 


Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have a simple, easily 
kept record of business income and expense, and to avoid tax penalties and overpayments. The LIBERTY 


is a sure REPEATER. Once used, always used. 





FREE SELF DEMONSTRATORS 27 year established retail price 


FOR WINDOW AND COUNTER USE — 
Generous Discounts Improved 1945 Edition 
for High Markup Strictly up-to-date 











ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING C0., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 27 years 
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ENVELOPE COMPANY # 


General Office and Factory 
Quality Park 
St. Paul 4, Minnesota 
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Chicago Office and Warehouse 
' 564 W. Monroe Street 
Chicago 6, Illinois 
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Christmas 1944 


For the twenty-sixth time 
Quality Park extends to 
you warm, sincere Holiday 
Greetings. This is the 
fourth Christmas season we 
have been at war — and 
we hope the last. We join 
with all in a prayer for 
those in service who are 
making sure that the Spirit 
of Christmas lives on; that 
mankind can live in peace; 
that for years to come, not 
only Americans but all 
civilized people can say: — 


MERRY CHRISTMAS and 
HAPPY NEW YEAR! 














December, 
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NOMDA DISTRIBUTES NEW BYLAWS TO MEMBERS 
Mailed to each member of the National Office Ma- 


chine Dealers Association with the Weekly Letter of | 
November 1 was a new 24-page booklet of bylaws | 


adopted at the Atlantic City convention in June, 1944. 


Included in the new bylaws, which comprise 12 | 
articles, is a code of ethics adopted by the members | 


of the Association. Joe M. Hicks, NOMDA executive 
secretary, urged in the letter accompanying the book- 
let that members feel free to make recommendations 
for changes in the bylaws to M. Teschion, 95 East 
Fifth Street, St. Paul 7, Minn., chairman of the bylaws 


and constitution committee. 
= 


RHODES NEW REMINGTON DIVISION SALES HEAD | 


W. A. “Dusty” Rhodes, formerly adding-bookkeep- | 


ing-calculating machines branch manager for Rem- 


ington Rand, Inc., at Los Angeles, Calif., has been | 
made general sales manager of the division, according | 


to an announcement released by the company re- 














W. A. RHODES 


cently. He will be headquartered at the company’s 
general offices in Buffalo, N. Y. 

Mr. Rhodes has been connected with the “ABC” 
division of Remington Rand for 23 years, during which 
time he has advanced from the position of sales rep- 
resentative through district manager, sales supervisor, 
and branch sales manager at Seattle, Wash., to his 
last field assignment as branch manager at Los An- 
geles. He brings to his new position a sound knowledge 
of the company’s products and markets, and recog- 
nized ability as an organizer and manager. 

Under Mr. Rhodes’ direction, R. M. Dunn will con- 
tinue in his present capacity as sales manager for 
Remington Rand bookkeeping and fanfold machines, 
and R. V. Huff as sales manager for Remington Rand 
calculating and adding machines. 

—_———— Oo 


MELIND DETROIT OFFICE CHANGES ADDRESS 

J. Hoffman, manager of the Detroit office of the 
Louis Melind Company, Chicago, marking equipment 
manufacturers, has announced that the Detroit branch 
has been moved to larger quarters, Room 400, Mar- 


quette Building. The new office provides a space in- | 


crease of about 25 per cent, permitting a considerable 





increase in the number of Justrite items carried in | 


stock. The telephone number of the Detroit office, 
CADillac 2239, will remain the same. 
————o—__- 

INDIANAPOLIS FIRM EXPANDS BUSINESS HOME 

Harold J. Hampton, president of the Indianapolis 
Office Supply Company, Inc., Indianapolis, Ind., has 
announced the recent acquisition of 10,000 square feet 
of additional floor area. The new space will be util- 
ized by the furniture department, to be enlarged about 
January 1. Personnel will also be expanded at that 
time. 

The firm was recently named an agency of The 
General Fireproofing Company, Youngstown, Ohio, and 
of Acme Visible Records, Inec., Chicago. 
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LEDGER - RING BOOK 


INDEXES 


@ Leather Tabs ® Cellulose Tabs 
® AICO GRIP Insertable Tabs 

® Reinforced Binding 

© All Standard Sizes 


© Numerical, Geographical, 
Alphabetical, Monthly Indexes 


Quality indexes to fit the job 


a 











AICO-GRIP TABBING 


om mee S$ LOOSE LEAF INDEXES 
BEL nu DESK PADS and 
447. ACCESSORIES 
iat SHOP TICKET HOLDERS 


« 
f YyNtht 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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BANKER'S STEEL NOTE CASE 


A strong, durable, convenient case 
for notes, documents or other val- 
uable papers. Heavy guage furni- 
ture steel slocivically welded. 





STEEL LETTER TRAYS 


In legal and letter sizes. Artis- 
tically designed. Equipped with 





CARD INDEX BOXES 


For 3x5, 4x6 and 5x8 cards. 450 card rubber domes. Can be built up 
capacity. Made of best grade furniture steel, into tiers of any desired height. 
electrically welded. Hinged top. Protective 

domes on bottom. 


STEEL UTILITY 
CABINETS 


Made in 9 drawer, 18 
drawer and 27 drawer 
units for a myriad of uses 
in factory or office. Built 
to last a lifetime. Oven 
baked finish. Additional 
partitions for dividing 
drawer space to suit con- 
venience, 





BLUE PRINT CABINET 


Blue prints, drawings, maps and tracings are 
maintained in safe and orderly fashion in this 
8-drawer steel cabinet. Drawers glide freely 
and easily. A hood in rear and compressor in 
front keeps contents in perfect order, 








WHEN STEEL 


AGAIN 


AVAILABLE 


STEEL CARD CABINETS 


Made for all standard card 
sizes, in both single and double 
drawer units and in three depths 
12", 15" and 18". Individual 
drawer stop-spring compressor 
—rubber feet—stacking device. 





VTC VS BERT 


ee ane | 
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COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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THESE FAMILIAR 
PROFIT-MAKERS 
WILL BE BACK IN 
TOUR. STIOCE .... 


STEEL STORAGE CABINETS 


Sturdily constructed of heavy guage steel has 
many office applications. Doors are thoroughly 
reinforced with 2-way locking device controlled 
by paracentric lock. 2 adjustable shelves. 








STEEL CASH BOXES 


Made in 14 sizes, these modern de- 
signed cash boxes are extremely 
attractive and serviceable. One 
piece top. Sunken handle. 


STEEL LETTER FILE 


Made of heavy furniture steel, electrically 
welded throughout. Used as active file or 
transfer case. Can be interlocked into solid 
batteries. 





SELF RAISING TRAY 
CASH BOX 


Particularly efficient for 
rapid operation, the tray 
raises automatically when 
box is opened. 


STEEL PORTABLE DESK FILE 


This handy unit, a combination 
letter file and safety personal 
compartment, enables execu- 
tives and secretaries to keep 


STEEL PRIVATE FILE confidential papers and docu- 


‘ ment i 
A personal file of utmost convenience s really private. 


and utility for confidential papers. 
Equiped with complete filing system. 
For office or home. 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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SHES TARGET AR (MRO 


There's a "bull's-eye" in the making for 
Indiana Desk dealers. We're drawing a bead 
now on the desk market of tomorrow. . . 
our expectations are great . . . our enthusi- 
asm is certain to produce significant results. 
You as a dealer must also be thinking of the 
future . . . of what it holds for you in the 


sale of office furniture. Post-war will present 





a challenge to you but we also feel it will 
be attended by great opportunities. So... 
while we continue to bend every effort 
towards supplying current desk needs, we 
cannot help but dwell occasionally on the 
"Sales Target of Tomorrow" and the prom- 


ise it holds for Indiana Desk dealers. 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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PASSED AWAY. 








EDWARD JOHN OLSON 

Edward John Olson, for 36 years a member of the 
sales organization of Diebold, Incorporated, died on 
Friday, November 3. At the time of his death he 
was a special bank vault equipment representative 
in Diebold’s Chicago office. He was 53 years old. 

Educated at the St. Paul College of Law, Mr. Olson 
began his business career with Diebold at the St. 





THE LATE E. J. OLSON 


Paul branch. He was named manager of the Omaha 
branch in 1923, and three years later assumed the 
managership of the Pittsburgh branch. He was sub- 
sequently transferred to New York as manager of the 
eastern division. In 1933 he returned to the Canton 
home office as assistant general sales manager. Six 
years later he decided to become active again on the 
“firing line’ and selected Chicago as his field of 
operations. 

He is survived by his widow, Ida S.; 
in the Army Air Forces, and a daughter, 
at the family home in Evanston. 


+ - | 
GEORGE W. GUY 

George W. Guy, for many years a commercial sta- 
tioner at Bellefontaine, Ohio, died at his home in that 
city on October 20 after three weeks’ illness. He was 
80 years of age. 

A native of Bellefontaine, he entered the retail field 
in that city in 1905, operating as a stationer under his 
own name until three years ago, when his son, Walter 
W., took over the business. The deceased had many 
other business connections; at the time of his death 
he was a director of the Bellefontaine National Bank, 
the Barton Candy Company and the Empire Block 
Company. He had also been active in civic affairs 
over a long period. 

Mr. Guy was a member of several Masonic orders, 
including the Knights Templar and Consistory, and 
had long been affiliated with the Holy Trinity Epis- 
copal Church. 

Surviving are his widow, Harriet Ann; his son, Wal- 
ter W., and two children. 

+: ik + 


WILLIAM W. GREENOUGH 
William Weare Greenough, a native of Wakefield, 
Mass., and long active in the stationery field, died on 


a son, Alton, 
Charlotte, 


October 29 at the New England Sanitarium and Hos- | 


pital in Stoneham. He was 67 years old. 


In business life, Mr. Greenough was associated for | 


many years with his late father, who conducted the 
Boston stationers’ supply firm of W. S. Greenough & 
Company. In more recent years he was connected 


with the James T. Towhill Company, Boston stationers ' 
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RECORD KEEPING EQUIPMENT 
INTERESTS OFFICE MANAGERS 


because 


units are desk-height which 


adds symmetry and beauty 
to the office and permits 
perfect supervision of the 


entire office. 








Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing . . . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 











An outstanding Rol-Dex installation—Each carriage handles in excess 
of 400 Ibs. 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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and printers. Several years ago he was a member 
and served as president (1915) of the Quannapowitt 
Poultry Association. Mr. Greenough had been an un- 
usually active member of the Congregational Church. 

Surviving are his widow; a son, William, of Rhine- 
beck, N.Y.; a sister, Mrs. Helen M. Stetson, Melrose, 
and an aunt, Miss Mary B. Noyes, Manchester, N. H. 
A brother, Prof. Chester Noble Greenough of Harvard, 
predeceased him a few years ago. 


- | | 
LESTER S. HOLDEN 


Lester S. Holden, proprietor of Holden’s Stationery 
Shop, Southampton, Long Island, N.Y., died on No- 
vember 5 at the age of 49. 

Mr. Holden, who had resided in Southampton since 
1914, served in the 306th Infantry, Seventy-Seventh 
Division, during World War I. A licensed civilian 
pilot, he joined the Civil Air Patrol shortly after Pearl 
Harbor, rose to the rank of lieutenant, and served in 
the intelligence division at the Westhampton airport 
for two years. 

Surviving are his widow, Marion Burling Holden; 
two sons, Sgt. John I., with the Army engineers in 


| France, and James L.; two daughters, Elizabeth and 


Nancy A. Holden; his mother, Mrs. Elizabeth Holden, 
of Brooklyn, and two brothers, Robert W., Brooklyn, 
and Russell V., Jamaica. 


T +}. © 
JACOB WOLF 


Jacob Wolf, long-time stationery store operator, died 
late in October at his new home in Tacoma, Wash., 
304 South Tacoma Avenue, at the age of 67 years. 

A native of Russia, he had come to the United 
States 52 years ago. He resided during the last few 
years with his family on Puget Sound, after having 
conducted a stationery store in Rockville Center, Long 
Island, N.Y., for a number of active years. He was 


| prominent in Tacoma Jewish circles as a member of 


the Talmud Torah tabernacle. 

He leaves a widow and two sons, Dr. Edward Wolf 
and Richard Wolf. Four brothers and a sister reside in 
the East.—C.M.L. 

+ b+ 


HENRY CLAYTON GANTZ 


Harry Clayton Gantz, 56, representative of the North- 
west Envelope Company in Seattle, Wash, died re- 
cently in a Seattle hospital after a brief illness. 

Born in Sterling, Kans., he had resided for some time 
in both Tacoma and Kent, Wash., before moving to 
Seattle. Active in fraternal work, he was a member of 
both the Elks and Masons. 

Surviving are his widow; a son, Bernard, U.S. Army; 
three daughters, and a nephew, Roy Gantz, U. S. Navy. 
—CML 

+ - 
LLOYD B. KEIFFER 


Lloyd B. Keiffer, West Coast representative of the 
Sengbusch Self-Closing Inkstand Company and Ever- 


| sharp, Inc., died at the Veteran’s Hospital in Sawtelle 
| (Los Angeles) on Wednesday, October 18, following a 


two-day illness. 
A resident of Compton, Calif., Mr. Keiffer was a 


| veteran of World War I, in which he was wounded. 


His wife survives. 
+ -- -k 
EDWARD G. BONSKY 


Edward G. Bonsky, 51, superintendent of Plant No. 
2 of Diebold, Incorporated, Canton, Ohio, died October 
29 of a heart attack in Durham, N. C. He had been 
in failing health since July. He joined Deibold in 1919. 


—AK 
tr bt 
FREDERICK C. BINGHAM 


Frederick C. Bingham, chairman of the board of 
Boorum & Pease Company, Brooklyn, N. Y., manufac- 
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SUPPLIES 
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CORRECTION 
FLUID 
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TYPE CLEANER 
s 
HECTO FLUID 
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PAPER 


TYPEWRITER 
RIBBONS 


’ RED FEATHER 
GREETINGS 


To the millions of men and 


women in our armed services... 


To our many dealers throughout 
the nation and abroad ... 


To the thousands of users of 
Red Feather 

Stencils and Duplicator Supplies 

everywhere ics 


We extend our best wishes for 
vour well being this Christmas 


Season. 


RED FEATHER PRODUCTS LTD. 


Redwood City - 


Gonuhachainne 
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FULLY AUTOMATIC CALCULATOR 


in Combat 












WANTED BY THE ARMED FORCES... 
a convertible calculator, with full auto- 
matic features. Should electricity fail or 
not be available the FRIDEN convertible 
mechanism permits hand crank oper- 
ation, without loss of the full automatic 
operating features. Truly a “Combat” 
calculator...ready for action in a foxhole, 
tank, command car, or in a headquarters 
office. Fridén also provides BUSINESS 
with accurate figures, combating the 
shortage of competent help. Telephone 


or write your local Fridén Representa- 
Fridén Mechanical and Instructional Service is avail- 


vi able in approximately 250 Company Controlled Sales 
ability of these calculators. Agencies throughout the United States and Canada. 


tive for complete information and avail- 





HOME OFFICE AND PLANT «+ SAN LEANDRO, CALIFORNIA, U.S.A. «SALES AND SERVICE THROUGHOUT THE WORLD 
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Retail 


SLIDE RULE 56, 


Exclusive in 


Price — Quality — Precision 


The body of the slide rule has the 
A and D scales and on the reverse side 
the S, L and T scales. Equivalents 
settings are under the slide of the 


body. 


The slide has the B, Cl and C scales. 
also a six inch scale on one edge and 
metric scale opposite edge. The 
under side of the slide has decimal 


equivalents. 


The transparent cursor is marked 
with a hair line in the center. 


A huge market is open for this 50c 
precision made slide rule. Rush your 


; “SPEE-DOTTER’ _ 


ABLABHOOHBOSOOOOOOOOOOE 
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SPEE-DOTTER rushes the finished work of draughtsmen, archi- 
tects, engineers, designers, artists, students, layout men. With 
SPEE-DOTTER they get accurately dotted lines in a split 


second. 


Made in two sizes, desk size 12”, pocket size 8°. Get your 
order on file for early delivery. 


RULERS + TRIANGLES + NAVIGATIONAL INSTRUMENTS + STENCILS + PROTRACTORS ~ OTHER DEVICES 
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turers of loose leaf equipment and supplies, died at 
New York Hospital on November 16. He was 65 years 
old. 

Mr. Bingham was president of the company from 
1919 until 1937, when he became chairman of the 











F. C. BINGHAM _ 


board. Prior to joining Boorum & Pease, he had 
served as general manager of the Charles E. Hires 
Company, Philadelphia, for seven years. He was also 
a director of the Bon Ami Company, New York. 


tr & 


PHINEAS W. WALKER 


Phineas W. Walker, 57, who for the past ten years 
had operated an office machine sales and service firm 
in San Diego, Calif., died from a heart ailment on 
October 7, following a ten-weeks’ illness. 

A native of Detroit, he was connected with the 
Burroughs Adding Machine Company for 22 years. 
During this time he served in both the sales and 
service departments of the organization in their Utica, 
N. Y., office, the New York City district office, and in 
the Los Angeles and San Diego, Calif., offices. 


s 


H. R. McCLEARY 


H. R. McCleary, well Known for his loose leaf activi- 
ties for many years, passed away at Detroit November 
25. Mr. McCleary entered the commercial stationery 
field as an employee of the Twinlock Company, going 
to Irving-Pitt Manufacturing Company in 1910 when 
that concern purchased Twinlock and merged the 
business with its own. He had the distinction of 
serving as sales manager for three leading loose leaf 
manufacturers—Irving-Pitt, Boorum & Pease Company 
and Wilson Jones Company. After leaving loose leaf 
he was associated with Leonard & Company, Detroit, 
for about a year, after which he retired. His health 
had been poor for several years. 


+ % +h 


GLADYS MAY FELLOWES 


Mrs. Gladys May Fellowes, wife of Harry L. Fellowes, 
president of Bankers Box Company, Chicago, IIl., died 
suddenly at her home, 9056 Hoyne Avenue, on Novem- 
ber 9. Surviving, besides her husband, are two sons, 
Pfc. H. Folger and Capt. John E.; two grandchildren, 
Nancy Jean and Peter Anderson Fellowes; a sister, 
Alice Louise Gudgel, Seattle, Wash., and a brother, 


Everett Folger. 
Oi 


FISKE TAKES OVER DALLAS OFFICE SUPPLY 


The Dallas Office Supply Company, 1103 Main Street, 
Dallas, Tex., operated for the past 20 years under the 
ownership of Homer Owens, was purchased on October 
28 by Paul Fiske, former president of the Bennett 
Printing Company of Dallas. Dave Hilborn has been 
named store manager. The firm will continue to 
specialize in office supplies, commercial stationery, 
printing and lithographing. 
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WEAREVER 


Kor post-war leadership 


look to this trademark, 


the mark of America’s 
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North Bergen, N. J. 
Established 1896 
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WOOD ..... Enriches the Traditions of Men! ; 
a 
We are especially conscious of the which beauty has been linked with 
heart-warming tradition which — sur- sturdiness to produce the finest office a 
rounds the Christmas tree . . . for in furniture. Imperial Desks too are C 
homes both rich and poor throughout steeped in tradition . . . a reputation . 
the land, the Christmas tree helps to Ns ta evel eiany hatin aE ate 
bring the warmth and cheer which is ; j 
: verting the finest wood obtainable re 
part of the Yule-tide season. Just as “ : i £ skilled , en 
the tree enriches the traditions of man ee ee eee ee 
during the Christmas season, its influ- manship into desks in which imperial 
ence is likewise felt in more utilitarian dealers share our great pride. Season's 
spheres. In business offices, wood has Greetings and Best Wishes to all our 
become the preferred medium by friends. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Returned Servicemen Going into Business.—A good 
indication that the post-war period may be less strin- 
gent in drastic results than that of the early twenties 
is the fact that so many office furniture men in Los 
Angeles find themselves selling furniture to returned 
servicemen going into business. 


f. eS 


Good Time on Ranch.—T. F. Peirce of the Pacific 
Desk Company, 1031 South Hill Street, Los Angeles, 
who recently returned from his regular eastern trip, 
says business is very good with his company. Since 
his return he has had an enjoyable ten-day visit with 
his daughter and son-in-law who live on a ranch near 
Corcoran, Calif. The young people raise Hereford 
cattle. 

a * x 

Oxnard Firm Sold.—The Challis Stationery and 
Printing Company of Oxnard, Calif., operated for 
many years by Mr. and Mrs. Challis, was recently 
sold to H. E. Lautzenheiser. The new owner will be 
assisted by his wife. 


2 * * 


New Scripto Man.—Glenn I. Moller is the newly- 
appointed representative of the Scripto Manufacturing 
Company with headquarters at 167 North Madison 
Avenue, Pasadena. 


* * * 
Phil Van Culin Promoted.—Phil Van Culin, former 


representative of the Standard Diary Company in 
southern California, has recently been promoted to 











' 
PHIL VAN CULIN, RADAR OFFICER, 2,'C 


the rank of radar officer, second class. This young 
man has been seeing active service in Saipan and 
Leyte. 
* ca * 
Zaun Visits Los Angeles.—Oscar Zaun of the New 
York office of UEF recently made a trip to Los Angeles 
and had a pleasant visit with the group at that branch. 


Mr. Zaun was here in the interest of post-war plan- | 


ning. 
* * * 

Seems Like a Movie. — The war does not seem 
real; it seems more like a movie. That is the expres- 
sion of Logan Wells, formerly a member of the UEF 
staff in Los Angeles, who has taken part in four 
“D” Day invasions—North Africa, Sicily, Salerno, and 
France. The boys in L. A. recently had a letter from 
Logan. He was one of the first to go into the service 
from the branch here two years ago. 


* * * 


Post-War Thoughts in the Air.—The fact that plenty 
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From this 1887 Accident... 


Dennison 
CREPE PAPER 


Walking through a mill producing tissue paper, 
back in 1887, the superintendent came upon a 
heap of discarded paper, strangely crinkled. 


“Sorry, sir,’ the operator explained, ““That’s 
from a run that got too much water in it.” 


“Can you do it again?” the boss asked. They 
could, and did. And the interesting result in a 
variety of colors became popular overnight 
for home and commercial decoration. 


Today that same ‘‘crinkled” paper is still in 
great demand, with the market eager for vastly 
greater quantities than war restrictions will 
permit. Today that same name, DENNISON, 
guarantees every purchaser of a fold of Crepe 
Paper all the care, skill and quality which 
marked the first cartons to be placed on the 
market. 
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Profits and Progress 


—reward the office furniture dealer whose 
every action is directed toward effecting the 
ultimate genuine satisfaction of his cus- 
tomer with the things he sells. Hundreds of 
installations thruout the U. S. give evidence 
of the outstanding value in the appearance 
and comfortable service of NEW INDIANA 
CHAIR CO. Executive and Secretarial 
Chairs. 


When standard chair irons are again avail- 
able, our chairs can be re-fitted at point of 
use, for many years of additional service. 
Please continue to mark priority on all your 
orders. 





New Indiana 
Chair Company 


JASPER, INDIANA 
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of post-war thinking and planning is going on is evi- 
dent from the number of new offices being furnished 
by the Atlas Desk and Safe Company, according to 
A. W. Willis, manager. Recently he has furnished a 
few offices established by returning service men, a 
good evidence of post-war planning. 


* * * 


Varied War Experience.—Ensign Marvin Westphal, 
formerly with UEF, after having seen service all over 
the vast stretches of the Pacific Ocean on a gunboat, 
recently paid a visit to the Los Angeles branch office. 
Ensign Westphal, who has only recently finished an 
intensive first aid course, has been reassigned to serv- 
ice on another gunboat as a medical assistant. 

* * * 


In New Location.—The Los Angeles Desk Company 
has moved from its old location at Fourteenth and 
Los Angeles Streets to 944 South Main Street. The 
new location gives more room and is more centrally 
located. D. H. Holman, who has been in business for 
many years and is widely known in Los Angeles, is 
manager. 

* * co 

Brother of Los Angeles Man Honored in Naming of 
Destroyer.—Gene Hart, proprietor of Hart’s Typewriter 
and Adding Machine Company, 1259 South La Brea 
Avenue, Los Angeles, has returned from Bremerton, 
Wash., where he attended the christening and com- 





THE LATE LT. P. H. HART 


missioning of a destroyer, “U.S.S. Hart,” named after 
his brother, Lieutenant Patrick Henry Hart, 27, who 
lost his life when the Carrier “Yorktown” went down 
in the Battle of Midway. 


* * * 


More New Offices by Returned Servicemen.—Harry 
Skolnick, proprietor of the Alan Desk and Safe Com- 
pany, 916-918 South Main Street, reports that a con- 
siderable number of returned servicemen are going 
into business and that he has had the pleasure of 
furnishing several suites of offices for such men. Mr. 
Skolnick also reports a big demand for household 
desks, most of the orders being for the better grades 
of merchandise. 

* * * 

Mosman Visits L. Aw—Warren Mosman, vice-presi- 
dent of the Herring-Hall-Marvin Safe Company, Ham- 
ilton, Ohio, recently paid a flying visit to Los Angeles. 
Mr. Mosman had also been in San Francisco. 

* * * 

Found Buffalo Meeting Constructive—D. C. Walker 
of the local branch of Remington Rand, Inc., who has 
returned from the meeting of managers at Buffalo, 
N. Y., reports that the meeting was very constructive. 
Post-war planning was the main topic under discus- 
sion. 

Mr. Walker’s son, Gordon, a lieutenant in the Army 
Air Forces, is at present stationed at Salinas, Kans., 
at the B-29 base. Previously he had been at the Army 
air field at Victorville, Calif. He pronounces himself 
very happy with his work. 

Edward Cord is now back at Remington Rand, Inc., 
after receiving an honorable discharge from the Air 
Forces. He was considered too old for flying. Before 
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“I’m sorry but Mr. McNab is tied up.” 


Boss: “There’s your Hallmark ribbon, Miss 


Smythe! We won't have to do that again for 
a long time.” 


A FAMOUS “REPEATER” LINE 
OF TYPEWRITER RIBBONS 


Hallmark Ribbons are freshly 
made for every shipment . . 
and they stay fresh because 
they are individually packed 
in heat-sealed cellophane. 
Ribbons packed otherwise DO 
dry out. Our low prices give 
dealers the best profit—and 
every ribbon wins another 
friend. 












TYPEWRITER 
RISBON 
Came non 

I 
Srneny tone 


The per-dozen price of HALLMARK RIBBONS is most attrac- 
tive—the durable quality of Hallmarks wins the favor of every 
customer. The Army and Navy are re-ordering in huge quanti- 
ties, for use all over the world. 

But with enlarged capacity we are now filling “civilian” 
orders promptly. Why not mail the coupon below for a free 


sample ribbon—today? 


MAIL THIS 





December, 





CAMERON MFG. CO. 
1615 Bryan St., Dallas 1, Texas 
Gentlemen: 


BAe Guebele POTN FLOR 5 <x stn iw & How ss dca oe Jno. 0 ae bee kee typewriter 
Send samy yP 
with prices to 
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FOR ESSENTIAL 
REPLACEMENT AND 
REPAIR PURPOSES 







Bassick 
—=Di/AMOND-*@ARROYY« 
Casters 


Do your customers in essential business know that these 
top-quality casters are available? Or are they trying to get 
along with badly-worn, inefficient casters that ruin floors? 


Here’s your chance to do them a favor. Tell those who 
can secure priority ratings that ‘Diamond Arrow”’ Casters, 
the largest-selling quality-type casters for office furniture, 
are available for essential replacement and repair purposes. 
In ‘Diamond Arrow” Casters you have three major sell- 
ing points to talk about... 

1. patented “‘full-floating” construction that provides 
easier swiveling combined with extra strength and 
economy. 

2. a choice of wheels—“Baco” rubber tread or 
“Atclasite’’ solid tread wheels. 

3. the correct types of stems and sockets to fit all types 
of chairs. 

Make the most of these features to get profitable new business. 
* * * 

Bassick, world’s largest manufacturer of casters, also makes 

a complete line of chair glides, furniture rests, and cups. 


= MAKING MORE KINDS OF CASTERS 
a ... MAKING CASTERS DO MORE 


THE BASSICK COMPANY, Bridgeport 2, Connecticut 


rner Corp., Chicago, Illinois 





vision of Stewort-Wa 


da, Ltd., Belleville, Ontario 
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going into the service he had been connected with the 
Remington Rand systems division for eight years. 


* * * 


Wallace at Camp Roberts.—Frederick Wallace, who 
was associated with his father, Ebenezer Wallace, in 
the capacity of vice-president of the Southern Cali- 
fornia Stationers, 818 South Los Angeles Street, is now 
at Camp Roberts receiving basic infantry training. 
His wife and two little daughters, Patsy May and 
Carol Suzanne, are remaining in Los Angeles. 

Ebenezer Wallace, Jr., who has been in the service 
for two years, is still stationed at Long Beach and is 
in the Ferry Command. His wife and daughter, Peggy 
Jean, live in Long Beach. 

* * a 

Glann Donnelly Active in France.—A letter from 
Glann Donnelly, formerly with Remington Rand, Inc., 
indicates that he has been seeing some very active 
service in the European theater of war. According 
to D. C. Walker, manager of the Los Angeles branch, 
Mr. Donnelly indicates that he has been chasing Ger- 
mans all the way across France and has lately been 
shooting across the German border. Mr. Donnelly 
was with Remington seven years and was one of the 
first to enlist from the Los Angeles branch. 

* * * 


Blumenthal Returns.—First Lieutenant Robert Blu- 
menthal, U. S. Army Air Forces, son of Arthur B. 
Blumenthal, who is a salesman for the Aldine Printing 
Company, Los Angeles, has returned to the United 
States after having completed his quota of bombing 
missions over Germany. He landed in New York 
on November 14 and phoned his father from there. 

* * * 


Comes Home on Furlough and Weds.—Sergeant Jack 
Davis, formerly with the Aldine Printing Company, 
was home recently on a furlough after two and one- 
half years in the service. While in Los Angeles he took 
unto himself a bride. Sergeant Davis was in the South 
Pacific during his months overseas. 

* * * 


Under Fire at Leyte.—Gilbert Feinstein, formerly 
of the Aldine Printing Company, now an accredited 
war correspondent, writes that he was in the first 
group of correspondents to land on Leyte Island, 
Philippines. The landing was made from a small land- 
ing craft, with Japanese bullets zipping around in all 
directions. Among other correspondents in the group 
was Captain Pepper, press representative for General 
Douglas MacArthur. 


Sidney Glass, formerly in the composing room, has 
been promoted to the rank of sergeant in an Army 
Air Forces ground crew. He recently returned to Italy 
after spending a furlough in America. 


A card from Pfc. Les Frampton, formerly a press- 
man, now an Army engineer in a combat regiment, in 
a recent communication written from the European 
theater of war, states that he has to limit his writing 
to post cards since he is not in any one place long 
enough to write a letter. 

Morris Hambly, son of Earl P. Hambly of the com- 
pany, a boy who went into service immediately out 
of high school, is now a seaman, second class. He is 
about to get his storekeeper rating, according to word 
received from the South Pacific by his parents. 

Mrs. Sophie Kappner, office manager for the com- 
pany, has resigned her position, effective January 1. 
In the future she expects to give her time to domestic 
duties. 

Miss Vivian Wycoff, formerly of the stationery de- 
partment in a Sears, Roebuck and Company store, 
has joined the sales force at Aldine. Miss Marcia 
Goodman, who left the store recently to attend school, 
has been able to readjust her school program by 
taking night work. This enables her to continue her 
daytime work as a saleslady. 

1944 
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; For Extra Value 
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wh Your customers will appreciate the distinctive construction points of Leopold 


desks, as well as their contemporary beauty and convenience. For example: the 

4 Leopold Streamliner illustrated, with its ‘‘No-leg Base.’ 

st 
This graceful desk’s height is readily changed to conform to a customer's require: 

4- § § ) § q 

“ ments. If 29” gives him greater comfort than 30”, merely take out a 1” removable 

strip in the base. This is done easily and quickly 

as 

oa The desk rests on four easily adjusted glides, to provide a firm, level surface despite 

uy 

the usual floor unevenness. This much-needed improvement is another sales-inducin 

P 8 


in feature. 


ng Convenient foot space and ease in ‘‘cleaning underneath’’ also are attained without 
n- sacrificing substantial appearance. Yet this sturdy Streamliner is moderately priced, 
is and requires a minimum of upkeep. It well illustrates how, since 1876, Leopold 
has combined sound craftsmanship and beauty of design with advanced construction 


1 principles . . . to pioneer new standards of efficiency in office furniture. 


le- 
re, 


cia THE LEOPOLD COMPANY - Burlington, Iowa 


01, 


ner 
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HIGH POINT BENDING & CHAIR 0, 





ENGLAND 


SERIES 





In this Bank of England series, the “know 
how” we have acquired in more than 40 
years of chair making is especially apparent. 
Their great strength and rigidity—a direct 
result of our unique methods of manufacture 
—plus the attractive design and sitting com- 
fort make this series the most popular and 


fastest selling of all chairs. 


Dealers who have sold this popular HIGH 
POINT series will be interested to know 





that they may again be able to offer them 


to their trade soon. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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SAN ANTONIO NEWS NOTES 


B. C. Reber, Correspondent 

A review of the activities of stationers and business 
equipment dealers in this city gives every indication 
that they will round out one of the greatest years in 
their history. Sales have continued strong, being 
limited chiefly by the ability to get merchandise. 

Greeting cards have come in for a strong play, all 
the stores putting in special displays, and they have 
been rewarded with heavy sales. Sales of holiday ac- 
cessories for the wrapping and identification of Christ- 
mas gifts, have also shown excellent results. 

Typewriter dealers are getting in a few machines 
and are having no difficulty in disposing of them im- 
mediately. One dealer reports that he has piled up a 
large number of orders for delivery as soon as the 
machines are available. 

The labor situation continues to provide headaches, 
but good management is helping to work out this prob- 
lem. When 1944 comes to an end, stationers and busi- 
ness equipment dealers are sure to show good returns 
for their efforts. 


* * * 


A fact that is probably little known among dealers 
of this city is that, in the business equipment field, 
San Antonio has a man who is not only a good service 
man, but can hold his own on any golf course. He 
is C. J. Daigle, Jr., of the local branch of Underwood 
Elliott Fisher. In his tours around the fairways, Mr. 
Daigle has turned in some pretty fine scores, and is 
recognized as one of the leading golfers of this area. 

Frank C. Hall, manager of the local branch of UEF, 
and his capable service manager, Ross Maddox, have 
brought out their rifles and are all set to bring in 
their quota of deer just as soon as the season opens. 
By the time this is published it is predicted that meat 
rationing will cause little concern for these men. 

* * * 

Paul Anderson, in addition to being a good stationer 
and business man, is also a good rancher, owning a 
69l-acre ranch 30 miles south of this city. Of this, 
40 acres are devoted to approximately 1,000 pecan 
trees. The 1944 yield was excellent, and the nuts, put 
up in two-pound packages, have been shipped to all 
parts of the country. 

Of the remaining acreage, 300 are under irrigation, 
and a large body of water covers 35 acres. The latter 
provides hunting and fishing, as well as some good 
stories. The ranch affords quite a bit of pleasure for 
Anderson’s guests and customers. 

Paul Anderson, Jr., son of the head of the Paul 
Anderson Company, is doing his bit in the present 
conflict, serving as a lieutenant in the Air Forces. 

Ke a * 

In preparation for the anticipated holiday rush, 
Maverick-Clarke has established a central station 
where customers may bring their purchases, make 
payment, have gifts wrapped, and go on their way. 
The plan is proving especially successful in the han- 
dling of inexperienced help and in eliminating losses 
through error. 

Amos Grimsinger, a former employe of this firm, 
but who has been engaged in other work recently, 
has returned to his old stand and is rendering valu- 
able service during the current rush of business. 

Russell C. Hill, president of Maverick-Clarke, and 
one of San Antonio’s leading business men, is doing 
service on the current grand jury. 

* * * 


M. T. Peters and Robert Haman, service men who 
received their training through the local branch of 
Burroughs Adding Machine Company, have been 
transferred to new posts, the former going to Fort 
Worth, the latter to the branch at Houston. 

ok 


* * 


R. H. Gould, head inspector for Remington Rand, 
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* DISTINCT!IVE—Dresses up Enclosure. 
* DURABLE—Your Enclosure Protected. 
* QUALITY—Richness of Appearance. 


Justrite Window Teg Envelopes are used by Florists 
everywhere to safely carry Enclosure cards along with 
moist flowers and plants. The large Glassine window 
insure the enclosure cards of being easily read, and 
yet keeping them dry and dignified in appearance, re- 
gardless of the moist condition of the flowers. 


Stationery Stores are offered a splendid op- 
portunity to render an additional service to 
the Florists in their community. Justrite 
Florist Envelopes as illustrated above measure 
3x42 and are large enough to accommodate 
all standard sizes of enclosure cards. Enve- 
lopes are made of sturdy white stock, are 
open on the side with a deep wallet flap, 
which is gummed. They also come with a 
brass eyelet so that the envelope can be 
securely attached to flowers. 


Florist Window Tag Envelopes are available either 
plain or printed to your copy with the Florist’s name 
and address and space for Delivery information. Can 
also be furnished with standard Telegraph Delivery 
Service insignia. 


Write today for samples and complete 
prices on this fast-selling Florist item. 
To show the samples is to sell them. 
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Every business concern will require 
new Payroll Records for the New Year. 
Prepare now! 

Withholding Tax, Social Security, 
Wage & Hour, Individual Earning Rec- 
ords, History, Bond Purchase, Payroll 
Summary, Termination and Change of 
Statvs requirements will create a de- 
mand for many forms. 

CESCO has available for immediate 
delivery a complete series of forms that 
will put dealers in a position to secure 
this desirable business—for they repre- 
sent the very latest in completeness and 
and are inexpensive. 


The “VIC” 
PAYROLL OUTFIT 


for 25 employees to retail at $4 
is a Big Seller. 


efficiency 


SEND FOR CATALOG “K” 
and sample sheets. Here is an oppor- 
tunity to develop:some worthwhile busi- 


ness on binders and forms. 


The C-€- SHEPPARD CO. 











** 4407 21: Streef,- LONG ISLAND CITY, N.Y-=< 
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| Pacific. 


Inc., at Jamestown, and A. R. Ginrich of the New 
Orleans branch, stopped over in this city recently on 
their way to California, where they will enjoy a well- 
earned vacation. They are on 90-day leaves. 

L. C. Penn has joined the staff of the local branch 
as a service mechanic. 

* co * 

G. L. Davis, local branch manager for Royal Type- 
writer Company, has returned from an extensive trip 
that took him through western Texas and on to El 
Paso. He reports business good in all spots visited. 
Naturally, the call was for more machines, which Mr. 
Davis is endeavoring to supply equitably from the 


limited number that are available. 
a na. 


IOWA FIRM BUYS COMPETITOR’S STOCK 
Announced late in October by the Marshall Office 
Supply Company, Marshalltown, Iowa, was the pur- 
chase of the Ryder Furniture Company’s office furni- 
ture, fixture and supply department. Following the 
announcement of the transaction the newly-acquired 
stcck was moved to the Tremont Building occupied by 





NEWLY-REMODELED RETAIL STORE OF MARSHALL 
OFFICE SUPPLY COMPANY, MARSHALLTOWN, IOWA 


the Marshall Office Supply Company, where a formal 
two-day “open house” was held. 

By the acquisition the Marshall Office Supply Com- 
pany becomes one of the largest office supply firms 
in. Iowa, a business supplemented by a large and com- 
plete printing plant which not only handles commer- 
cial printing, but produces a large proportion of the 
company’s office supply line. 

The present Marshall organization, which began 
business as the Marshall Printing Company, now oc- 
cupies three floors of the east section of the Tremont 
Building, and utilizes 20,000 square feet of floor space. 
The combined personnel of the printing and retail es- 
tablishments totals 45, a figure expected to expand 
to about 60 with the return of employees now in serv- 
ice. Among these is Art Larson, president and general 
manager, now serving with the Navy in the South 
Martin Noreen, secretary-treasurer and act- 
ing general manager of the firm, has announced that 
the Marshall company will service the Ryder accounts 
with the same promptness and efficiency they had en- 


| joyed in the past. 





——_e—=>—e —_____ 
BACKLUND OPENS NEW STORE IN MANKATO 


C. G. Backlund, formerly with the Office Specialties 
Company of Mankato, Minn., has established his own 
store—Typewriter & Office Equipment Company—at 
the corner of Second and Hickory Streets in that city. 
In addition to being the authorized Remington type- 
writer and adding machine agent, he will specialize in 


office supplies and equipment. 
etatids o 


NCR MAN NAMED TO O.S.U. RESEARCH GROUP 

E. A. Deeds, National Cash Register Company, Day- 
ton, Ohio, has been elected an industrial counselor of 
the Ohio State University Research Foundation at 


‘Columbus.—AK 
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Your numbers will be a cinch 
—__after getting theirs! 


Getting the enemy’s number is sim- 
ple arithmetic for the Norden Bomb- 
sight . . . the complex instrument that 
makes a habit of right answers. 

From a flock of figures representing 
temperature, wind speed, trail, plane 
speed, altitude, and other factors, the 
bombsight solves the problem of ex- 
actly where in space a bomb must 
be dropped in order to hit the 
target. 


We at Victor get a thrill out of 
such computing performance. And 
hot entirely because we are privileged 


OFFICE APPLIANCES, December, 


to be a prime contractor on the Nor- 
den Bombsight for the Army. Rather, 
our appreciation of mechanized math- 
ematics is the natural outgrowth of 
peacetime years spent in producing 
adding machines. 

We think you'll agree that the ac- 
curacy with which the Norden Bomb- 
sight is synonymous can be no better 
than the precision with 


The same craftsmen who today 
are bending their skills to this pre- 
cision job will turn to serving you 
when your business figures are once 
more the only type of numbers going 
into our machines. 


Meanwhile, what they’re adding 
to their store of know-how will make 
it much easier to give you the best. 


which each of itscom- VICTOR ADDING MACHINE CO. 


ponents is produced, Conserve your adding machines by having them inspected and cleaned 
and the skill of their “ "¢8#/4" intervals by your local Victor dealer or factory branch, 


assembly. 


1944 


STILL WORKING WITH RIGHT ANSWERS 
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The engineering skill, the proven durability, the ingenuity of design, the perfection 
in posture ... these attributes that make CRAMER CHAIRS synonymous with 
seating comfort in offices the nation over, are equally appreciated by the men 
who fly America’s mightiest bombers. Building seats for the Boeing B-17s was 
our first assignment, then came the battle wagons of the air . . . the unbelievable 
in bombers . . . the Boeing B-29 superfortresses. Here again the specifications 
read:—“Seats by Cramer”, and today they are helping take fatigue out of sky 
fighting all over the world. Tomorrow, the same patented comfort features, in 
last word designs, will help take fatigue out of global work instead of global war. 


Some excellent dealer territories are still open, and complete literature illustrating all models 
will be mailed immediatey upon request. 

















11205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 











CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECKETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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VIRGINIA NEWS NOTES 





J. F. HOWISON, Correspondent 





Stanley Rand, a nephew of President J. H. Rand of 
Remington Rand, Inc., who looks after the real estate 
and insurance division at Buffalo, was a most welcome 
visitor to the Richmond, Va., branch office on Novem- 
ber 11. A guest of Mr. Truax of the systems division, he 
spent the day discussing tentative future plans for 
removal of the local office to a suitable ground loca- 
tion after the “duration.” 

+ - * 

J. F. Howison addressed the students and faculty of 
the Richmond Business College at noon on December 
1, conducting an interesting “quiz’ and touching on 
the subject of “remedial English.” 

* * * 


R. E. Wilson, known as “the plugger” salesman for 
Remington Rand supplies, is making such a pro- 
nounced success of convincing his customers of the 
many advantages of using higher quality ribbons for 
office machines that he feels, after 40 years, that he 
should have been following this line of work all along. 

* + * 

A. Lee Plexico of Atlanta, Ga., who is filling an im- 
portant job successfully as district manager with the 
supplies division of Remington Rand there, was a re- 
cent visitor at the Richmond office in Virginia to learn 
how well it can be done. 

+ * * 

A. T. Normant of the systems division of Remington 
at Norfolk, Va., was a visitor at the Richmond office 
last month. Incidentally, he made a handsome display 
of his prosperous condition. 

* * + 

While it is still true that there are no new electric 
razors being made in this country, Hugh Burruss and 
his assistants in the Richmond office are spending 24 
hours of the day servicing those that have been sold 
in North Carolina and Virginia. 

* * * 

F. P. Pierce of the F. & P. Drug Stores at Greene- 
ville, Tenn., is one of the most ingenious members of 
the typewriter profession in the United States. He has 
a well-equipped overhauling shop for repairs, rentals 
and selling of office machines, and is probably the 
only successful pharmacist able to do personally his 
own mechanical work on machines. In 1939 Ripley 
recorded and pictured him repairing an old Dalton 
adding machine, after discovering that two adult mice 
and 22 young mice had made a nest inside the ma- 
chine. 

* * + 

F. L. Faulconer, district manager of typewriters, re- 
turned December 1 from Bluefield, W. Va., to take 
same position he formally held with Remington at 
Roanoke, Va. His many friends will be glad to learn 
of his return. 

* * * 

Edward I. Bliley, who has served for 35 years as 
mechanical service man on typewriters and bookkeep- 
ing machines, has just been recognized at Richmond 
and Buffalo by Remington Rand for his long and loyal 
service. An entertainment in his honor was given in 
November by the company at Buffalo and locally. 

* + 


The Young Typewriter & Electric Company, Pulaski, 
Va., are to be congratulated for the way they have 
serviced any and all kinds of office machinery there 
the past two years. F. E. Young, manager, has had 
18 years’ experience in the typewriter business, and 
V. O. Woolley, service manager, 25 years. They plan 
to extend their business there and in surrounding 
territory after the “duration.” 

” * = 

E. B. Jarrett will continue as agent and dealer for 

typewriters and supplies at Bluefield, W. Va., an im- 


OFFICE APPLIANCES, December, 1944 

















BILLFORM “Processed” 


CARBON PAPERS 
Cwl Resistant. 
Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 
carbon will curl. It’s easy to handle, easy 


to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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portant district because of the coal-mining business. 
* * + 

| Among the interesting and popular visitors at the 

| Richmond, Va., branch office of Remington Rand, Inc., 

in mid-November was C. L. Higgins, district manager 

of the systems division, Raleigh, N. C., branch. An 

old Baker-Vawter man and a student of Ralph Truax, 

he has been 30 years in the systems service. 

* * * 

T. L. Anderson, recently publicized by being pro- 

7 ne oe moted, after ten months as a new salesman at Rich- 

*% SIZE GUIDES ‘ mond and Roanoke, to manager of the Nashville, 

eee | Tenn., office of Remington Rand, was a hurried visitor 

cas “| to Roanoke in November. He found it necessary to 

store his furniture because of the impossibility of 

securing a suitable residence in Nashville at this time. 




















VIRGINIA’S OLDEST ACTIVE STATIONER is James E. Jarman 
of Jarman’s, Inc., Charlottesville. A nonagenarian, he has 


been active behind his own counter for nearly 75 years. 
(Story appeared on page 196, October OFFICE APPLIANCES.) 


—__—___ 9-9 


ALLEN CALCULATORS MAKE STAFF ADDITIONS. 
Several important changes have been made in the 
production management of Allen Calculators, Inc., 
of Grand Rapids, Mich., including the addition of 
' two new members to the staff. Newcomers are the 
firm’s general manager, Carl H. Dicke, and the super- 
eT visor of process engineering, tooling and production 
BS (plied ve planning, John T. Carlson. 
i Other changes in the organization include the ele- 
vation of Roy E. Wing to the position of executive 
p R 0 M Pp T D F L | V F R Yy vice-president and John L. Walker to factory manager. 
Ralph C. Allen, company president, explained that 


each of these changes has been made with a view 








HERE'S a unique and valuable service. to increasing production of the Allen line of calcula- 
tors, adding machines, cash registers and other busi- 
1. Wabash specializes in the manufacture ness machines in the post-war period. 


and quick delivery of Special Size Guides (or General manager Dicke will have direct control of 
Allen’s manufacturing, sales and service operations. 


special headings), at nominal cost. He began his experience with the Remington Cash 


3 rovides for your Register Company, Illion, N. Y., and a few years later 
Pandingenrnd wagers Bee Y organized his own company—the Pioneer Heat Regu- 


salesman a schedule with which costs may be lator Company of Bloomfield, N. J. When his com- 


figured easily. pany was absorbed by the Master Electric Company, 

P ° . P Dayton, Ohio, he joined that organization and for 

3. Special Guides are available in Pressboard the past 12 years has been in charge of production 

or Nubian, with celluloided insertable or steel and sales as manager of Master’s aircraft and elec- 
i trical control division. 

tabs or any near enon geaty. John T. Carlson, in charge of Allen’s process engi- 

See our catalog for further details. neering, tools and production planning, began his 


industrial training in his native country of Sweden. 
Since then he has had several patents on intricate 
mechanisms added to his credit. Like Dicke, he started 
in America with Remington Cash Register Company, 
handling busines machines, scales and similar equip- 
ment in field service. Later he was engaged in de- 
veloping engineering and manufacturing of tempera- 
ture controls. He then spent 13 years with the Master 
Electric Company, Dayton, Ohio, in charge of pro- 
duction and engineering in the aircraft and electrical 
control division. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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SOME DAY...CRITICAL BUYERS 
WILL BE BACK AGAIN! 





This seller’s market won't last forever . . . that’s why the trade should be prepared for a 
radical change in buying habits. When the skeptics “get back in the saddle again,” you'll 
have to cater to critical desk buyers. It’s wise to be prepared ... make your Post-War con- 


tacts now. If you sell Myrtle Desks, you’re well along the road towards solving future sales 


problems. 


MYRTLE DESK COMPANY 





member WOOD office furniture institute 


HIGH POINT NORTH CAROLINA 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Ralph Maneval, A. W. Faber ambassador, was con- 
spicuous among Nebraska and Iowa dealers during late 
October, and seemed to be busy writing pencil orders. 

* + * 

Governor Ted Warkentin of the 8th Region under- 
went a serious operation late in October at the Scott- 
White Clinic, Temple, Tex. He was recently reported 
making satisfactory progress, but may be confined for 
several weeks. 


* *” * 


At the suggestion of Governor Warkentin, Lieuten- | 
ant Governor Roy Moreland, The Schooley Printing & | 
Stationery Company, Kansas City, Mo., called a pre- | 
convention planning meeting at Kansas City on No- | 
vember 18. Program plans and others details of the | 


1945 spring regional convention were discussed. Rep- | 


resentative dealers from five states and officers of the | 


Midwest Travelers Club were present. 
+. * * 


Dan MacDougall, Stationers Loose Leaf Company, | 


and George Wilkerson, Smead Manufacturing Com- 


pany, covered their Missouri, Oklahoma and Texas 
territories during November. Your correspondent | 
called on the Des Moines, Omaha and Twin City deal- | 


ers at the same time. All three reported enjoying 
some nice orders and visits with the trade. 


* * * 


W. B. (Bill) Bohart made the rounds in Kansas City. 
Lincoln and Omaha late in October in the interests of | 


his E. Faber dealers. 


* * * 


The governor of the 7th Region, Lyle Espe, Mid- | 
west Press & Supply Company, Sioux Falls, S. Dak., | 


and the governor of the 8th Region, Ted Warkentin, | 
Southwestern Stationery & Bank Supply Company, | 
Lawton, Okla., were all set for a pheasant hunt togeth- | 
er in North Dakota when the aforementioned illness of | 


Governor Warkentin forced postponement of that 
pleasure for the present. 
* *x of 
Claude Myers, Jr., Myers Office Furniture Company, 
Kansas City, Mo., has received a medical discharge 


from the Army and is back in the harness selling for | 


his old firm. 


* * * 


John Wachtler, new vice-president and general 


manager of the Omaha Printing Company, Omaha, | 


Nebr., is one of the newer, aggressive executives of 
our region. Keep your eyes on John—let him be an 
example for some of the boys who'll be joining this 
industry after V-Day. 


* * *” 


Ed Stricklett, formerly office furniture department 


manager for Robert Keith and Company, Kansas City, | 


is now occupying a similar position with Duff and 
Repp Furniture Company, 1216 Main Street, in the 


same city. In making the move, Ed took with him 


the Leopold desk line, and will add other office equip- 


ment lines as he goes along. 
* + 


* 


Joseph D. Landis, secretary of The Schooley Printing | 


& Stationery Company, Kansas City, Mo., who also 
serves as treasurer for the 8th Region. is one busy 
man these days. Aside from these‘two 12-hour-a-day 
jobs, he has two marvelous grandchildren to keep him 
busy. 


* * 2 


The “Sage of Omaha”, Rudy Johnson of Omaha 
Stationery Company, is still in a fog following the 
November 7 election. Democrats, please note! (Also 
Bill Smith of Ace Fastener.) 

a * a 

The underground sends word that “Bill” Pickering, 
E. Faber’s Oklahoma ambassador, is taking dancing 
lessons in order to win a challenge from his boss, Lou 
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o>» GITS KNIFE 


Approved Under WPB Allotment 
A REAL KNIFE—NOT A NOVELTY 


e 5 Position Blade 

@ Highest Carbon Rarzor Steel 

e@ Lustrous Colored Plastic Handle 
@ A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school. Sturdy, light- 
weight and 354" long. Razor-edged blade slides 
open or closed with one finger, locking safely 
in any one of five positions. Handle is molded 
of lustrous colored un- 
breakable plastics. Handle 
colors: Pearl White, Bone 
Onyx, Red Onyx, Green 
Onyx and Black.  Indi- 
vidually boxed, 12 to a 
display carton— 12 dis- 
play cartons (144 knives) 
in a shipping container 


. (8 pounds). 


ny 50c Each 


Order from 
Your Jobber 


4664 West Huron Street, Chicago 44, Ill. 
Canadian Distributor: Kahn, Bald & Laddon, Ltd., 69 York St., Toronto 


Manufacturers of the famous Cits 
Flashlights, Razor Knives, Games, Protect-o-shields, Savings Banks, etc. 


























ALL METAL ‘PECHNYSCOPE 





sill 


THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 
inches wide by 21% inches long. 

Price, complete with Lamp, Ball Point Stylus, $1450 


(Slightly 
higher west 
of Rockies) 


TECHNYGRAPH CO. recuny, i. 


Flexible Writing Plate and Four Manuals 
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are laying our bets on Bill. 
* 


* 


Brown. We of the Midwest 
* 


Your correspondent met with great good fortune on 
his recent trip in November. The cigarette shortage 
is apparent to us all, but because of the cadging 
instincts or woebegone appearance of the author, Art 
Walker, Farnham’s Stationery & School Supply Com- 
pany, Minneapolis; Lyle Espe, Midwest Press & Supply 
Company, Sioux Falls; John Wachtler, Omaha Printing 
Company, Omaha; Don Barber, Megeath’s, Omaha, 
and Roy Moreland, The Schooley Printing & Stationery 
Company, Kansas City, each presented him one pack- 
age of the most welcome fags FREE. Travelers will 
please not take undue advantage of this tip. 

+ * * 

Attention, North and South Dakota dealers: Two 
Midwest Travelers (Twin City natives) had a bad 
case of “pheasant hunger” during November, but 
could find none among the famed hunters of St. 
Paul and Minneapolis. So they conspired to make a 
trip to the Dakotas in the hope that you kind folks 
would satisfy their desires. They were not looking 
for any orders for Smead, Leopold, or Milwaukee 
products—just pheasants. Beware of travelers like 
these! 

Travelers, be sure and ask Don Barber, Megeath 
Stationery Company, Omaha, about the laurels his 
dog won in the recent field trials, or there’ll be no 
orders forthcoming. 

* * * 
MIDWEST TRAVELERS AND 8TH REGION DEALERS: 
Your governor, Ted Warkentin, is a sick man, and a card or 
letter from you will be most encouraging to him. Address 
your communications c/o Southwestern Stationery © Bank 
Supply Company, Lawton, Okla. 


I 
CAN ANYONE TOP THIS SERVICE RECORD? 

Seventy-four years on the same job is a long time 

so long, in fact, that William W. Neel, 86, who has 
rolled up that enviable record at the stationery firm 
of William F. Murphy’s Sons Company in Philadelphia, 
has very few rivals. To our knowledge, the only other 
stationer in the nation who has accumulated a like 
term of service is James E. Jarman, of Jarman’s, Inc., 
Charlottesville, Va. And it’s highly unlikely that any- 
one in the nation has exceeded his mark. 

Hired by the company on his father’s recommenda- 
tion at the age of 13, Mr. Neel has worked for them 
continuously ever since. During the blizzard of 1888 
getting to work meant a tortuous walk of four miles, 
but he did it. 

Still spry for his years, he is the company’s paper 
buyer in charge of stock. His recipe for a long life of 
activity: Get up at 5:30; be to work by 7:45. Eat a 
light lunch, followed by an hour’s nap. Be home by 
4:30 and to bed by 10. And in your spare time, tend 
a Victory garden. That’s his routine—AK 


_—~< miacename 





NEW KELLSTEDT STATIONERY STORE IN PEORIA.—Ac- 
quired late in October from A. Espenscheid, the new store at 
222 South Jefferson Street will continue under the name, Kell- 
stedt & Son. Manager of the store will be Philip M. Kellstedt, 
son of A. H. Kellstedt. who will personally remain in charge 
of the 3l-year-old Peoria Typewriter Co., at 420 Liberty Street. 
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PARK BRAND 
FILING SUPPLIES 
a 
Manila Folders 
Single and Double Top 
a 
Pressboard 
Expansion Folders 
a 


Metal Tab Guides 
es 
Celluloid Tab Guides 


* 
Pressboard Guides 
a 
Manila Guides 
es 
Card Index Guides 
Buff Blue Salmon 
7 
Index Cards 
White and Colored 


Roll Folder Labels 


December, 


1944 


PARK BRAND FILING 
SUPPLIES are doing a 


spectacular selling job for 


smart dealers all over the 
country. 

They embody round corner 
and undertab refinements 
that give you a distinct 
competitive advantage. 
Your customers will appre- 
ciate the extra value that 
does not cost them any 
more. 

Standardize on Park Brand 
Cards, Guides and Folders 
and watch your sales grow. 
Send for catalog No. 45 
today. 
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a NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 





FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects’ drawings and spe- 
green of walnut finish. cifications. 





Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
our catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET * NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28°Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





New civic honors and responsibilities have recently 
been bestowed on Henry Rasmussen, Sr., owner and 
operator of Rasmussen’s Stationery Store at 808 Wash- 
ington St., Vancouver, Wash., where he has held sway 
for a full quarter-century. In a surprise move he was 
appointed as the city’s commissioner of finance this 
fall. The city commissioners, doubtless mindful of his 
long financial and business training gained in the 
comprehensive stationery field of his city only recently 
adopted a resolution naming the distinguished sta- 
tioner guardian of municipal finances. He replaces 
Fred Sinclair, who has been stepped up from that post 
to be mayor of this fast-growing shipyard city of 
southwest Washington. 

The Vancouver stationer served his city as a mem- 
ber of its council in 1936, and is well remembered for 
his sober business judgment and sagacity in helping 
formulate decisions and political policies during that 
particular period of the depression. At that time, too, 
he had charge of launching the city’s airport, which 
has since become one of the most important aeronau- 
tical assets of the region. He has ever shown forward 
vision, particularly during aviation’s early days. The 
Rasmussen stationery store will be under the manage- 
ment of his son, Henry Jr., while the senior Rasmussen 
looks after the interests and financial welfare of Van- 
couver people. 

* + *” 

Enjoying the hospitality of Thomas J. Watson, presi- 
dent of the International Business Machine Corpora- 
tion, recently were Dr. and Mrs. Otis Floyd Lamson of 
Seattle. On their return to the Puget Sound com- 
munity they related the splendid entertainment which 
Mr. Watson afforded them as his special luncheon 
guests. The Seattle couple, moreover, were shown by 
Mr. Watson through the clubhouse of the Interna- 
tional Business Machines factory at Endicott, N. Y., 
where provision is made for the comfort and recrea- 
tion of the 15,000 employees. The Seattleites had 
much to relate of the clubhouse luxuries supported by 
employees’ dollar-per-month dues, such as its beautiful 
swimming pool, botanical nurseries, well-equipped 
beauty parlor and a magnificent golf course. 


* * * 


Ever widening his civic influence and service to his 
city, Thomas Pelly, president of Lowman & Hanford 
Company, Seattle, has just been appointed to the 
executive body of the Seattle Civic Arts Committee. 
In appointing the well-known stationery company 
head, the mayor of Seattle has added additional hon- 
ors and responsibilities to shoulders already well- 
laden. Mr. Pelly and his group have been appointed to 
encourage cultural activities in the city and broaden 
community interest in the fine arts. For years the 
Lowman & Hanford president has been one of the 
leaders in furthering the prestige of the Seattle Sym- 
phony Orchestra. 

Proud announcement has been made by the Williams 
Office Equipment Company, 1005 A Street, Tacoma, 
Wash., of the fact that Leo J. James has joined the 
staff of that Puget Sound office appliance and bureau 
supply organization recently. Mr. James for the 
past 16 years has won wide récognition in servic- 
ing and maintaining general office equipment in Ta- 
coma and throughout the entire Northwest. In be- 
coming associated with the Williams Office Equipment 
Company he assumes the position of shop foreman 
and will head a most modern and thoroughly-equipped 
repair department. 

* * + 

Deciding it was better to send stationery to service 
men than to decorate streets in front of their stores 
with Yuletide festoonery, merchants of the Walling- 
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Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


28 N. Loomis St., Chicago 7, III. 











DEALERS i¢: Gnety 


Every office and plant a oor Cay 
clubs, hotels and small stores alike. 








Government is 
releasing 30 
thousand _ serv- 
icemen per 
month. 


RETAIL 
PRICES 


Size 6? 3. t2” 
with one set of 
numbers (Up to 
100 employees). 
$2.50 Ea. 


Size 17%x24” 
with two sets of 
numbers (Up to 
1000 employees). 

$5.00 Ea. 


Size 24”x 36” 
with three sets 
of numbers (Up 
to 10,000 em- 
ployees). 

$7.50 Ea. 


Usual dealer 
discounts 








For display in windows or offices to show your co-operation with the 
government on reemployment of service men and women. High grade 
rayon silk. Gold cord with pole at top. Beautiful gold fringe at bot- 
tom. Flexible celluloid numbers easily changed in holder. 

Order at least one of each size for display in your store and window. 
These flags will sell even better than now when Victory comes and 
priorities are forgotten. ORDER TO-DAY. 


SERVICE FLAG & EMBLEM CO. 


300 West Adams Street Chicago 6, Ill. 
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Plastic Cover 


BROWNE-MORSE 


MUSKEGON, MICHIGAN 


urns 


INDEX GUIDES 


A must for modern filing, Keyloid alone seals 
edges against dirt and moisture, does not break or 
peel like ordinary reinforcements Browne-Morse 
Index Guides give longer service because the en- 
tire tab edge is permanently sealed and reinforced 
with Keyloid. 

In immersion tests conducted by the U. S. Navy, 
Keyloid’s exclusive sealed edge kept out salt water 
for 24 hours and ink or wood alcohol for six hours. 


A BROWNE-MORSE EXCLUSIVE 











Gascereal 


» Write Department K1 for samples. 
















Seating 
America’s 
office workers 


CORRECTLY 
is a responsibility that 
JASPER SEATING CO. 
to accept. 


knows how 












OUR NEW 
REPRESENTATIVE 


in Oregon, Washington, 
Wyoming, Montana and 
Colorado: 


JAMES H. DAVISON 


Hotel Figueroa, Los Angeles 






No. 44 
with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 
REPRESENTATIVES 


Ferber, 30 E. a6 St. Phone WESster 3217 
Office Furniture Warehouse Co., 573 Broadway 






CHICAGO: L. H. 
NEW YORK: 











134 


ford district of Seattle forewent the one for the other 
this year. Wallingford business street decorations 
were sacrificed in order that the money could be spent 
for stationery for soldiers in distant posts. Assisting 
the Wallingford Club was the University Post of the 
American Legion, which shared in the sending of large 
batches of stationery for bigger and better “mail 
calls,” relished more than “chow” by the servicemen. 
. . + 

Once more a large influx of students, equipped with 
school supplies, stationery and the like from stationery 
outlets in Seattle’s university district has tripped to 
classrooms at the University of Washington. The fall 
opening was delayed until November because of the 
late closing of the summer school. It was the largest 
civilian student body since 1942, and included some 250 
returned veterans, taking advantage of the GI Bill of 
Rights. The estimated civilian registration of 5,236 
represented a 37 per cent increase over last fall’s 
figures. 

+ + * 

Carrying forward Latin American relationships and 
Good Neighbor policies, J. K. Gill & Company, Fifth 
and Stark, Portland, Ore., recently featured both oils 
and watercolors of vivid Mexican scenes and lurid 
flowers—artistic conceptions of Andrew Kay Womrath. 
Crowds flocked to the downstairs gallery of the large 
stationery store to see the work of this artist who has 
been painting in Mexico. 





A POPULARITY LEADER IN THE G-W OFFICE ACCES- 
SORY LINE.—Restyled for post-war, the Everyday file 
now appears in rich bright blue, printed in black, sil- 
ver and gray. The cover is of fine linen-weave water- 
proofed cloth, promising long wear, attractive appear- 
ance and protection from finger marking. Index tabs 
are gray printed in black for easy ligibility. A wide 
choice of indexes, including clear celluloid tabs for 
specially-typed inserts, is available-—RCE 
ee 


ART METAL WINS SECOND “E” AWARD RENEWAL 

President Algot J. E. Larson of Art Metal Construc- 
tion Company, Jamestown, N. Y., was notified late in 
October by Adm. C. C. Bloch, Chairman, Navy Board for 
Production Awards, that Plants No. 1, 2, and 4 of the 
company had been granted a second renewal of the 
Army-Navy “E” award for meritorious service on the 
production front. 

The letter was followed by a new pennant with two 
white stars affixed, signalizing the appreciation of 
the armed forces for the continued untiring effort and 
support of Art Metal workers. 


oe ig a ae 
GF AD CHIEF ADDRESSES YOUNGSTOWN GROUP 
William S. Miller, director of advertising for The 
General Fireproofing Company, Youngstown, Ohio, dis- 
cussed “Today’s Important Job” at the October 25 
dinner meeting of the Junior Chamber of Commerce. 
—AK 
1944 
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In spite of the tremendous demand for Feldco Zipper 
and Regular Ring Binders we have tried to be fair in 
the distribution of Feldco Products. Although we 
have produced more binders than we thought pos- 
sible, the demand far exceeds our production. If 
your jobber has not supplied you with as many 
Feldco Binders as you have needed, please realize 
he is not at fault. We appreciate your understanding 
and value your continued patronage of both our 
jobbers and ourselves. 


FELDCO Loose Leaf CORP. vit.snor es 


NEW YORK + 25 CENTRAL PARK WEST + PHONE CO-5-0282 
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e PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 3503 
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ASK _. to two 


skilled Desk Craftsmen! 


MARTIN STEINHAUSER 


Just after the turn of this century, Martin Steinhauser 
became a part of our organization. His work consists 
of assembling and glueing typewriter platforms, slides, ete. 
In 40 years, Steinhauser has seen countless Jasper Desks 
roll out of our factory destined to play a leading role in 
business offices throughout the country. 





Yes ... and for the future when this war 
is over, Jasper Desk Co. has ambitions and 
plans that will materialize. We know that 
men like Herman Kiefer and Martin Stein- 
hauser will help make these “desk dreams” | y 


AO Years 


come true. 















HERMAN KIEFER 


Herman Kiefer has been associated with the Jasper Desk 
Co. for 35 years. His work consists of assembling and glue- 
ing the ends of desks . . . his responsibility is to see that 
every Jasper Desk gets the “right start in life.” 


1 
} 
€ 
We value our old friends and loyal : 
a 
n 
t 









employees with whom we’ve 
worked so many years. Needless 
to say ... it takes a lot of links to 
forge a strong chain and the skill a 
e a rs that Herman Kiefer contributes, - 
goes a long way towards producing - 
Jasper Desks that we’re proud to ti 
sell. aul 
ec 
a 
Ww. 
m 
ta 
ite 
nc 
THE JASPER DESK COMPANY us 
; 
on 
JASPER, INDIANA . 
it 
on 
MEMBER WOOD OFFICE FURNITURE INSTITUTE Th 
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SUCCESS IN STORAGE HANDLING 


By Ernest W. Fair 








HE PROBLEM of how to store supplies and ma- 

terials, as well as tools and equipment, is ever 
present for even the smallest office supply store. As 
soon as the office supply dealer solves the problem in 
one direction, it demands immediate attention in an- 
other. There is never any perfect answer to the 
problem, and improvement in storage goes on every 
day. About the time the dealer believes that he has 
the perfect solution, new materials, supplies or equip- 
ment come along, or some condition arises within the 
store that makes the old method obsolete. 

The foremost consideration in any type of storage 
is to keep the stored items free from natural enemies. 
For example, certain chemicals used in cleaning and 
maintenance must be stored away from light. A gen- 
eral conclusion that the requirement is to keep away 
from a great deal of light has resulted in much dam- 
age for many stores. The maintenance employee 
should be instructed that these items should be stored 
in TOTAL darkness, not semi-darkness, and that best 
protection can be obtained only if that storage is in 
a dry spot, unless otherwise specified. 

Another factor that should be constantly borne in 
mind is that such storage rooms need ventilation. 
Few, indeed, are office supplies, materials and equip- 
ment units which can be stored in an unventilated 
room for any length of time without suffering con- 
siderable damage. Yet many stores, even our finest, 
wonder why deterioration proves so costly in other- 
wise perfect storage rooms. There is nothing like 
fresh air to take care of our stored items. Simply 
because the elements of rain and sunshine can prove 
damaging, too many of us reach the conclusion that 
air itself will be damaging. 

Haphazard storage is also inadvisable. If merchan- 
dise must be moved about constantly, stumbled over 
to find what we are seeking, or piled up in huge stacks, 
items therein cannot expect to be ready for 100 per 
cent efficient use when withdrawn from storage. 


A Good Store Room 


Since the expense involved is not large, many stores 
have found it a good practice to use large storerooms 
with shelves and drawers built around the walls, and 
tables and cabinets placed in the center of the room 
for smaller items. Thus every item stored by itself 
in a given spot can be reached immediately by an 
employee. Also, the chances for damage are mini- 
mized, since nothing is piled atop anything else, the 
stored items being handled only when placed in storage 
and when withdrawn. By this means individual treat- 
ment can easily be given items requiring special facili- 
ties. 

More damage is done to supplies and equipment in 
a storage room by haphazard storage than in any 
other way. If a piece of equipment has to be moved 
around (frequently in a careless manner) every time 





another item is withdrawn from storage, then each | 


time the first-named item is handled, wear and tear 
are natural results. That means the useful life of the 


equipment has been curtailed before there has been | 
a chance to put it into operation. In those stores | 


where a real system has been in function, such equip- 
ment and supplies always cost less to use. The impor- 
tant point, we are told by these dealers, is to store the 
item properly in the first place so that there will be 
no reason to handle it until the time for its actual 
use arises. 

Experts also suggest that nothing be stored directly 
on the floor. Where items may be too large or heavy 
to store on shelves and cabinets as mentioned above, 
it is advisable to place two-by-four wooden runners 
on the floor to hold these items above floor level. 
Thus the items are protected from any moisture on 
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GUIDES FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 


FOLDING 
CHAIRS 


MANY STYLES: 











UPHOLSTERED 
AND 
PLAIN 
IMMEDIATE 
SHIPMENT 








Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 





TIME TO CHANGE! | 





Yes, time to seil your customers new 
filing supplies for the coming year. 


5 PASTEL 
— Be sure to include SUPERDEX colored 

- labels for use on file folders, guides, 

mailing lists, ete. 

— MADE by WARSHAW on fully auto- 
GREEN matic machinery assuring uniform 
MANILA perforations and smooth even gum- 

BLUE ming. 

WHITE Displayed prominently, they are a 


constant reminder and ready seller. 


THE WARSHAW MBFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, WN. Y. 
INDEX CARDS 
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CARBON PAPERS 
WRITE svneweie 
TYPEWRITER RIBBONS 
<n . 


The 
WRITE Way 
nae is the 

— BEST Way to 
REPEAT BUSINESS and PROFITS! 


Customers come back again and again for 
WRITE products. They find that WRITE 
generously-inked Carbon Paper and Typewriter 
Ribbons do a clearer, cleaner job. And that 
means repeat business, stepped-up profits for you. 


Stock and feature WRITE to do 
WRITE-business. Act now. Send 
for samples and discounts today. 
You'll be delighted. 


Immediate Deliveries—No Delays! 


wie) Lexington Avenue 


WRITE i: 17, N. ¥ 
INCORPORATED 





FACTORY: Bridgeport, Conn. 





























NEO[EU 


DESK, TABLE AND COUNTER TOPS 


BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 





Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


= TANOS FOR QUAL;TY 


GRAND RAPIDS s MICHIGAN 
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the floor. They are protected against vermin (and 
bugs have been known to get into even the best of 
store rooms) and, equally important, it is much easier 
to handle heavy objects if one has a means of “get- 
ting a grip” underneather their containers. Some 
storage experts even advise the use of runners which 
have been creosoted or similarly treated, where the 
storage room is in the basement of the store. The 
extra cost is very. little. 


Lots of Light Worth While 


Another piece of advice well worth heeding is to 
have plenty of light in the storage room or rooms. 
Too often these are rooms lit only with a single 
25- or 40-watt bulb. There should be as much, if not 
more, light in the storage room as in any other room 
of the store. Poorly-lighted storage rooms lead to 
mistakes in handling and to accidents which result 
not only in employee injury, but in damage to goods, 
thus inviting all kinds of unnecessary difficulties in 
handling the merchandise and equipment stored. 

The light switch for the storage room should be 
located outside of the room itself, so that lights may 
be turned on from the outside without risk of an 
injury or breakage. It is advisable to use the type of 
switch containing a small red bulb which lights up to 
show when the storage lights are on. This eliminates 
the possibility of lights left on when no one is in the 
room. 

One store has also found it advisable to have a 
duplicate perpetual inventory record index installed 
right inside the storage room. On each card is shown 
exactly the bin or shelf number where the item is 
stored. This reduces chances for errors, helps em- 
ployees locate items needed quickly and, of course, 
is an aid to more effective inventory control. 

Another point of extreme importance is the advis- 
ability of good protection against fire, no matter how 
small the storage room may be. If stored items total 
to considerable value, it will be profitable to install an 
automatic warning and sprinkler system, particularly 
the former. In some cases such expensive protection 
may not be advisable, but no storage unit is too small 
not to have some protection. The wisest procedure 
is to have two fire extinguishers handy in the storage 
room. Too often these are “down the hall” or in some 
other spot. When they are needed, they are needed 
in a hurry. The extra minute it takes to have someone 
go after an extinguisher may be all the fire needs to 
destroy the stored items completely. If the extin- 
guisher is right in the room there is always a chance 
of getting a blaze under control before any great 
amount of damage has been done. 

Each of these points can be used profitably by any 
store, large or small, and each such store should 
check over its own storage facilities periodically. It’s 
cheaper to make frequent check-ups than to replace 
damaged merchandise or equipment. 


i 
ROYAL ANNOUNCES MANAGERIAL SHIFTS 


Ray Smith, for the past ten years manager of Royal 
Typewriter Company’s New Haven, Conn., branch, has 
been promoted to the managership of Bridgeport, 
Conn., and Fairfield County. 

Named as his successor at New Haven was George 
Broden, formerly assistant branch manager in Spring- 
field, Mass. Mr. Broden has been with the Royal or- 
ganization for 14 years, the past six in Springfield. 

I 


RITE-LINE NAMES WOMEN OFFICER-DIRECTORS 

Recently announced by the Rite-Line Sales Com- 
pany, Inc., New York, N.Y., was the election of Doro- 
thy Kegebein as treasurer and Clara Tucker as secre- 
tary of the firm. Both were named directors. 

Miss Kegebein, formerly head of the accounting de- 
partment of the United Conveyor Corporation, Chi- 
cago, joined the organization 14 years ago. Other 
officers are J. J. McNulta, president, and Louis Stock, 
vice-president and sales manager. 
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Pictured above are but a few of the many 
types of Acme Systems Equipment 


ACME 
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Next Week or Next Year 


Contract Termination. The 
standard procedure for termination of 
contracts, established by the Govern- 
ment, comprises 14 chronological steps 
for PRIME CONTRACTORS to fol- 
low to assure prompt settlement of 
claims--and 10 steps for SUB-CON- 
TRACTORS. With the Acme Visible 
Contract Termination System, the co- 
ordinator sees at a glance just where 
the lags are--just which departments, 
sub-contractors and vendors are behind 
schedule. It points out--signals--just 
where action needs to be 
taken. We have the needed 
visible record forms and equip- 
ment in stock. Samples of the 
record cards with explanations 
will be sent upon request. 





Reeconversion. There is no better 
time than now, when you are making 
plans for post-war business, to install 
a modern up-to-date visible sales con- 
trol system such as: 


CUSTOMERS’ PURCHASES 
SALES BY PRODUCTS 
DEALERS’ RECORDS 


PROSPECT FOLLOW-UP 
TERRITORY ANALYSIS 
SALESMEN’S RECORDS 


From the number of orders for new 
sales record systems we have been 
receiving in recent months, it is appar- 
ent that many companies are installing 
these systems now--and re- 
cording facts that will become 
progressively more important. 
We offer you the help of our 
experienced staff of systems 


specialists. 


VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 


1944 
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With the Holiday Season Approaching | 

and the Spirit of the times calling for ; 

Greetings and Good Will to All | 

let us consider how much greater the enthu- 

siasm would be to greet each other with 

A Merry Christmas 

if only the Fathers, Sons, Daughters, 
Brothers and Sisters who are helping 
fight our battles and sacrificing so much 
—were HERE not only to enjoy the 
good things of which we will partake, 

but just—were HERE 
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LONDON SALES DIRECTOR APPOINTED BY UEF | 

P. D. Wagoner, president and general manager of | 
the Underwood Elliott Fisher Company, has announced | 
the appointment of E. W. La Tourette as managing | 
director of Underwood Elliott Fisher, Ltd., of England. | 














E. W. LA TOURETTE 


This is UEF’s largest and most important foreign sales 
subsidiary, with headquarters in London. 

Mr. La Tourette, who was regional sales manager at 
Chicago before his appointment to the London post, 
has served in many capacities with UEF since 1916. 
He has advanced from salesman to executive sales 
positions in Los Angeles, El Paso, St. Louis and Chicago. 
His appointment as managing director of Underwood 
Elliott Fisher, Ltd., of England, is recognition of his 
unusual qualities. 

Oo 
HIRING AND HOLDING THE PART-TIME OFFICE 
APPLIANCE STORE EMPLOYEE 

Following are simplified rules for hiring and holding 
the part-time employee which will help the office ap- 
pliance dealer greatly in solving the problems part- 
time labor presents: 

1. To train quickly, place part-time workers under 
the supervision of, or working in conjunction with, 
an old reliable employee. The old-timer can do the 
job, and the newcomer can follow suit as best he can. 
This system works excellently where work does not 
require too great skill. 

2. Get present workers to bring in their friends. A 
bonus to each employee who brings in a satisfactory 
part-timer is a big incentive. 

3. Advertise unceasingly—in local papers, on posters 
within the store, by word-of-mouth to customers who 
may know of high school boys, 4-F’s or discharged 
service men. 

4. If a position of trust is involved, break the part- 
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DIGNITY BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 


Ww 


32 


























time worker in on it gradualiy. Watch him. Test him. | 


Better be slow than sorry. 

5. If a man can work three afternoons a week, pay 
him at the end of the third day; don’t make him wait 
till the end of the week. There are some employers 
who have found that payment of part-time workers 
at the end of each day helped bring them back. Two 
or three dollars in hand for a bit of fill-in work looks 
good! 

6. With an eye toward keeping satisfactory help 
coming back for more, offer a raise in pay to those 
individuals who will put in as much as 20 hours a 
week. Or offer a bonus to the part-timer who puts in 
the greatest number of hours in a certain period. 

7. Once you have a part-time employee safely wed- 
ded to your business, be subtle in trying to convert him 
to full time. Drop a hint here and there that you 
have found a certain named individual’s work more 
than satisfactory, and that you would like to have him 
as a permanent member of your staff. 

8. Part-time workers make excellent public rela- 
tions personnel in that they tend to spread good will 
for you unconsciously. More often than not, when off 
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Hureau Systems File 


Acclaimed by farmers, tax experts 
and accountants 


Every stationer to 
whom Bureau Sys- 
tem has been of- 
fered has ordered. 
Buyers who were 
out when salesmen 
called ordered by 
mail from folder. 
Bureau System is 
designed for farm- 
ers to simplify 
compiling of in- 
come tax and to 
save them money. 
Provides five-year 
record. A thor- 
oughly live sales 
article. 




















PRICE 


Copyright 1943 $ by e q) D 


Reg. U. S. Pat. Off., Pat. Pending 








Write for Folder Now 


Write at once for folder describing this unique file. 
It offers a new and quick source of profit. 


BUREAU SYSTEMS COMPANY 


1007 E. Adams St. Springfield, Ilinois 
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duty, they’ll buy from you—and bring their friends. 
Let them know you'll be pleased to serve their friends! 
9. Special buying privileges often help hold the 
part-time worker. Free tickets to a moving picture 
show, a boxing bout or other community affair always 
please far in excess of the amount involved. 
10. Be a good buy to work for! BART 
a 


NOVELTY IN WARTIME ADVERTISING 

One of the most effective wartime promotion ads is 
the “Salute to Married Men about to Depart for the 
Wars.” From each list appearing in the newspapers of 
names of men about to take physicals, six are selected 
to receive, in the event they pass and are accepted 
for service, a $2.00 “Good Luck” ring with the compli- 
ments of the office appliance dealer. The men selected, 
obviously, are business executives who have been cus- 
tomers of the store in the past. The idea behind the 
presentation of the ring is that it will keep these exec- 
utives thinking of the store during the time they are 
at the front and, in the post-war era, the good will of 
these draftees will be more necessary than ever before. 

Another effective wartime ad is the “Welcome, 
Stranger” advertisement. Every few weeks this ad 
names all of the new items which have come into the 
office appliance dealer’s establishment. The idea be- 
hind this series is to arouse the interest of the execu- 
tive so that he or she will come in to look over the 
new arrivals of stock. 

Another effective ad is one showing a photograph of 
a different business executive’s family each week. A 
family group picture appears in the ad and underneath 
it an identification caption reading, “This is one of 
our community families whom we take pride in serv- 
ing.” People eagerly await each week’s ad to see which 
executive’s family will be featured. 

A very striking ad asks this question,—‘“‘Are you a 
clockwatcher?” There follows a list of clocks in the 
community, such as these,—local theater, Western 
Union, or public square—clocks which office workers 
may check upon to make sure they arrive on time 
at the office. The theme behind the ad is to make 
certain that every office worker arrives at the office 
on time whether they possess a watch or not. 

Many office executives do not realize the complex- 
ities lying behind the securing of office appliances. 
For this reason a series of ads may be run by the 
dealer telling the story behind each item in the store. 
Each weekly ad carries a short text of a few para- 
graphs, discussing in simple language the steps neces- 
sary in order to secure a file, typewriter, or some other 
product which is rationed during wartime. These ads 
are informative as well as entertaining, and for that 
reason have a wide acceptance by the business execu- 
tive public. 

John R. Bourne of Rochester, N. Y., recommends a 
very unusual promotion consisting of a display of 
pioneer days. This display consists of a miniature 
Conestoga wagon, a vehicle used by pioneers in the old 
days. In addition, flags used in pioneer days, political 
posters used in campaigns of the 80’s, and all such ob- 
jects find a place in this exhibit. 

The exhibit is called “Pioneer Days” and the busi- 
ness executives are invited, through a newspaper ad, 
to come and look it over in order that they may 
realize that the hardships they are being called upon 
to put up with are nothing compared with those our 
forefathers encountered. 

A letter is sent by the office dealer asking that each 
business executive rummage through his or her attic 
or cellar and see if items suitable for the collection 
can be found. Many business men are collectors at 
heart—they may have coins or other relics, including 
old furniture found in log cabins, and so on. The 
business dealer kills two birds with one stone. He 
makes contacts with business men and, in addition, 
pacifies the chronic complainers who are always kick- 
ing over the shortage of office appliances——-EAC 
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TRANSFER TIME IS NEAR AGAIN 


... Time fo Profit from Volume Sales 
of Browne-Morse Filing Supplies 


Stock up now... get ready to need with the complete Browne- 
meet an unprecedented demand Morse line... supplies for every 
for filing supplies. Business has _ kind and size of filing system, 


never had so many records... made to stand up under the 
and you’ve never had so many _ toughest kind of service. 

customers as you'll have when Order immediately for prompt 
all those files go into storage. delivery. Sell Browne- Morse, the 


You can satisfy their every filing _line with the satisfied customers. 
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A COMPLETE LINE OF FILING SUPPLIES FAMOUS "JUTITE” MANILLA AND KRAFT FOLDERS * PRESSBOARD 


FOLDERS * BLANK AND PRINTED VERTICAL GUIDES *« BLANK AND PRINTED CARD GUIDES « BLANK AND RULED RECORD CARDS 
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DIEBOLD POSTING TRAY 





3314 % More Capacity @ The versatile record tray, with effortless 


" operation for faster filing, finding, sorting, stuffing. 

: : The multiple separator construction prevents 

Sp e ed S l p HH a C h | fl fe p 0 St | ng buckling or curling of lightest tissue copy paper 

as readily as the heaviest weight index records. 

Easily accommodates ledger cards for all types of 

posting machines. No follower or compression 
mechanism. Portable—compact—sturdy. 



















The outstanding features of the V-28 Posting Tray 


have created a rapidly growing demand for it. as. 

Several models now ready—to provide smooth er 

routines—to simplify and speed up operations oe 

—to reduce costs. co 

as: 

The V-28 Posting Tray and other Diebold we 

Products offer you an outstanding line of business + 

> systems equipment—to meet your customers wa 

every need—to build profitable sales for you. , 
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* GOLD STARS « 


in the Industry’s Service Flag 











Members of the New England Travelers Club and his 
associates of the Joseph Dixon Crucible Company were 
grieved to learn that P. Gordon Walker, former editor 
of the Netclub News, was killed in action on the 
German front on October 14. Gordon entered his 
country’s service during the summer of 1943 and was 
assigned to an engineer’s combat battalion. His outfit 
went to England last December and took a prominent 
part in the Normandy invasion. Injured in that action, 
he spent several weeks in a hospital in England. He 
was killed shortly after rejoining his battalion. 


To his wife and family, and to his associates at 
Dixon, OFFICE APPLIANCES extends sincere sympathy. 


Ww 
Lieut. Raymond Weiner, son of Milton Weiner, Allen- 
Wales adding machine distributor of Pittsburgh, Pa., 
was wounded in action in France on September 13 and 
died two days later. Lieut. Weiner entered the Army 
in January, 1942, and served overseas two years in 





VICTOR PENS IN 


SERVICE EVERYWHERE 
LAND, SEA and AIR 


THE U.S. VicToR FOUNTAIN PEN Co., INC. 


North Africa and Tunisia, Sicily, Italy and France. | 
He served with a field artillery battalion connected | 
with the Third Infantry division and recently was | 


awarded the Medal of Honor for heroic action. 
Ww 


Announcement has been made by the Royal Air | 


Force that Flying Officer Maurice F. O’Neill, 25, of | 
Halifax, N. S., originally reported missing after a plane | 
crash at Nassau, Bahamas Islands, was killed in that | 
mishap. He had been on duty with the anti-subma- | 


rine coastal command in the West Indies. Before 
joining the air force in 1941, he was in business with 


his father, Frank M. O’Neill, under the firm name of | 
F. M. O’Neill & Company, office appliance dealers and | 


distributors at Halifax. The business is being continued 
by the father, founder of the concern. 

Surviving, besides his father and mother, are three 
brothers, Flying Officer J. N. O’Neill of the Royal 


Canadian Air Force, and Frank and Thomas, both | 
students at St. Mary’s College; and two sisters, Mary | 


Patricia and Margaret, both at home.—W. M. 





Industry Members Missing in Action 











Capt. William (Bill) Wade, former assistant sales | 


manager of the Corona division at the home office of 
L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N. Y., was reported on October 10 by the War De- 
partment as missing in action. Combat intelligence 
officer for a troop carrier command squadron, he had 
been missing since the action of September 17 over 


Holland, according to the telegram received by Mrs. | 
Wade. A popular member of the Smith-Corona fam- | 


ily and a Yale graduate (1930), Bill was commissioned 
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No. 130 —“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


‘‘MEMORY MASTERPIECES"”’ 
AURORA, ILLINOIS 
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DRAWING INSTRUMENTS 


— Immediate Delivery 


CHARVOS — Amer- 
ica’s fastest-selling 
instrument—now 
available at dis- 
counts affording you 
worthwhile profits. 





Set #814 
modern design ; with Pen and Pencil Parts and Lengthening Bar; 
6” Divider, with micrometer adjustment and tension adjustable 
head; 34” Bow Divider, center wheel adjustment; 3%” Bow 
Pencil; 3%” Bow Pen; 514” Ruling Pen. Screw Driver, Needles, 
Leads, and Parts. Velvet-lined 2-flap pocket-type case. 


$18.00—Maximum Trade Discount 


(illustrated above) includes: 6” Compass of most 


Set #612 contains: 6” Compass; 5%” Ruling Pen; 34” Bow 
Pencil; 34” Bow Pen; Screw Driver with Needles and Leads. 
Velvet-lined 2-flap pocket-type case. 


$10.80—Maximum Trade Discount 


Set #614N contains: 6” Compass; 514” Ruling Pen; 6” Di- 
vider with Straightening device; 354,” Bow Divider; 3%” Bow 
Pencil; 33%” Bow Pen; Screw Driver with Needle and Leads. 
Velvet-lined 2-flap pocket-type case. 


$15.00—Maximum Trade Discount 


ONE OF AMERICA’S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


MAGNIFYING GLASSES DRAWING TABLES 
X-ACTO KNIVES & SETS STEEL SCALE RULES 
PAPER CUTTERS AIRBRUSHES 
SLIDE RULES 

Send for wholesale catalogue. 


The Depariment Store of Art Material. 


ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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in the Air Forces in April, 1942. His many friends 
join Mrs. Wade, and his three children, Michael, 
Wendy and Sharon, in the fervent hope that he will 
later turn up alive and well. 





Industry Members Now Serving With the 
Armed Forces in the United States 











Assigned to the Navy Supply Corps and temporarily 
stationed in Boston until the receipt of further or- 
ders is Lieut. (j.g.) Henry B. Holmes, USNR, on leave 
of absence from his former civilian post with the 





LT. HOLMES, USNR 


| Columbia Ribbon & Carbon Manufacturing Company, 


Inc., Glen Cove, L. I, N. Y. He is presumed to be 
utilizing his wide knowledge of business practices and 
systems acquired as Columbia’s eastern sales manager 


| in the performance of his naval duties. 


assinnllillhdilidiiiaetininns 
ITKIN HEADS OFFICE FURNITURE DIVISION OF 


_N. Y. FEDERATION OF JEWISH PHILANTHROPIES 


Ben Itkin of Itkin Brothers will serve as chairman 
of the Office Furniture Division in the 1944 appeal of 
the Federation of Jewish Philanthropies of New York 
benefiting 116 affiliated hospitals, welfare societies and 
child care institutions. 

Associated with Mr. Itkin is Vice-chairman Sam 


| Katz and Treasurer Irving Levy, both of the Art Steel 


Company. 
At a recent committee meeting at the Hotel Com- 


| modore, plans were made to climax the industry’s 
' Federation effort at a dinner to be held Tuesday, De- 


cember 12, at the Hotel St. Moritz. Honor guests will 
be H. A. Clemetsen of the Office Furniture Warehouse 
and Joseph Wallace of the Myrtle Desk Company. The 
groundwork was laid for an all-out campaign on be- 
half of the Federation agencies which, Mr. Itkin point- 
ed out, help 300,000 New Yorkers every year without 
regard to race or creed. 

Serving on the committee on arrangements are B. H. 
Nemlich of Regan Office Furniture Corporation, Harvey 
Bright of Bright Chair Company, Seymour Nathan of 
Nathan’s, Edwin Golden of Kalmus-Golden, Moe Tur- 
man of Metwood Office Equipment Corporation, Harry 
Lakow of Samuel Lakow & Sons, Isadore Goldman of 


| Universal Office Equipment Company, Martin Pollack 


of General Steel Products Company, Joseph Ruben- 
stein of Addressing Machine & Equipment Company, 
Arthur Burger of Art Steel Company and Chic Blank 


of A. Blank, Inc. 
0 -O_____ 


| ROCHESTER TO GET NEW STORE IN FEBRUARY 


Two former employees of the Adams Book and Art 
Shop, Rochester, Minn.—Floyd Frutiger and Monte 
Pearson—will open their own store, Monte’s Gift and 


| Stationery, at 225 South Broadway in that city on 


February 1. Mr. Pearson has been with the Adams 


| store for the past 25 years (the last eight as manager), 
| Mr. Frutiger for the past 15 years. 


The new store, fitted with all new fixtures and mod- 
ern lighting, will feature gifts, greeting cards, social 
stationery, pictures and picture frames, books, and 


| school and office supplies. 
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Your Postwar Opportuntty-Seeret 
(3 tu our “files 


Good news is hard to keep . . . especially when you’re bubbling 


over with enthusiasm. But this news will be so good, you'll 


cheer when you hear it. Be patient. It can’t be too long now. 


INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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Use Your Gunlocke Catalog 


FOR QUICK SALES IN YOUR CUSTOMER'S OFFICE 
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Here’s one way to make every minute of every call 
a ‘selling minute.” Bring out your Gunlocke Chair 
Catalog. It’s the same as bringing your showroom 
to your customer. 

In these days when calls are doubled and custom- 
ers are anxious to get it over quickly, the Gunlocke 
Catalog is an indispensable aid in getting at the facts 
without waste time. Make a habit of getting the 
most out of this catalog. Use it to make it easier for 
you and your customer to select the chairs that will 
take care of his requirements. 

You'll be surprised to find how quickly it helpsmake 





WAYLAND, NEW YORK 
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sales. This catalog was designed to show the com- 
plete line simply and effectively, to give complete 
specifications in just a few words and with illustra- 
tions that bring out the graceful lines and sturdy 
construction of Gunlocke chairs. It gives your cus- 
tomer quick and simple answers to his questions. ... 

You don’t have to skip pages in showing the cata- 
log. Prompt delivery can be made on all Gunlocke 
chairs with the exception of upholstered styles. 

The value of the Gunlocke Catalog will show up 
in quicker and bigger sales for you. If you don’t have 
a copy of this catalog . . . write today. 


. H. GUNLOCKE CHAIR COMPANY 


OFFICE APPLIANCES, December, 1944 








— 
tio1 


wor 
ear 
age 
Rot 
his 

pati 
sold 


vita 
asse 
pons 
bly | 
high 
equi] 
Air ] 


quali 


cal ¢ 
craft 


OFF 


ym- 


ete 


rdy 


"uS- 


ata- 
rcke 


up 
lave 


944 








ATTRACTING THE SMALL BUSINESSMAN 

Featuring bargain items for the small businesman 
(and the vast majority of them are small), the Dando 
Equipment Company displays a number of “bargain” 
filing articles in windows that contact passers-by be- 
fore its spacious establishment at Fourth Avenue and 
Spring Street, Seattle, Wash. 

Window pieces, neatly centered, show many office 
supply and equipment items, such as visible card con- 
tainers, file indexes or alphabetical cards which the 
small businessman can profitably use, particularly 
when offered at a discount. 

The small businessman, moreover, is in the ascen- 
dency at present. And he is almost certain to have 
his “innings” in the reconversion and change-back 
period to peace production and distribution. Further- 
more, to paraphrase a well-Known saying of Abe Lin- 
coln: “The Lord must surely have loved the small 
businessman because he made so many of them.” 

Suggested “For Small Businesses” are a variety of 
index articles of varied size and hue taken from the 
Dando stocks. These are placed in the wide Fourth 
Avenue windows, behind which is a solid background 
of diversified office furniture and equipment in which 
this office equipment firm specializes. 

Definite appeal is given the window that addresses 
itself to the small businessman. Everybody cannot be 
a big corporation, or a “big shot,’ and it is just as 
well for everyohe concerned—the stationer included. 

Little messages to the small business executives and 
owners of modest enterprises, as well as office man- 
agers passing by, reach out with descriptions of the 
actual articles set out for their delectation. By the 
side of metal tab index cards for larger filing cases, 
for instances, are descriptions and discounts, or the 
reduced prices, as well as visible and compact folders 
that fit the desk of the small businessman or his 
secretary. 

Dramatic ideas are not necessary all the time, 
though the Dando windows have had a number of 
these, such as the large window-filling cartoon show- 
ing perplexities that spring from badly-filed letters 
and documents, with Gremlins of filing disorder har- 
rying the embarrassed executive who gets “het up” 
at his secretary. 

There are, perforce, more small businessmen than 
larger ones or executives of large corporations, and 
after the war, under the new stimulus promised free 
enterprise, there may be even more of them. Emphasis 
will be on personal and business initiative to separate 
the many millions of persons from the overcrowded 


Federal payrolls and create new jobs for them.—CML. 
>= —__ 


SUN RUBBER HONORED FOR WAR PRODUCTION 

On November 26, The Sun Rubber Company, Bar- 
berton, Ohio, joined the two per cent of American 
industry which has been honored by the Army-Navy 
“E” award for exceptional performance on the produc- 
tion front. 

Notice of the award bestowed upon the men and 
women of The Sun Rubber Company was received 
early in the month by T. W. Smith, Jr., general man- 
ager, in a communication from the War Department. 
Robert P. Patterson, Under Secretary of War, said in 
his letter, “This award is your nation’s tribute to your 
patriotism and to your great work in backing up our 
soldiers on the fighting fronts.” 

The Sun Rubber Company has turned out many 
vital war products. Respirators, gas masks, complete 
assemblies of gas masks for civilians, rubber com- 
ponents of gas masks, and fuel cell fittings and assem- 
bly of fuel cells for B-25 bombers. The firm produces 
high-altitude oxygen masks and scientific testing 
equipment and other specialized equipment for the 
Air Forces. 

Peacetime products of the company were chiefly 
quality rubber toys, rubber office sundries, rubber medi- 
cal equipment, as well as rubber automotive and air- 
craft appliances. 
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Merry Christmas 
and a 
Happy New Year 
to all 
Our Friends 
in the Trade 


Moen Peneilo Ti 
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That’s the way 

we feel about it 

-and nothing else counts at this 


Holiday Season — 


Gly Riley Lone 


LIGHT WEIGHT AIR MAIL STATIONERY 
AGENCY PAPER CO., 74 Varick St., New York 13, N. Y. 


FACTORIES-New York, Chicago Buy Bonds for Keeps 
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AN 

OPPORTUNITY 

FOR 

DESK MANUFACTURER 


to hire a resourceful selling agent. 





This man will study your business and 
understand your problems. 


He is industrious and will present your 
line consistently and intelligently. 


He will train the dealers and their 
salesmen to sell your line in prefer- 
ence to others. 


Territory covered includes Greater 
New York, New England, Philadelphia, 
Baltimore and Washington. 


BOX NO. M-137, CARE OFFICE 
APPLIANCES, CHICAGO 6. 
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BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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NORTHWEST NEWS NOTES 





Merrill D. Hasty, Correspondent 





“Doc” Russell of Race Office Equipment Company, 
Oshkosh, Wis., is back on the job again. 
a ad * 


Eddie Friedman, LePage’s, Inc.; Eddie Hansen, 
Miller-Davis Company, Minneapolis, and your corre- 
spondent attended a meeting at the Noonday Club at 
the Hotel Vendome, Minneapolis, where the play was 
for blood but none was drawn. "Twas reported that 
Hansen cleared enough to purchase a new lawn mower 
and garden hose for next year’s work. 

* * > 

Almost everyone in the Northwest knows Claude 
Fleet of E. Faber fame. But few are aware that in 
northern Minnesota he is known as the “Catsup King” 
or “Fleet, the Smoker.” 

* * - 

Fred Johnson and Al Sundberg of A. & E. Supply 
Company, Duluth, Minn., who attended the NSA Con- 
vention in Chicago in October, are still talking about 
the many places they ate, and in particular about 
the Chinese food and the annual banquet. 

* * * 

Joe Roller of Roller Office Supply Company, Grand 
Forks, N. Dak., is considered “tops” as a hunter in 
that area. All his doctor friends in his building are 
guessing where he spots so many pheasants. In fact, 
a good many more would like just to see some birds. 
More power to you, Joe; send ’em a picture. 

* *” * 


Ernest Gruner, owner of Gruner’s at Watertown, 
Wis., has opened a new store at Fort Atkinson. The 
new unit is very attractive and offers a complete range 
of items similar to the lines carried at Watertown. 

+ * * 

Mr. and Mrs. S. J. Olson of S. J. Olson Company, 
Milwaukee, Wis., left November 10 on his annual trip 
to Florida. 

* * * 

Al Dorn has returned to Siekert & Baum after an 
absence of about 12 years. He was most recently em- 
ployed by Utility Stationery Stores in Chicago. 

* * * 


Our friend, Lt. Clarke Hook (j.g.), is now stationed 
in the Aleutians. He was formerly manager of the 
Otto Wagner store at Freeport, Il. 

* * * 


Henry J. Huette of Autopoint Company has been 
forced to postpone until after the first of the year a 
trip planned for Wisconsin. Minnesota and the Dakotas 
Carrying home a bag of groceries after Saturday shop- 
ping, he tripped crossing a street, fell and broke his 
right ankle. The accident occurred November 4. It 
was estimated that six weeks would be required for 
recovery. Henry gets about some but spends most 
of his time at the Huette domain. 

eee ea 


TWO NEW MEN JOIN MEMPHIS FIRM’S STAFF 


The Doyle Typewriter & Supply Company, 197 Mon- 
roe Avenue, Memphis, Tenn., in addition to sales of 
typewriters, adding machines and calculators, has 
developed a widely-patronized repair and service fea- 
ture, James Doyle, co-owner and manager stated. It 
also has a rental department. The firm will also add 
new articles in metal furniture in the near future. 
Russell Stovall, formerly of the service and sales de- 
partment of Underwood Elliott Fisher Company, and 
R. A. Currie, formerly in business for himself, have 
lately joined the Doyle staff.—CG 

acstenaepctaieaii cameo 

GRIMMER HONORED BY FT. WAYNE CHAMBER 

Roy E. Grimmer, district manager of the Burroughs 
Adding Machine Company, has been elected second 
vice-president of the Chamber of Commerce at Fort 
Wayne, Ind., for the coming year—AK 
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What Does Mean to 





i pend the products of All-Steel-Equip Company are going 
to the armed forces, but the day will come when we can 
resume peacetime production. We will again bring you the 
complete A-S-E line of better steel files and office equipment. 
There are many good reasons why A-S-E files will again be 
preferred by dealers from coast to coast! It’s the quality line 
that you should carry because . . 


ASE MEANS QUICK TURNOVER 


A-S-E files will again offer more dollar-for- 
dollar value than others! They will, therefore, be 
easier to sell. Your customers will appreciate the 
many features, the beauty, the strength, the usa- 
bility! A-S-E means increased sales, more profit —% 
for you! 


ASE MEANS SALABLE FEATURES 


Features with: customer appeal, features with 
sales punch! Features such as the smooth-action 
drawers that glide easily in and out . . . the fine 
locking mechanism . . . superior cabinet con- 
struction of rugged, heavy-weight steel . . . with 
attractive baked-enamel finish! 





ASE MEANS BETTER QUALITY 
Again you can sell the A-S-E line with pride, - xe 


with confidence, with the assurance that it will 
give outstanding satisfaction! A-S-E files are 
backed by more than 31 years of engineering , 
skill and experience in the fabrication of filing 
equipment and other steel products! 








ALL-STEEL-EQUIP Company, Inc. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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NEW ENGLAND TRAVELERS NOTES 

The D. J. Casey Paper Company, Haverhill, Mass., re- 
mains at the same location but has come up with a 
brand new redecorating job—par excellence! The 
newly-revamped store is complete in every detail from 
floor covering to fixtures, including an enlarged greet- 
ing card department. 

~ re a 

Our fellow travelers will be interested in knowing 
that the News Shop of Brattleboro, Vt., has changed 
its name to “Baker’s.” No change in ownership or 
management of the firm is involved. 

* x * 

In anticipating their eightieth anniversary of busi- 
ness life, celebrated recently, H. S. Hutchinson & Com- 
pany, New Bedford, Mass., began early in making 
changes in their store. A glance, as one enters the 
front door, quickly absorbs the result of these changes. 
At the back of the store a large balcony has been 
added, a center stairway giving easy access to new, 
roomier offices. In the space formerly occupied by 
the offices a large and complete phonograph record 
department has been installed. This department and 
the entire basement, devoted to toys, games and many 
other lines, are now in charge of Fred Melling, for 
many years general manager of the C. F. Wing Com- 
pany, New Bedford. 

(The above items are from the November issue of 
the New England Travelers Club News.) 


——— =  __—_ 
OFFICE APPLIANCE REPAIRMEN NEEDED 

The United States Civil Service Commission is seek- 
ing office appliance repairmen for filling positions in 
Federal agencies in Washington, D. C., and vicinity. 
The salaries range from $1,824 to $2,482 a year, in- 
cluding overtime pay. 

No written test will be given but applicants must 
show that they have had at least three months’ ex- 





perience in the maintenance, repair, and complete 


overhaul and adjustment of office appliances or ma- 
chines, such as typewriters, calculating machines, dic- 
tation recording machines, folding machines, and 
Addressograph or Graphotype machines. Typewriter 
repairmen are especially needed. 


Full information regarding the positions, and appli- | 
cation forms, may be secured at first- and second-class | 
post offices, from the Commission’s regional offices, | 
or direct from the U. S. Civil Service Commission, | 


Washington 25, D. C. 
Appointments to Federal positions are made in 


accordance with War Manpower Commission policies | 


and employment stabilization programs. 





SHAW-WALKER EXPANDEX STEPS UP CARD REFERENCE 
IN PENNSYLVANIA WAR PLANT.—Time consumed in refer- 
ring to 300,000 tabulating cards in the plant has been cut 
sharply by the use of the Shaw-Walker Space-Saver Ex- 
pandex. Space-Saver guides were used to prevent injury to 
cards, permitting manipulation without affecting compression. 
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THE MAN 
WITH FLOOR SAMPLES 
GETS THE BUSINESS 


The Peterson line of coatroom equip- 
ment comprises the finest and most 
coniplete selection on the market to- 
day of ali types of garment racks and 
devices for coatrooms—wardrobes— 
restaurants, stores, factories, shops 
and offices. Because its new and 
different, buyers want to see it. The 
dealer who carries and stocks this 
line makes better profits because the 
Peterson line MOVES, it's available 
NOW, has greater profit possibili- 
ties and there is NO factory com- 
petition; no 20 or 30 other similar 
lines. 


The NEW Peterson locker, illus- 
trated, for industrial or shop appli- 
cations, prevents crowding, saves 
valuable production space and dou- 
bles coatroom capacity because it 
accommodates the clothing, lunches 
and miscellaneous gear of !2 em- 
ployees in just 5 square feet of 
space. It's easy to move, comes in 
convenient 5-foot lengths to fit into 
otherwise waste space. Also double 
units (back-to-back) provide ample 
locker space, for 24 people in every 
5 running feet. Employees like 
Peterson locker room equipment be- 
cause it keeps clothing safe, dry, 
sanitary and ‘in press.'' A complete 
line of locker units, wardrobe racks 
and non-tipping (6 or 12 person) 
costumers. 


Available NOW! 
Write for Catalog and Dealer 


TN 


~~, : 
VOGEL-PETERSON CO. 


“The Check Room People” 
1818 N. Wolcott Ave. Chicago 22, Ill. 


a's’ ale 











IF ITS DARNELL 
IT'S EASY TO SELL! 


DARNELL 
CASTERS 


and NOISELESS GLIDES 








DARNELL CORP LTD 60 WALKER ST., NEW YORK 13, N.Y 
LONG BEACH 4, CALIFORNIA 36 W. CLINTON, CHICAGO 6, KL 


153 








‘STEER: &6TRONG 











AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong’”” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 





Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 


Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Currency Bags 

Draw String Bags 

Metal Clasp Bags 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 





HANNIBAL, MO. 


THE C. L. DOWNEY CO. 














Season’s Greetings 
Here's Hoping for Speedy Victory in 1945 
° ¢ ° 
SINCERE THANKS 
for Your Patronage. 

We shall strive to extend the utmost 


cooperation to our dealers in 1945. 






Protected by 
U. S. Patent 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


(New Address) 
53-59 East 26th St. 


Representatives 


CHICAGO 16, ILL. 


Fred Deutsch, 3525 Southwestern N. 
Bivd.. Dalias, Texas—Texas and Okla. Eig 
Milton Stone, 30 Church St., New R. : 
York City, covering New York. 2523 W. 109th Pi.. Chicago, Ill. 
Harry Henkel, 163 Second St., San S$. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadelphia, Pa. 


LL. & K. W. Zeagier, 1709 W. 
hth St., Los Angeles, Cal. 
&. Horter, tnd., fll., Mich., Ohio, 
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THIS STATIONER “GUIDES ’EM” IN SEATTLE 

Its spread-eagle map stops folks on Third Avenue in 
Seattle’s busy business district, for midway at the en- 
trance to the A. E. Fransen Company store is a fully- 
unfurled map of Seattle, showing in detail streets, 
avenues, the lake and city limits, as well as all other 
physical geography of the city. 

Many a passer-by pauses to help himself or herself 
to a “free consultation,” to secure an orientation, gain 
a sense of direction, capture lost horizons or perhaps 
refer to the precise location of a street or address 
which he or she may be seeking. That part is all free. 
Beautifully colored, the map, which started as a means 
of having the newcomer or old resident secure a con- 
sultation, has resulted in countless passers-by coming 
in to buy. 

And there A. E. Fransen, with his excellent sales- 
manship and well-trained sales staff can “upgrade” 
the prospective sale from a least expensive map which 
they may come in to buy to the more expensive guide 
—the 50-cent special instead of a smaller purchase. 
When they ask for a simple map, he briskly inquires 
whether they would not rather have a map and guide 
together. He exhibits the thick booklet with its com- 
pendium of directional information about the Puget 
Sound metropolis, named after the region’s greatest 
Indian—“Chief Seattle.” 

Mr. Fransen, a veteran of the First World War when 
he was a member of the. U. S. Marine Corps in France, 
still brims with youthful energy that makes him a 
keen and aggressive businessman. Daily and dynami- 
cally he licks business problems as they swim into his 
store, while reposing up his sleeve are several post-war 
plans which he will place in operation at the proper 
time. 

As this Seattle stationery store proprietor com- 
mented, the outside map has resulted in no end of 
business. Folks coming to buy maps were sold the 
50-cent guide, and on numerous occasions remained 
to purchase various writing materials, pens, paper and 
ink. 

Many a newcomer to the city, coming to engage in 
war work or lend a hand towards making those big 
B-29’s fashioned in Seattle, or to put together naval 
or merchant vessels in the war effort, has been orien- 
ted and given his bearings by the A. E. Fransen store 
map. Many of these folks didn’t even know their way 
from Second Avenue to Third Avenue, one block up, 
where the stationery and printing establishment is 
located. 

During the past summer, Mr. Fransen has been able 
to sell from 500 to 600 of these maps per month. Con- 
siderable velocity of sales takes place in his compara- 
tively small store, a monthly volume which, he states, 
leads not only local stationery circles, but also out- 
strips the chain-drug outlets that sell maps. 


————- oo 

FRED COGGIN “HELPS OUT” AT ASSOCIATED 

F. L. Coggin, on leave from the Sun Rubber Com- 
pany, has been assisting A. R. Skibbe in the sales de- 
partment of Associated Stationers Supply Company, 
Chicago, for several months. His broad knowledge of 
the field makes him a valuable addition to the Asso- 
ciated staff. 





2) £2 2 2-9 os 


Theodore Bowman, Jr., was born in Chicago on Tues- 
day, October 24. His father, Ted Bowman, of the 
Graver-Dearborn Corporation, Chicago, announced the 
arrival during the subsequent regular Tuesday night 
session of the Chicago Stationers Bowling League by 
passing cigars out to the boys. Although his son was 
a week old and his wife getting along very well, Ted, 
Sr., was still too excited and proud to do any bowling. 
He plans to practice diligently for the purpose of 
building up his bowling average to the point where 
Ted, Jr., too, will have something of which to be proud. 
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1945 Edition 


Withholding Tax and 0. A.B. Tax 


Why Discriminate Unjustly Between Employees When It’s So Easy To Be Impartial With 


Really there is no justification for imposing only 


eke, a 
Meili cke. “Approximate tax deductions” on your Employees. 


Time Saving Devices 1% and 2% O.A.B. Tax 
To protect our Users against another possible last 
PERCENTAGE BASIS minute action by Congress, we have provided both 
WITHHOLDING TAX CALCULATORS "1% and 2% O.A.B. Tax Answers.” 


The Calculators show instantly the “PRECALCU- 
LATED AND VERIFIED WITHHOLDING TAX” built PRICES — Withholding Tax Calculators 


up on the “Percentage or exact computation basis.” eat 
The Operator MERELY TIPS A CARD AND COPIES. Weenty: Beem 


No. 1—2.7%, 18% and 19.8% to $100.00................ $25.00 

No. 2—2.7%, 18% and 19.8% to 150.00..............06- 27.50 

3 No. 3—2.7%, 18% and 19.8% to 200.00.............06. 32.50 
DON T (0) 4 No. 4—2.7%, 18% and 19.8% to 250.00................ 37.50 
No. 5—2.7%, 18% and 19.8% to 300.00.........ccccces 42.50 


TO FIGURE! Bi-Weekly Basis 
” No. 6—2.7%, 18% and 19.8% to $200.00..............+- S00 
> 






7 
No. 7—2.7%, 18% and 19.8% to 250.00................ 37.50 
JUST Mild THE @.44)) i Lait ain No. 8—2.7%, 18% and 19.8% to 300.00............c00 42.50 
iH erase! No. 9—2.7%, 18% and 19.8% to 350.00............006. 47.50 
... AND COPY! |) pegumegunsa 8st No. 10—2.7%, 18% and 19.8% to 400.00.............05% 52.50 
<f " Semi-Monthly Basis 

No. 11—2.7%, 18% and 19.8% to $200.00 Sperry a: 35.00 

No. 12—2.7%, 18% and 19.8% to 250.00............ee0e ’ 
Tax Answers on Pay No. 182.7%, 18% and 19.8% to 300.00................ 42.50 
. No. 14—2.7%, 18% and 19.8% to 350.00...........0e0e- 7.50 
in 10c Steps No. 15—2.7%, 18% and 19.8% to 400.00................ 52.50 

Monthly Basis 

How the Meilicke Works No. 16—2.7%, 18% and 19.8% to $ 750.00, in $1 Steps.... 25.00 
No. 17—2.7%, 18% and 19.8% to 1000.00, in $1 Steps.... 27.50 


Suppose a Married Employee with one dependent 

and claiming all of the Withholding exemptions has Daily Basis 

earned $80.94. Under the “1945 Exemption Plan,” OE ee en tne pod stp nl included 
he is entitled to three exemptions. So opposite “°"™ ° ‘ne Svove Calculators at noe a 

$80.90 (which is the nearest to his earned pay) and ORDER NOW —AVOID LATER CONFUSION 
in column headed “Three Exemptions,” read his 0 
Tea Tass lll. ee le, ee B 


i 

Bracket System Comparisons MEILICKE SYSTEMS, INC. | 

os 3458-60 No. Clark St., Chicago 13, Illinois | 

For example—an Employee claiming three exemp- 

tions and having earned $81.90, by Bracket Plan Dept. 0 waabatl netnoenesninsoneelicsiemees 

pays a tax of $10.80, while another Employee having ae . TRIAL” | 

earned only 10c more or $82.00 pays a tax of $11.30 er ee er eee ite pee . Se | 

—50c more. By the Percentage or MEILICKE method, No.............1945 Edition, Withholding Tax Calculator 

the first Employee would also pay $10.80, but Price ww ew ee Benceneeneecnnnneecnnennnns | 

the second Employee would pay only $10.83, 47c No.............1945 Edition, Withholding Tax Calculator | 
less than by the Bracket Plan, which within a year Dib Sg vag te ee heat ee 


amounts to “An Overpayment of $24.44.” 
Please type or print plainly 


Cause For Complaint 
Employees have just cause for complaint when you 


cao 


withhold taxes by the ‘Bracket System” or by any i cata NN AN AS, 
other “None Exact System.” Address 1 
So avoid DISCRIMINATION, especially when with | city Zone iii 
@ Mmmeune Weer ety we heliport a a a ce, i ee a 
Dealers Write For Proposition. 
ilick 
Meilicke Systems, Inc. 
3458-60 North Clark St. Chieago 13, Hl. 
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: 
Now is the time to check all your stocks : 
to make sure you have sufficient inven- 
tory of GUSSO Filing Supplies to care : 
for the coming first of the year Transfer . 
Time. Especially is this essential this year 
when labor and materials are not too F 
plentiful. : 
Certainly the GUSSO organization is Ic 
pi 
going to every possible extreme to take . 
care of all our dealers even though the ‘ 
present emergency has caused some a 
uncertainties in both products and “ 
deliveries. Trade Mark = 
TRANSFILE in 
GUIDE SYSTEM & SUPPLY CO. FIBRE BOARD FILE a 
335 CANAL STREET NEW YORK 13, N. Y. : 
tr 
cel 
: 63 
a 
OE nthe fo you Pid 
CAI 
Hav 
the Compliments of * coming 7 jie 
the 
John 
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HOW ONE BOOKSTORE CATERS TO COLLEGIANS 


The College Bookstore at Syracuse University has 
been serving the institution’s students for many years. 
To its usual services have been added a number of 
wartime innovations well worth discussion. 

First of all, the College Bookstore sends a personal 
letter to each newly-arrived student, whether he or 
she be civilian or military in character. This letter 
bids them welcome, and invites them to visit the store 
for a free merchandise certificate worth 50 cents on 
purchases totaling $5.00 or over. 

This store also issues a credit card to all students 
who can identify themselves as financially capable. 
The card may be used for purchases from $5.00 to 
$25.00, depending on the amount indicated on the face. 
Many times a student gets caught in a jam and needs 
merchandise in a hurry. These credit cards are gooi 
until the amount is used up fully. The amount of is- 
suance depends on the initial talk between students 
and the store credit manager. It has been found in 
this connection that the percentage of credit losses 
is very slight, indeed. 


The College Bookstore sponsors a five-minute daily | 


radio program dedicated entirely to news items con- 
cerning local collegiate sports. It also uses time signals 
at 7 aM. and 7:30 a.m. to awaken students for their 
8 o’clock classes, permitting a last-minute “snooze” 
until the warning time-signal has been given. The 


store believes that a sportcast and continual usage | 
of time-signals is the most satisfactory blend of pro- | 
gramming that can possibly be employed by an office | 


stationer catering to a collegiate public —EAC 
—_————_0- 
N. Y¥. JOURNAL OF COMMERCE POST-WAR STUDY, 
“TRANSITION OPPORTUNITIES,” OFF PRESS 


To help American industry bridge immediate dis- 
locations after V-E Day, nearly 200 of the outstanding 


post-war trade potentialities, new products and serv- | 
ices have just been summarized in “Transition Oppor- | 


tunities,” the latest post-war study published by the 
New York Journal of Commerce. 


| 


| 








Stall Champton!! 





Sinclair and Valentine (o. 






DUPLICATING 
CLIMATE-PROOF 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy toread * gray-black tone. 





Sinclair and Valentine Co. 
qs 


611 W. 129th Street New York 27, N. ¥. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 












The new publication calls attention to long pent-up | 
sales opportunities and supply problems in foreign and | 
domestic markets, with particular emphasis on foreign | 
trade potentialities country by country and product 
by product. New peacetime products now in the dem- | 
onstration stages—from synthetic raw materials to the | 
latest manufacturing innovations—are outlined in de- | 
scriptive detail. 
















War-born operating economies which | 
industry will pass on to the consumer in the initial | 
transition period are likewise spotlighted in this new | 
study. 
“Transition Opportunities” was prepared from data | 
secured through key industrialists, government and | 
trade association officials. Copies may be had at 25 
cents each from the New York Journal of Commerce, 
63 Park Row, New York 15, N. Y. 


WEDDINGS 

















CALIFORNIA NEWLY-WEDS.—Culmination of a meeting in 

Hawaii 20 months ago was the October wedding of Capt. 

William Johnson, AAF, and Miss Doneyn Adelmeyer of Hono- 

lulu. The ceremony was performed at Salinas, Calif., where 

the groom is operations officer of the gunnery school. Capt. 

Johnson is the son of James A. Johnson, Los Angeles UEF 
branch manager. 








44 OFFICE APPLIANCES, December, 1944 157 











New 
Wartime 
Emergency 
Location 






UNTIL 
THE 
VICTORY 
1S 
WON 





EHRLICH 


UPHOLSTERY WORKS 


306 ECKFORT ST. 
BROOKLYN, N.Y. 

















SMOOTH 


never trees 
or wrinkles 


Nev-R-Kurl is the one car- 
bon paper that stays 
smooth always. No matter 
how old, or how long it 
has been used (and it 
makes 35 to 50% more 
copies, too) typists find 
Nev-R-Kurl never wrinkles 
or trees. This is just an- 
other of Nev-R-Kurl’s ex- 
clusive features which 
smooths out office work 
and smooths the way for 
repeat profits for dealers. 

















NEV-R-KURL 
Will not curl, tree, wrinkle or 
smudge. 


Gives 35 to 50% more copies per 
sheet by actual tests. 

Universal adaptation— same sheet 
works on standard or noiseless type- 
writers, billing or bookkeeping ma- 
chines. 


Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons 


Phillip 













Clear Print 


PRODUCTS 





S 

ocess Co. Inc. 
a 4 MItl STREET 
Pit NE STER. a HBR, 4 


L A.PHILLIPS 
President 
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PIONEER STATIONER PASSES 88TH BIRTHDAY 

Whizzing past that eighty-eighth milestone on Oc- 
tober 5, James D. Lowman, pioneer stationer of Seattle 
since 1881 and founder of the Lowman & Hanford 
Company of the Puget Sound region, paused for a 
second wind and second breath of life as he looked 
back over a long career. 

Pushing up towards 90, the octogenarian sage 


| of Seattle businessmen, with many well-founded busi- 


ness ideas, looks many years younger. He can Still 
give many a younger business executive of the city 
“quite a run.” 

Regarded as a pillar of Seattle’s business strength 
for close to 70 years, this pioneer of pioneer stationers 
has in recent years been most actively connected with 
leading philanthropic projects. He moved to Seattle in 
1877, coming from the East with a certificate to teach 
school in what could then be regarded as but a “set- 
tlement” on the Sound. The city claimed 3,000 souls, 
but is believed to have had less at the time. 

For the first four years, as he got his bearings on the 
Sound, he became assistant wharfinger on Henry 
Yesler’s dock at $50 a month. He then took a half- 
interest with his savings in W. H. Pumphrey’s book 
and stationery store, later reorganizing the entire 


_ business as the Lowman & Hanford Company. 


As the city grew, he placed surplus cash into real 


| estate of the city. As the city continued to flourish, he 


and his’ stationery business grew with it. He 
invested in street railway and bank stock, becoming 


_ also part-owner in the Seattle Post-Intelligencer, now 


a Hearst newspaper. 
For three successive terms, he was president of the 
Seattle Chamber of Commerce, and became a dele- 


| gate of the Associated Chamber of Commerce of the 


Pacific Coast to Japan, visiting the Japanese leaders 
in their home land. And does he know Japan? He has 
one of the Coast’s best first-hand acquaintances with 
Nippon. When he was president of both the Seattle 
Chamber of Commerce (which has voted him honorary 
life membership) and the Associated Chambers of the 
Coast, he devoted many weeks to escorting our “little 
brown brothers” over the country, conducting the 
Japanese delegation on a return courtesy visit through 
the United States. He knows Japan and the Japanese 
as do few others in the nation. 

During his years in the Northwest he has seen Se- 
attle come up from a scattering of about 3,000 pioneers 
in a virtual wilderness to a metropolis (with war- 


| workers of every description and hue, from the corn- 
| fields, tobacco-road, share-crop sections, dust bowl 


and everywhere) of about 600,000 persons. In the twi- 
light of a long life he has seen many changes, and 
may expect to see many more.—C.M.L. 





Featured as holiday gift items at G. Fox & Co., Inc., 
leading department store of the Connecticut capital, 
are these popular items of the C-Thru line. Sales of 
the ruling devices as useful and thoughtful gifts are 
reported highly satisfactory by the Fox management. 
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Volunteer Secretary—A com- 
pact personal file for im- 
portant receipts, war bonds, 
tax notices—a place for ad- 
dresses, phone numbers, ex- 
penses. Size about 10x12x5”. 
In black, blue, green or ma- 
roon, $1.95. 


GIFTS 


Answering the call for 
gifts that are not only 
attractive, but useful, 
here are seven fast-sell- 
ing profit makers that 
should be in every gift 


depoitment. 


The Albums and Folding 
Frames appeal to every- 
body from Baby to 
Grandma, and the Vol- 
unteer Secretary is a real 
gem in these days of 
keeping track of taxes, 
receipts, war bonds and 


other important papers. 


Prices quoted are na- 
tionally advertised, sub- 


ject to usual discounts. 


PROMPT SHIPMENT 
Order Today 


Send for New Catalog, 
68 pages illustrating and 
describing the complete 
Amfile Line. 


ane blant 
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AMBERG FILE & INDEX COMPANY 














December, 


1944 


Quality Gifts and Filing Specialties for 75 Years 
1608 DUANE BLVD., KANKAKEE, ILL. 


159 








[irrey, 
_—— 


eget 
eETES} 





VICTOR 
VISIBLE RECORD DISPLAYS 


oe That's fact, not theory. Yes, sir twelve dealers in the New York area 
sold from 2 to 10 times the Victor Visible volume the first 8 months 


of 1944 that they recorded for the whole year of 1943 through the 
use of Victor's attractive, attention-getting displays and other sales 


helps. The first six showed 10, 6 or 4 times previous sales. 


You, too can increase your sales with the helps Victor gives you FREE 
. Window and counter displays, envelope enclosures, newspaper 
mats, and the condensed Library of Forms illustrated. 


Victor Books are the easy way to profit volume . . . they are easy to 
use, easy to demonstrate and over-the-counter sales of books lead 


directly to sales of larger visible units for other uses. 









Cash in on the sales-ability of Victor Book Visible. 
Write today for full information. 
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WHEN TO RETIRE 
By G. A. Greenwood 


Greenwood’s Typewriter Exchange, 
Worcester, Mass. 


Sometimes, as we pick up our OFFICE APPLIANCES | 
and read its interesting columns and reach that of the | 


obituaries, we feel sorry to learn that some of our 
friends or some prominent businessmen have passed 
on. If they be in the younger bracket of life, the gen- 
eral expression may be, “That’s too bad.” But if they 


are in the older bracket, our thoughts and expressions | 


may be, “I wonder why they continued in the harness 
so late.” If we have the impression that their success 
had provided a sufficiency for retirement, we remark, 
“How foolish.” 

Shortly after men enter the field of labor and find 
that it is not all pleasure, they begin to plan for the 


day when they can lay down the tools of activity and | 
enjoy the fruits of their labors. They work diligently | 
with real intention of observing the planned-for day. | 


But when that day arrives, the general rule seems to 
be “postponement.” 

If questioned, they offer various excuses or reasons, 
such as financial reverses, higher cost-of-living than 
originally planned for, and so on. When search is 
made for the truth, hidden reasons may be found— 
fears of boredom, a desire for just one more million, 
or the belief that the world would not turn without 
that particular hand on the wheels. 

If boredom is feared, it frequently reveals a life 
empty of anticipations and plans for the days of 
leisure. Too close an application to the dull routine 
of labor barred the necessary preparation for the many 
pastimes of retirement. 

If it be true that a few more rocks, to keep up with 
the Jones’, are deemed necessary, a valuable year or 
more may be wasted in the accomplishment. And 
as the end of the average alloted years approaches, 
cries of anguish may be heard, “My fortune for the 
return of one of those wasted years.” 

If it be that self-conceit keeps one in the harness, 
it’s often because of flattery or praise for long servi- 
tude. This praise comes from the world, through the 
press or platform, from the employer, by a pat on the 
back or badge of honor system. To some, such flattery 
furnishes more pleasure than the anticipation and 
realization of retirement. 

Some with long records of service become imbued 
with the idea that they are indispensible to the full 
success of their business or calling and thus deprive 
themselves of the real pleasures of retirement. In some 
cases the world agrees that this one and that one is 
indispensable, only to find later that such is not the 
case. 

As we study the reasons for the dread of boredom, 
following retirement we find that the chief cause is 
that too many continue to stay in the same old home 
environment. That, as a rule, added to a lack of hob- 
bies, breeds boredom. A complete change from all 
points of the old environment for several months or 
a year can help set one in new paths. The old life 
will be forgotten. 

So, as we criticize those who seemed to be unwise 
in postponing retirement, let us be on our guard lest 
we, too, stumble into the same pitfalls. 

_—_——— =o 


BOOSTING SALES VIA THE AIR WAVES 


Many stationers and office appliance dealers are | 


becoming more and more interested in sponsoring 
radio programs. Here are a few of the current affairs 


which seem to be clicking satisfactorily from all indi- | 


cations. 

A Lake Placid, N. Y., stationer, W. F. Jordan, is spon- 
soring a program entitled, “Office Romance.” This is | 
a weekly half-hour program concerning the real life | 
story of an office family. The boss, the stenographer, | 
the office boy and various minor office executives all 
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est demand for Blaisdell Checking and 

of Marking Pencils with the original, 

>/ patented Nick and Pull* string fea- 

taf ture. Compelling Blaisdell maga- 

<i; zine advertisements are urging 

es thousands of potential customers to 

\f buy Blaisdell CHINA MARK. 

| Ni *To Shorpen— ING, “CELLOPHANE”, METAL 
3 rpen 


MARKING, LABORATORY and 
Ny 8 PULL the paper. CHECKING Pencils direct from 


your stationer. 
i (U.S. Pat. No. 1,756, 953) 


Blaisdell PAPER PENCILS 


+ U. &. PAT. 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 
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CARBON PAPERS 





TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS “ STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 

















"Yes...we can ship Immediately” 


VERTICAL TRANSFER CASE 










Ends and bottom of 
wood. Sides of cornell 
board. Covered with brown 
linen pattern paper. Heavy fibre board lift off cover. 


Inside M easurement 











Item — Price Ship. Wt 
| ‘High Wi ix = r een Each 
No. 21 Letter ‘size 104%" 12” 2314 sf $2.40 9 Ibs. 
No. 22 Legal size 101(” 15” 23%" | 2. 90 ~ 10 Ibs. 





NOTE: Due to lack of shipping cartons, 
Pop’lar Cases are shipped at buyer’s risk. 
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have a part to play in this weekly drama. Each story 
is complete in itself and is written by some individual 
connected with an office in the community. Anyone 
working in an office or business establishment may 
try his or her hand at writing true-to-life stories for 
this program. The ideas are all they need submit for 
the actual story is worked out by trained radio-writers 
in the radio station. The worker responsible for the 
plot of a weekly program receives a $5.00 merchandise 
award. Naturally, the fact that each program is writ- 
ten by an office-worker helps to improve the realistic 
quality of the offering and, in addition, increases store 
traffic. 

E. S. Howard, an Oswego, N. Y., stationer, sponsors 
a “Pistol-Packing Mama” program made up of old- 
time musical recordings. Fifteen minutes of these 
ancient tunes hits the air waves twice weekly. Any 
office worker may submit his or her request for an 
old-time tune and may leave his request at the store. 
The commercials on this program emphasize the fact 
that the stationer has been in business for over a 
period of many years and stands four-square behind 
his products and his service. 

Here is an unusual program offered by the Sheldon 
Office Equipment & Supply Company, Syracuse, N. Y. 
It is called “The Part-time Housewife,” and deals with 
the problem of office women workers who have to 
handle their housework on a restricted basis. Helpful 
hints on cooking economical and quickly-prepared 
meals; hints on cleaning the house in a jiffy; sugges- 
tions as to wearing attire; in short, anything of a 
helpful nature to those who have to sandwich in their 
home front living with their home front working are 
included. This program is unusual because it sincerely 
attempts to help the office worker. The male of the 
species is not forgotten either, for a contest is held 
whereby any male office worker may submit his recipe 
for his favorite food dish which may be prepared for 
a few ration points in a short period of time. Small 
prizes for the best recipes are offered. 

Vollmer Brothers, Syracuse, N. Y., sponsors a pro- 
gram entitled “Bombs Away.” This consists of a thrice- 
weekly ten-minute salute to the women in the office 
front who are joining the WACS or WAVES. Those 
who are about to enlist are interviewed, and those who 
were former office help but who are now in. active 
service are also interviewed. This stationer feels that 
a percentage of office help will join up and that they 
should be encouraged to understand the manager’s 
attitude about the whole affair.—EAC 


———— 


TYPEWRITER EXECUTIVE SEES HUGE BACKLOG 


It will require the business machines industry at 
least four years after the war to catch up on the great 
built-up demand, James H. Rand, Jr., president and 
chairman of Remington Rand, Inc., said in a recent 
interview in Buffalo, N. Y. 

Unlike World War I, when the industry’s operations 
continued practically without interruption during the 
conflict, production has been curtailed greatly during 
this war, he said. 

Indicating that peacetime production and employ- 
ment of the company’s Buffalo area plants will equal 
or excel their wartime rate, Mr. Rand said his organ- 
ization is planning to expand manufacturing opera- 
tions in all areas where additional local help is avail- 
able.—GET. 

ee oo 


WATERSON NEW RAY-HIRSCH VICE-PRESIDENT 


Harry C. Waterston, formerly with S. Duane Lyon, 
Inc., advertising agency, has severed his connections 
with that organization and has joined the Ray-Hirsch 
Company agency at 7 East 42nd Street, New York 17, 
N.Y., as vice-president. Among several office equipment 
accounts handled by Mr. Waterston are U.S. Bronze 
Sign, Inc., Arthur Brown & Brothers, and Write, Inc. 
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OFFICE 


From duty’s path, however steep we ask 


For no ill-timed release; 


Only for strength to finish well our task— 


Lord, grant us Thy peace! 


N the midst of war’s grim 
realities, the Christmas season 
assumes great significance. The gay 
exterior must necessarily remain... 
however the true spirit of this Christ- 
mas is the deep and fervent desire 


for peace on earth. 


We share with all America the earn- 


est wish that this will be the last 


FURNITURE 
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COMPANY 


Christmas spent under the ugly 
shadow of war. May the year 1945 
bring VICTORY to our cause and 
PEACE to the world so that those 
who serve in our armed forces may 


be re-united with their loved ones. 


Our most sincere wishes to all for 


a Happy Holiday Season. 





725-33 SOUTH 
LASALLE STR 


CHICAGO 5, 
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LONG-LOST LITTLE ITEMS ARE 
BIG MAGNETS THESE DAYS! 


By Ethel Corbitt Pitkin 


A survey of windows of the leading office appliance 
dealers in the Twin Cities reveals the speed with which 


items that have been removed from the restricted list | 


are placed on display. Almost instantly they are 


spotted by passers-by, and customers immediately pour | 


into the store. 
The Brady-Margulis Company, 138 East Fourth 


Street, used this method to call attention to newly- | 
released stapling machines. Several were placed on | 


display throughout the window, with another item 


which has been scarce—Scotch tape—arranged in | 
spaced formations at the front. In the background | 
a built-up arrangement of papers and envelopes gave | 


the display height. 
Another built-up display was entirely of office record 


books of many kinds. These were placed both in | 


opened and closed positions to show the various tynes. 
Brady-Margulis is located in the heart of the office 
section of St. Paul, where displays are important in 
drawing the eyes of the large number of persons who 
pass by. 

The St. Paul Office Equipment Company, 140 East 
Fourth Street, whose windows form a part of the 


store’s entire display without cutting off the view of | 


floor displays, showed an excellent arrangement of 
office furniture, desks and chairs recently. Pencils 
made spots of color that drew attention. At one side 
a large circle of single pencils emphasized the various 
colors. In other parts of the window boxes of pencils 
continued the color interest. Suggested were pencils 
for the individual or in large lots for office use. 
Henry E. Wedelstaedt Company, 102 East Fifth 
Street, beat the gun on most office appliance dealers 
in the area by putting in an early Christmas window 
filled with items for overseas Christmas remembrance 
and also for the foresighted shopper at home. Greet- 
ing cards were given colorful arrangement on graceful 
displayers. One displayer centered the window, others 
provided a background. Games were given good space 
and billfolds were featured, with Christmas seals mak- 


ing a silent Christmas suggestion throughout the win- 


dow. 

McClain and Hedman, 135 East Fifth Street, showed 
what could be done to make small office supplies at- 
tractive. Quantities of tags and labels of large variety 
were shown in assorted lots in a large window across 
one-half of the store. Piled boxes of the labels and 
tags, each with sufficient markings to make the con- 
tents clear to the observer, made up the backgrounds. 
Packages of string were shown with the tags. 

Against a background of office furniture the Sperry 


Office Furniture Company, 93 East Fifth Street, ar- | 


ranged a complete showing of ledgers, some opened, 


some closed, to show details. Through the open display | 
at the back, window-gazers could see office furniture | 


dramatized for effective showing. 


Repair work which is strongly featured by the Busi- 


ness Equipment Company, 380 Minnesota Street, forms 


the basis for most of this firm’s window displays. Ma- | 
chines in need of repair and those put back into excel- | 


lent running order are displayed, together with cards 
advertising repair service. Tying-in on the window 
ledge were displays of typewriting paper and small 
supplies. 


Over in Minneapolis the Midland Stationery Com- | 


pany, at its new location, 911-13 Marquette Avenue, 
recently staged a “New Location Sale”, offering a 10 


to 20 per cent cash discount on all new office mer- | 


chandise during the period. Special emphasis was 
placed on pre-war swivel chairs, document files, card 
files, steel posting trays, used post binders and ring 
books. 

Jacobson’s, 219 Fifth Street, The Crane Office Supply 
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ERASE MISTAKES 
WITHOUT A TRACE 








An ordinary pencil eraser will remove 
typewritten errors without smudging or 
scarring the paper with the patented 
surface— 


EATON'S CORRASABLE BOND" 


a “natural” for school use. 


¢hTON's 


*rypewrITER* 
* PAPERS 


de, SA 
"Risn\™ 


EATON PAPER CORP., PITTSFIELD, MASS. 




















DEALERS: 


Territory is 
available. 
Write for 
proposition, 


FOR ALL 
DIRECT 
PROCESS 
LIQUID 
DUPLICATORS 





In gallon jugs or 54 gallon 
drums 


ORDER TODAY 





AUTOCOPY, INC. 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 
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Typewriter Ribbon 


Manufactured by 


| The Buckeye Ribbon & Carbon Co. 


CLEVELAND. O., US.A 


She f 


“Bucki’? Brand 


Specified on repeat orders by thousands 
of satisfied users, competitive in price 
and far ahead in sharpness and dur- 
ability. 





























A proud companion of our outstanding 
“Dictator” ribbon and “Raven” line of 
carbon paper. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 











VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


RITE-LINE 


Rey. U.S. Pat. Of. 


COPYHOLDER 
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Company, 324 Fourteenth Avenue, and the United 
Sales Company, 32 North Eighth Street, all in Minne- 
apolis, are currently stressing the large pieces of fur- 
niture, although the Crane company happily displayed 
the important, long-missed little items. 

Rubber bands, Scotch tape, and stapling machines, 
from which restrictions have been removed, were 
emphasized at Farnham Stationery & School Supply 
Company, 419 Hennepin Avenue, Minneapolis. Maps 
suitable for office, school or home study were also 
featured. A group of four giant maps made a pop- 
ular sales item. 

Little items, rubber bands, Scotch tape, and staples, 


' can lead to big sales, and now, with folks hungry for 


them, is a mighty good time to use them in window 
displays. They are guaranteed magnets! 
——— 

















TO HEAD ROYAL’S HARTFORD OFFICE.—E. J. Gadue, re- 
cently named district manager for the Royal Typewriter Com- 
pany at Hartford, Conn., by Maxwell V. Miller, vice-president 
in charge of sales. Mr. Gadue joined the organization in 1938. 


9 
STREAMLINE YOUR TYPING 
Out of an experience of 20 years as a professional 


| typist, Barney Stapert has written a booklet under the 
| title; “Streamline Your Typing.” The booklet, copy- 











righted by Professional Typing Consultants, Inc., 25 
Kingston Avenue, Hawthorne, N. J., presents an “ad- 
vanced course in typing ... to be placed in the hands 
of those typists who are now out in the business world.” 

As a refresher course, the booklet will snap many a 
typist out of an all-too-common attitude of com- 
placency. Mr. Stapert analyzes faults most often found 
in typists and shows how they may be remedied easily 
and effectively. He begins with a chapter on the cor- 
rect position for typists and follows with lessons on 
finger drills, concentration on work, rhythm in typing, 
accuracy, one-handed words, faulty shifting, improv- 
ing the individual typist’s technique, time-saving hints, 
and a final chapter on mechanics of typewriter oper- 
ation. 

After publishing “Streamline Your Typing” and put- 
ting copies into distribution, Mr. Stapert and his asso- 
ciate, W. F. Herring of Hammond, Ind., discovered that 
the course was much more effective when taught by 
demonstration and personal instruction, as well as by 
printed lessons. In consequence, Mr. Stapert has been 
spending most of his time giving personal supervision 
to classes arranged for employees by business organi- 
zations in various parts of the country. His demonstra- 
tion technique, developed over a score of years as a 
champion speed typist, is the biggest factor in the suc- 


' cess achieved in personally conducted classes. Obvi- 
| ously Mr. Stapert is not in a position to conduct all of 


the classes for which there might be a demand. As an 


| alternative, consideration is being given to the making 


of a motion picture to be used in connection with 


| classes taking the refresher course. In the meantime 


Mr. Stapert is kept busy arranging and conducting 
classes for large business and industrial organizations 


in the Middle West. 
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Monroe Ledger and Statement Posting 
Machine, Model 209-485-191 






Monroe Listing and Monroe Accounting Machines embody the same 
high standards of design, construction and dependability that have 
made Monroe Calculators favorite equipment in business and industry 
throughout the world. Get in touch with your Monroe representative ; 
let him explain the availability of Monroe machines under existing 
conditions. Ask about our Guaranteed Maintenance Plan to keep your 
Monroes in top operating condition. Call the nearby Monroe Branch, 


or write to Monroe Calculating Machine Company, Inc., Orange, N. J. 


ONROE 


CALCULATING + LISTING - ACCOUNTING MACHINES 
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FROM ALLIED 


THis year at Christmas time we all look forward with hope and encouragement to 


a new year which will bring with it complete victory and lasting peace. 


Until that day of ultimate and final victory, we will continue to do our full share 
to speed the war. With peace, Allied and Allied Products will help American industry 
provide full employment and maximum production for the benefit of all. Thirty-seven 
years of growth and progress provide Allied with the knowledge and experience to pre- 


pare confidently for new records in the days ahead. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION fs Hl a 
165 DUANE STREET NEW YORK 13,N. Y. Basi SS 
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OFFICE APPLIANCE SCRAPS 


By Vernon Varney 


N A DRAWER of his cash register, a Midwest office | 


appliance dealer keeps a supply of ten-cent War 
Stamps. Hung from the register is a sign which reads: 


“A WAR STAMP for Every Time We Forget to Say | 


‘Thank You’.” 


“I suppose,” said the dealer, “that we often do forget | 


and people don’t mention the fact, but the psychology 
is good. The fact is impressed on people that we 
always intend to say thank you, and that is almost as 
good as actually saying it. 

“Then, too, the effect of the sign is good on our 
employees. It makes them remember to be courteous 
to customers and speed them on their way pleased, so 
that they will wish to return. 


“The cost is trifling. Many a day not a single stamp | 


is given out and seldom are more than two or three 
stamps presented to customers. ‘Thank you’ is a habit 
at our store, and habits aren’t easily broken.” 


* * + 


Another appliance dealer uses a quite different 


method to express thanks of the store to customers. | 
His store is large and roomy. Consequently, he placed | 


an easel at the side of the door most people use as an 
exit. On this easel he placed a painted wooden board 
cut irregularly like an old-fashioned turnpike sign. 
It was fully three feet long by 18 inches wide. It 
read, in plain, large letters, “Many Thanks—Come 
Again.” 

A dealer in a small Colorado city, using small space 


regularly in the local daily to feature, usually one | 
line, calls attention to his advertisement by having it | 
shaped like a shipping tag. All that is necessary in the | 


two-inch, double-column space is to have the entire 
advertisement encased in black rules, “cut off” at the 
left corners, and to place a black circle in the center of 
the left end. Very simple, but by this device the ad- 
vertisement stands out, is a constant suggestion to 
order such-and-such to be delivered. 


Everybody likes a party. An office appliance dealer 


whose premises had not been changed since the build- 
ing was erected 40 years age, did a modernization job. 
It was largely done with wallboard and paint, a sand- 
ing machine, and plenty of old-fashioned elbow grease. 
The result was transformation of a dark, unattractive, 
dirty-walled interior into a clean, bright, orderly 
establishment. So revolutionary was the change that 


he decided to hold “open house” and invite customers | 


and townspeople in. 
The event was advertised in his regular newspaper 


space. Because he was a steady advertiser—had been, | 
for many years—the editor gave his store a fine | 


write-up. 


His wife made cookies and fruit punch to serve the | 


several hundred people they thought might drop in. 
The first surprise came when flowers began to arrive 
from friends and fellow businessmen. The front of 
the store took on a gala appearance. Then, the towns- 
people commenced coming. Mrs. Appliance Dealer had 
to get assistants and extra supplies to keep the punch 


bowl and cookie plates filled. From the town of 12,000 | 


people 1200 dropped in to view the changes the appli- 


ance dealer had wrought and wish him good luck. | 


The mayor was there, the president, secretary and 
many directors of the Chamber of Commerce, service 
club friends, brother Elks, church members and their 


families, as well as scores of regular and part-time | 


customers. 
Why did so many people turn out? Because this 


appliance dealer was a public-spirited citizen. He | 


belonged and took an active part in local organiza- 
tions. When Red Cross, or War Bond, or Chamber of 
Commerce membership drives were on, he got out and 


worked. That—and the fact that people love a party! . 


* 2 * 


Because the war is on, people are inclined to think 


OFFICE APPLIANCES, December, 1944 











F ype LTON 


oe 


I 
A Merry ag Or ae 


and a Prosperous 1945 


to All Our ‘ks 
Good Jitinaks : 


ag a 


a FULTON SPECIALTY CO. 


200 FIFTH AV.. NEW VORK CITY 10.N.Y. 
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Like the WORLD FAMOUS KOH-I-NOOR DIAMOND, 
KOH-I-NOOR PRODUCTS have long been famous for 
their outstanding qualities. Whatever is required in 
pencil performance will be found in our exceptional 


quality lines. 


Send for your copy of our catalog 


KOH-I-NOOR PENCIL COMPANY, INC. 


BLOOMSBURY, N. J. 
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FOR THOSE WHO 
MUST MAKE 
BEST IMPRESSIONS 


TENCILS 


The SHALLCROSS DOUBLE- 
COATED STENCIL —a superior 
stencil for the finest dealers who 
firmly believe that their customers 
deserve the best—has so many 
outstandingly good qualities that 
those who buy them today will 
still be buying them many years 
from now. 








CUSTOMER SATISFACTION PLUS 
OUR UNQUALIFIED GUARANTEE 
ASSURES YOU OF LASTING PROFITS 


PRICE-LIST 
AND SAMPLES 
.ON REQUEST 








6 9“ 6 9“ 1 


The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbon-s-Stencils-Papers 
FORTY CIGHTH and GRAVES FERRY RORD 
PHILADELPHIA 43, PENNA. 
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INVESTIGATE THE MERITS OF 




















ROBERTS ~~, MODEL 95 


The Quality five action, all steel _ 
and nickel, Numbering Machine. 


% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


_ Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 
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| that everything has gone up in price. One enterprising 


| office appliance dealer ran an advertisement listing, 


side by side, prices of 10 different items for a month in 
1943 and for the same month in 1944. Totaled, they 
showed an actual small decrease in the present year. 


' Such visual proof is more convincing than hundreds 








of words. 
i a - 


An office appliance dealer, wishing to impress on his 
sales force the seriousness of losing’a single customer, 
took a $5.00 bill from his cash register. Holding it in 
his left hand, he struck a match, and held it a few 
inches below the bill. 

“You wouldn’t think I was a very good businessman, 
would you,” he asked, “if I should touch this match 
to the bill I am holding and burn it to ashes? 

“Well, it costs about $5.00 to obtain every cus- 
tomer the store has. Every time you drive a customer 
away through lack of attention or courtesy, through 
inability to settle a disagreement amicably, through 
errors in handling transactions, it is exactly the same 
as making a torch of this $5.00 bill, for every customer 
lost must be replaced if the business is not to lose 
ground.” 

This demonstration gave a picture of the value of 
a customer to employees such as they have never had 
before: It is a good plan for other office appliance 
dealers to follow. 

If you want to make people sit up. and. take notice 
of your advertising, occasionally spring something new 
on them. A popular idea right now is to run amad 
with Chinese or Japanese characters down the’ left 
side. It may ‘be: translated after it has appeared a 
few times, (one:such read “The Allies Must Win”) or 
text may tie in withithe statement, “We Don’t: Know 
What This Means But—’”, followed by an undisputed 
fact;>“We Do Know .That :When. It Comes to Office 
Appliancés, We Have the ‘Most of he .Best’ in the 
Town.” et we 

SE t * * * rn 

“No, we donot have—” heads a. lang white card in a 
West Coast office appliance store. Beneathiare listed 
popular items no longer in stock, such.as Scotch tape, 
rubber bands, new typewriters, and,so forth. The list 
saves the time required to say “No”to the many “Do 
you haves” an office appliance dealer has put to him 
daily. 

fad ilies 
HAVERTON NEW PEORIA SMITH-CORONA DEALER 

On October 1 Van W. Haverton moved his typewriter 
business—Van’s Typewriter Company—to the location 
formerly occupied by the L. C. Smith-Corona branch 
at 407 Liberty Street, Peoria, Ill. The Smith-Corona 
factory branch in that city has been discontinued, and 
the Haverton organization will carry on as the com- 
pany’s dealer for the Peoria territory. In addition to 
L. C. Smith and Corona typewriters, Van’s Typewriter 
Company will also serve as exclusive dealers for Rex- 
O-Graph duplicators, Victor adding machines, Shep- 
herd posture chairs, and Shaw-Walker Master-Craft 


| loose leaf. 


A complete service department and excellent sales 


| and display space are valuable assets in the new Van 


Typewriter Company location. Mr. Haverton has been 
in the office machine industry since 1920, when he 
started with the Sundstrand Adding Machine Com- 
pany as a service man. Later he continued with Un- 
derwood Elliott Fisher when that organization ac- 
quired Sundstrand, filling UEF posts of assistant 
branch manager in Chicago and branch manager in 
Des Moines, Iowa. He started his present business in 
January, 1944. 

Associated with him in his new venture is W. A. 
Helm, more than a quarter-century in the typewriter 
industry. Mr. Helm was with Woodstock for 17 years, 
and was later employed at the Remington Rand fac- 
tory and with the L. C. Smith-Corona organization. He 
is well known among Peoria’s scores of typewriter 


users. 
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Buy War Bonds 







Plan now 


TO CASH IN ON— 


STYLE-MASTER STEEL 


Pave the way now for the new office equipment business that is coming to 
all who are ready for it. Send for the colorful new ““Y and E” brochure 
which emphasizes the part COLOR ... DESIGN .. . FUNCTION 
will play in post-war office planning. 

Be ready to cash in on the active demand for “Y and E”’ steel office 
equipment that will come as soon as steel is released for its production. 
The whole “Y and E”’ production line is ready to roll the moment the 
steel is released . . . will you be ready for your share of this profitable 
business? 


This new “Y and E” Brochure sas seen prannep 
and produced to help you create these future sales 
now. It will show typical installations in full natural 
color. It will tell you how you can show your pros- 
pects that the ““Y and E” original neutra-tone warm 
gray finish brings increased harmony to any desired 
combination of floor, wall, drape and ceiling colors. 
It’s another of the many unusual sales-building 
services for those who enjoy the profitable ““Y and 
E” Franchise. 

Send for “Y and E” COLOR... DESIGN... 
FUNCTION Brochure. No. 4368. 


Off the press December 1. 


/-AWMAN AND FRBE MFG.CO. 


1015 JAY STREET, ROCHESTER 3, N. Y, 
FOREMOST FOR MORE THAN SIXTY YEARS 
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Good Furnzture Buzlds Morale and Good Business 
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Recommend J R CHAIR CO. Office Chairs , 
y 
“The Ri : he Price” | 
e Right Chair at the Right Price 
v 
Good office chairs are an effective means of stimulating are ready to resume manufacture of standard quality : 
conception and development of ideas. They are a executive and clerical chairs as soon as conditions per- a 
p 

profitable investment for any business requiring office mit. Our old friends will have a good recollection of 
p 
headquarters for transacting or recording business af- our prewar series; to refresh their memory and in- 4 
fairs. form the trade generally, we shall make full an- s 
0 
wh’ os nouncement as soon as facts are available. cc 
While we are exerting every means to maintain and pr 
increase production of our wartime product, the Jasper In the meantime, please mark your orders with all ac 
ev 
Chair Co. V Number, we have plans worked out and available priority. ar 
to: 
Pe 
diy 
AJAS PER CHAIR CO = 
. cu 
JASPER IN DIANA Sys 
she 
REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) ‘ 

cod tnaidd sinner eteee ane won COD 

James S. Fowls, (Southern) E. W. Thomas (Southwest) R. J. Freeman, (Eastern) OFFICE FURNITURE 7 
327 Sunset Drive, North Box 3493 Peninsula Station 383 Madison Ave. a ig tur 
St. Petersburg, Florida Daytonia Beach, Florida New York, N. Y. Ap! 
pos 
nev 
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SOOTHING THE ANGRY CUSTOMER | 


In men, it is called temper, in women, temperament. 
But in all folks today it is war nerves. People are 
easily upset, often cranky, and prone to fly off the 
handle at slight provocation. Consequently, the smart 
office appliance dealer should become something of an 
expert in handling the war-distraught individual. In 
other words, he should become expert in soothing the 
angry customer. Here are some tips to help him: 

1. Having the right attitude when confronted by an 
angry customer will go far toward converting him to 
a firm friend. Never more than now has the slogan, 
“The Customer is Always Right,” been truer. When 
an angry customer invades your domain, do all in 
your power to agree with him. Show him you realize 
(if at all practicable) that a wrong has been done 
him. If possible (after agreeing with him) show how 
this bone of contention occurred through no fault of 
the company’s. Finally, do what you can to make 
things right for him. Carry this general attitude 
through in your dealings with angry customers and 
you will do much toward building company good will. 
Never, on the other hand, permit yourself to become 
argumentative, excited, angry or upset. 

2. Let your attitude of “customer co-operation” 
carry over to your sales people and other personnel 
coming in contact with the public. Educate employees 
to be diplomatic in dealing with angry customers. 
Lecture to them yourself on just how such individuals 
may best be handled. Better still, have typewritten 
or mimeographed instruction sheets telling specifically 
how angry customers are to be dealt with. 

3. If in your organization there is one person better 
than all others in dealing with war-nervous customers, 
instruct sales people to refer especially trying com- 
plainants to him. They should be trained to handle 
the ordinary angry customers. 

4. For purposes of good will, it is often good policy 
to write a letter of apology to all individuals who com- 
plain. This holds true whether the complaint reaches 
you by mail or in person. A letter of apology, stating 
why the error occurred and stressing how valued the 
complainant is as a customer, will work wonders to- 
ward keeping profitable friendships. 

5. Certain forms of complaints—due to war short- 
ages, labor troubles, and so on—are unavoidable nowa- 
days. A few well-placed newspaper advertisements and 
a store poster here and there will work wonders toward 
preparing customers for the worst—in advance. 

6. Getting in the first blow is often important where 
potential complaints are concerned. Thus, if you know 
a delivery is late, that an order is not completely 
filled, that certain materials had to be substituted in 
an order, apologize before an irate customer has time 
to complain. Do this by phone or letter. For the more 
common complaints, another plan is to enclose a 
printed “apology,” slip with the order. 

7. Avoid using the war as an excuse, unless such is 
actually the case. People are getting tired of having 
everything in the world blamed on the war and such 
an excuse has worn out its welcome. 

8. Last of all, make an effort to keep track of cus- 
tomers who complain. If necessary, Keep a file of them. 
Periodically check up to see whether or not these in- 
dividuals are still doing business with you. If they 
are, rest assured your system of handling the angry 
customer is operating satisfactorily. If not, revise your 
system on a common sense basis. Put yourself in the 
shoes of each complainant.—BART 
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“WHAT’S NEW IN LIGHTING” THEME OF 1945 





BUILD GREATER SALES-THE FEDERAL WAY 
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ENDURING QUALITY BASKETS 


For Office, Industry and Home! 
—— modern construction—crimping method, Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE. CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 














POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 








INTERNATIONAL LIGHTING EXPOSITION 
The leading lamp and lighting equipment manufac- 
turers of the United States will join together next 
April 19 to 23, 1945, in the International Lighting Ex- 
position at the Palmer House in Chicago to unveil the 
newest developments in lamps and lighting equip- | 
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30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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BULLETIN ‘TI | 





Although WPB order #4L 227 
which limited the production 
of Inkographs has been revoked, 
the present drastic shortage 
of labor is preventing a speedy 
return to normal output. This 
condition, and the fact that 
government priority orders 
must be given preference, make 
it necessary for us to continue 
shipping on the monthly quota 
basis as originally scheduled. 


Dealers can be assured, how-— 
ever, that shipments will be 
increased just as soon as our 
output will permit so doing. 


* Inkograph Co., Inc. 
200 Hudson St., N. Y. C. 13 
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As Chesituns comes again 
fo this ineiihtad wate, we join 


with you in our prayer for an 
early peace po safe return of 


is men iealak women = are 


fighting for the preservation of 
¢ Sane thik. 
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Meay the Vew Year bring us 
Victory ne | | a 


SHIPMAN-WARD MFG. CO. 


THE DEALER’S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, IIl. 
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| electrical contractors, 
| dealers, electrical dealers, school executives and execu- 


ment for industrial plants, schools, offices, stores and 
similar locations and at the same time show how 
better lighting is speeding war production and helping 
to win the war. This will be the largest exhibit of 
industrial and commercial lighting equipment ever 
assembled under one roof. 

Architects, consulting engineers, building managers, 
wholesalers, office equipment 


tives of industrial and commercial establishments will 
have an unequaled opportunity to preview better and 
more efficient lighting units for offices and industrial 
plants, new and novel store lighting fixtures, advanced 
school lighting and new types of floodlighting units 
for sport areas and service stations. It will be a truly 
international exposition with many visitors from 
Canada and Latin America already making arrange- 
ments to attend. 

There will be many interesting and informative dis- 
plays by manufacturers as well as educational exhibits 
by the Illuminating Engineering Society and by the 
Better Light Better Sight Bureau which will show the 
progress made in the utilization of improved light 
sources for the conservation of eyesight and easier and 
more comfortable seeing. 

ie ee 


POST-WAR TAXATION 


A summary of the recommendations for post-war 
taxation of a number of leading tax authorities and 
research groups has just been published by the Chi- 
cago Association of Commerce to aid legislators and 
businessmen dealing with this important problem, it 
was announced November 1 by Leverett S. Lyon, chief 
executive officer of the Association. The brochure, 
which is entitled ‘Federal Post-war Taxation—A Re- 
view of Significant Proposals,” was prepared by the 
committee on Federal revenue and expenditures of the 
Association. 

The principal points concerning post-war taxation, 
made by 21 tax authorities or research organiza- 
tions, are treated in the study. Included among the 
plans summarized are those proposed by the Twin 
Cities Research Bureau, Beardsley Ruml, Randolph 
Paul, the Committee for Economic Development and 
the National Association of Manufacturers. 


The analysis divides the problem of Federal post-war 
taxation into two parts. The first deals with the 
amount of revenue to be raised. This includes require- 
ments for post-war Federal expenditures for current 
operations and for debt retirement. The second part 
treats the methods by which the necessary revenue 
can best be raised and involves the proposals made 
on the following eleven points: Personal income tax 
(personal exemptions, normal income tax rate and 
surtax rate); corporate income tax; taxation of divi- 
dends; consolidated returns; carry-over, carry-back 
and post-war reserves; excess profits tax; capital gains 
and loss tax; capital stock and declared-value excess 
profits tax; estate and gift tax; sales tax, and excise 
tax. 

“Federal post-war taxation is an extremely impor- 
tant problem, one which should be thoroughly studied 
while we are still engaged in war,” Mr. Lyon stated. “In 
no other field is the opportunity greater, or can the 
significance of such proposals be more far-reaching. 

“In view of the many significant suggestions made 
during the past two years, the Association has con- 
cluded that there may be more danger in the multi- 
plicity and confusion of ideas than in the lack of 
them; therefore, it has concluded that, rather than 
prepare an original statement on the subject, it would 
present a summary of the principal points in a number 
of the more significant plans offered by others. The 
plans reviewed in the booklet have been chosen with 
consideration as to the originality and significance of 
the work, the professional standing of the author, and 
in some instances the importance of the agencies sub- 
mitting the plan.” 
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ANKS, Courts, Municipal and State Offices—all have been prominent users of 
Steel-Age Files, Office Furniture and special custom built document file and 
roller shelf equipment, and postwar, they'll buy more. That’s the type of equipment 
it is—quality built to give the kind of satisfaction that builds repeat sales. Corry- 


Jamestown’s postwar Steel-Age line will offer many innovations to stimulate new 





orders for these and all types of office furniture. 
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CORRY - JAMESTOWN 


MANUFACTURING CORPORATION * CORRY, PENNA. 
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WE CAN NOW FURNISH NEW UNDERWRITERS LABELED FIRE RESISTIVE 


VAULT-DOORS 


WITHOUT PRIORITY 


SEND US YOUR ORDERS 


HERRING-HALL-MARVIN SAFES AND VAULT DOORS HAVE BEEN SOLD 
THROUGH DEALERS FOR OVER 100 YEARS. 


HERRING-HALL-MARVIN SAFE COMPANY 
HAMILTON, OHIO 


Fire Resistive Safes Home Treasure Guards Tellers’ Lockers 
Burglary Resistive Chests Steel Files Night Depositories 
“Point of Use’’ Systems Bank Vault Doors Steel Transfer Cases 


gloss HANDI- PEN set 














offers easy-to-sell features, 
to keep up your volume... 


Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction. 
Choice of ivory, black or crystal glass. 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item .. . 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 





Glass indestructible by 
Wood-fibre base — ink acids. Set holds ‘ 
hneown grained Sinish. two ounces of ink — Sengbusch Self-Closing Inkstand Co. 
fills from any bottle. 512 Sengbusch Bldg. Milwaukee, Wis. 
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Two all-purpose items in the complete 
Weldon Roberts quality line for all 
erasing requirements. 


Nos. 333-334 INDIA 
(Two Sizes) 


TRI-PLY The standard all-purpose 
The leading - red rubber eraser 
typists’ eraser 


Correct Mistakes tx Any Language 
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GUNN LINC FOOD 


Preserves the Surface and 


Enhances the Colors 








Keep all LINO Desk and Table Tops looking like 
new by periodically using GUNN LINO FOOD. 


Easily applied. Inexpensive. 


QUARTS GALLONS 
$200 560° 
LIST EACH LIST EACH 


Manufactured Exclusively By 


GUNN FURNITURE CO. GRAND RAPIDS 2, MICHIGAN 
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% The same precision required for ammunition will 
again be employed to make fine Automatic Pencil 
Sharpeners when steel and other materials are re- 
leased. 

Our research department is at work on new de- 
signs. Distinctively modern . . . the good looks and 
quiet efficiency of these fine machines will help more 
than ever to make daily life more pleasant for 
millions. 

Until the go-ahead signal is given by the War 
Production Board, pencil sharpeners will not be 
available. 

Cutters and replacement parts are now available, 
however, for prompt shipment. Your customers can 
obtain improved service from their present sharpeners 
by installing new cutters. Folder with full instructions 


available upon request. 


AUTOMATIC PENCIL SHARPENER CO. 


Div. of Spengler Loomis Mfg. Co., 58 E. Washington St., Chicago 2, lil. 


Ulomatic Pencil Sharpeners are coming back 


December, 1944 
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MADE BY 
AUTOMATIC PENCIL SHARPERYE Co 
CHICAGO, 1h. 
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Wir. Dealer... 


Today's expenses and profits are in wood files while waiting for 
steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, 
also tab files. Fairly prompt shipment. 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES 
BOX 258 D SKOKIE, ILL. 




















Our production facilities are lined up. Any day now we ex- 
pect the starting gun for full-time manufacture of the famous 
Error-No line-by-line copyholders. 


s\ ALL SE I tor production KICK-OFF 


Although we are accepting new orders for these all-steel, high 
quality Error-No copyholders, we can’t set a definite delivery 
date, since war orders still come first. 


Even though deliveries are uncertain, your order for an Error- 
No might be filled much faster than you expect. When ship- 
ments start rolling, it will be first ordered, first filled, 


Enuw'r- No 


If 
MI VEG. corp. 
———. 





_—— 


DIVISION OF THE 


HALL-WELTER CO. 





ROGHESTER 7, N. ¥. 
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Available Again! 


THE ORIGINAL 


NORTA 


PLASTIC TYPE CLEANER 





EQUAL TO PRE-WAR QUALITY 


Once again the famous NORTA PLASTIC 
TYPE CLEANER can be had in its orig- 
inal excellence—widely known before the 
war for its efficiency in cleaning type- 
writer type, stamps, etc. 


NORTA will be welcomed back by its 
many old friends who have used it so 
successfully before. Its remarkable qual- 
ities will make many new friends for 
NORTA—that completely satisfying type 
cleaner. 


Unlike other cleaners, no more scrubbing 
—no more rubbing; clean, efficient, quick 
—just press and the job is done. 





It’s a fast seller... order a supply today. 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST., NEW YORK 18, N. Y. 





When You're Asked 
for ,g@p» FACTS 











CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 














OFFICE APPLIANCES, December, 1944 




















"DREAM" as Ah ag 


a dealer to make real profits. 











"AMERICAN ACE" 


head for free samples and prices . . 





Three carbon paper names that are making dealers’ 
sales soar! All three grades feature the elimination of 
curl, smear and treeing, due to the advanced formulation 


processes developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
“U. S." Carbon Papers. Just write on your business letter- 


. prices that allow 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street 
Philadelphia 7, Pa. 
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of the 


PACIFIC AREA 


With 62 Close-Ups of Important 
Island and Other Strategic Points and 
Ports on Both Sides of the Pacific. 

Complete with Index Booklet of Over 
2,500 Place Names and 176 Miniature 
Flags FREE. 

The Size is 46 x 36 Inches 
In 8 Beautiful Color Tints 


Order direct from this ad or ask for 
Bulletin M.O.P. 4 





Here It Is...CRAM’S PICTOGRAPHIC MAP 


PRICES AND STYLES 


P. A. No. 1. Paper sheet. 
Each map on an individual 
tube with 176 Flags... .$1.00 


P. A. No. 2. Map mounted 
on Cloth with split sticks 
top and bottom for hanging. 
With 176 Flags... .$3.00 each 


P. A. No. 3. Mounted on Tack 
Board, hinged in center, so 
map can be folded together 
or stood up anywhere at a V 
angle. Eyelets in mounting 
permit hanging. Includes 176 
PUGS occiccséuswcasdued $2.50 


THE GEORGE F. CRAM COMPANY, INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 
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STATIONERS! STOCK THE 


REX LINE DATER 


Superlatively made, to help you get 
repeat business, this is one of several 
very attractive items in our line for 
stationers. A fast seller and priced 
right. Furnished with stationers im- 
print at slight extra charge. Write 


Consolidated Stamp Mfg. Co. 
SPRING VALLEY NEW YORK 











NOW AVAILABLE 
Rebuilt Like New 


(All Sizes Up to 36’ Wide) 


ee Pe 

Addressographs Multigraphs Sealing, Stamping 

Elliott Addressers Liquid Duplicators and Folding 

Mimeographs Dictaphones Machines, etc. 
Ediphones 


and Kardex, Rand & Acme Cabinets 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15th St. (Mailers’ Bldg.) New York 11, N. Y. 














ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 








Manufactured by 


I. D. COTTERMAN 4535 potecrieeayeseg Ave. 








GRIPTITE 
BANDS . 


The Permanent Successor 
to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 14 lengths— Order Seals peta Seetiear or 





6" to 54" long. write direct for sample 
They can be used over and over again. and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 

















Speed Key Mfg. Co. 335,cousbss.rice. 


NON-RUBBER 


Typewriter 
Keys 


* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 








To Manufacturers Who 


EXPORT 


Manufacturers of office machines and appliances interested in 
building new sales organizations and dealerships in Czecho- 
slovakia, Hungary, Roumania, Turkey, Egypt, Palestine, Syria, 
or any other country, are invited to get in touch with successful 
organizer who has had twenty years experience selling office 
equipment abroad as dealer and representative of American pro- 
ducer. Has excellent knowledge of possibilities in different 
countries, knows languages, able to establish capable dealers and 
to instruct them and their salesmen in correct sales procedure. 


Address M-140, Care Office Appliances 
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make 
Sales. 


and Burroughs 


style Passbooks 


Cases. 


Salesmen. 


Full particulars on request. 


BANK PASSBOOKS | 


and Pocket Check Cowers 


New methods of manufacturing 
Low Prices and Easy 
Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
Window Ma- 
chine Passbooks and all other 
and Check 
BIG OPPORTUNITY 
for Bank Supply and Stationery 


Write for samples and prices. 





AMERICAN PASSBOOK CO. 


AKERS BLDG. 


CLEVELAND, OHIO 








MANUFACTURERS 


We are seeking one or two general office 
supply lines, office equipment or business 
machine to warehouse and distribute. Both 
new and established lines considered. Will 
also represent and sell on a direct basis. 
Unless your line is sold to the stationery, of- 
fice supply and equipment or allied trades, 
please do not reply. Complete coverage for 
Texas, Oklahoma, Arkansas and Louisiana. 
Address Box BY-264, care Office Appliances, 
Chicago 6, Iil. 
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me G10 FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 











By HONOR ROLLS 


Individual letter or 





embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 
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ALL 
DEGREES 


OF 
HARDNESS 


STAEOTLER; 
$-S WORTH STREE 


NEW YORK.N_Y 


MARKILO 
\\ TELLS 






Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 











PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 












PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 
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DAYTON STENCIL 
WORKS CO. °s:73" 
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1929 

Prosperity. Stocks up fifty points in a 
week. Again everybody was buying 
everything—yachts, jewelry, stocks, 
real estate, regardless of cost. Depres- 
sion? Phooey... we thought we’d found 
a way to lick depression, 


What.a boom we were handed by 
World War No. 1! Money came easily 
—went easily. Everybody was splurging 
on everything—from silk underwear to 
diamond sunbursts. Prices went skying. 
Sugar eventually hit 28¢ a pound! 














Or had we? Bread lines, apple ven- 
ders. WPA. “Brother, can you spare a 
dime?”’’ No jobs. Prices dropping. Wages 
dropping. Everything dropping—except 
the mortgage on the house, “‘What goes 
up must come down,” 





Bye-bye, boom. Factories closed; men 
laid off. Prices and wages sinking fast. 
Wish we’d banked some of that dough 
we'd blown a few years back! With jobs 
scarce, that money would have come in 
mighty handy, then. 








We’re splurging again. Americans 
have been earning more money. But 
even today there are fewer goods to 
spend it on—so naturally prices rise. We 
must keep them in check. DON’T LET 
IT ALL HAPPEN AGAIN! 





4 THINGS TO DO fo keep prices down 
and help avoid another depression 


I. Buy only what you really need. 


2. When you buy, pay no more than the ceiling prices. Pay your 


ration points in full. 


3. Keep your own prices down. Don’t take advantage of war con- 
ditions to ask for more—for your labor, your services, or the 


goods you sell. 


4. Save. Buy and hold all the War Bonds you can afford — to help 
pay for the war and insure your future. Keep up your insurance. 


A United States War message prepared by the War Advertising Council; approved by the Office of War Information; and contributed by this 
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EVERY 
WAR BOND 
You BUY 

WILL HELP 

















in ti with the Magasine Publishers of Ameries. 
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Investigate the new 


Kick a File 


REG. U.S. PAT. OFF. 

An improved new system of fil- 
ing. Compartments turn open 
at the touch of a finger instead 
of pulling open... Material 
withdrawn or inserted from the 
side—instead of vertically. 
Saves up to 50% floor space. 
Everything instantly accessible 
—No filing experience neces- 
sary. For full information write 
or wire 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 E. Wacker Drive, Chic2go 1, Ill. 


Patents Applied ho I === 














MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


STITT 


~ 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 








Protex Cuff Shields 


SALES SOAR 
with Cool Weather 


and Long Sleeves 
ALL PLASTIC 
Practical as well as Decorative 


Easy and Simple Adjustment to wrists 
(No nuisance bands, buttons, etc.) 
e Each pair in individual imprinted 


envelope 
PLASTEX CO. 


727 Sixth Ave. 
NEW YORK 10, N. Y. 
Watkins 9-1320-1 











Retails at ~ 
25¢ per pair 
3 doz. to a box 
Immediate delivery 
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e Published in Great Britain every three 
months this popular Journal contains up- 
to-date news of the activities of British 
Manufacturers of stationery and allied 
lines. A number of lines advertised in 
this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 
regular mailing lists and we shall be 
pleased to send you a copy FREE each 
quarter if you will complete and return 


the form below. 


SEND US THIS COUPON 


BRITISH STATIONER 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London. W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 

III sx scccscsoceteaeess- ecoccanseetocecricisecae sresectis mca igs ocatia Ptetseaesen iinet Mlmiag seule castieect tale 
Address 


Date 
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RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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HONOR ROLL 
x PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types. 

Send for illustrated literature. 


Arrange Now for Postwar Bronze Tablets 
AVOID DELAY LATER 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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AND MRS. AMBRICA 











ENTER THE BIG 6th WAR LOAN 
DISPLAY CONTEST - - - OVER ; 
$100,000 IN WAR BOND PRIZES: 
Look now to see if your store is eligible to enter this history- 
making Display Contest. If it is. 


Retail Chairman today—secure your cop 


get in touch with your Local 


y of the Campaign Book, 


i E—over 
explaining how you can win, not one prize, but THRE 


$1,000 in War Bonds—and a Treasury Citation! Main Street oT 


, ; ; 4 
tunity. Entnes are judge 
Fifth Avenue, all have an equal opportu y mit 


es and Attention Appeal. Artistry and Origin 


Sal 
solely on »@ aning display- 


: : — 
so lose no time im setting up your prize 





i i is on 
backs both our Fighting Army, advancing against the Axis 
ac 


our Production Army on the home 
mbered in this gigantic. victory- 
| Retail Chairman will tell 


land, sea and in the ait. and 
front. Are al] your employees nu 
speeding 3rd Army? If not, your Loca 


you how they may best serve! 





FEATURE WAR BONDS 
IN YOUR NEWSPAPER 
ADVERTISING 











War Bonds — the present with a future — 


deserve first place on every Christmas 
the 6th War Loan by 


shopping list Help 
“ first place in all your 


giving War Bonds 


store advertising- 

















STORES ELIGIBLE FOR 
6th WAR LOAN CONTEST 





DIVISIONS SPONSORS 


Department Stores Textron, Inc. 


Hardware Stores Henry Disston & Sons, Inc. 


Jewelry Stores Bulova Watch Company 


YEE 
ENLIST EVERY sec Grocery Stores General Foods Corporation 
IN THE 3 rd A : Drug Stores Abbott Laboratories 
he over-a-million strong grd Army of Retail Bond Sellers Women’s Apparel Shops 
Today the over 


and Specialty Stores 
Men’s Apparel Shops 


Nemo Foundations 


Cluett, Peabody & Co., Inc. 
Gasoline Stations and 


Garages Shell Oil Co., inc. 


Radio Stores Sylvania Electric 


' Products, Inc. 
Furniture and Floor 


Covering Stores Congoleum-Nairn, Inc. 


Limited Price Variety 


Stores The Clopay Corporation 





OTHER RETAIL GROUPS may be 
added. See your Local Retail Chair- 


man if your store is not included in 
above divisions. 











The Treasury D 
i gts 
y Department acknowledges with appreciation the publication of this message by 
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sciasiadhiaid This is an official U.S. Treasury advertisement— | 
d under auspices of Treasury Department and War Advertising Council | 
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EXPORTER 


@ Published in Great 


Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 


















EBERHARD FABER 
MONGOL 482 


Pencils with smooth-gliding Com- 
plastic lead speed the day's work 
...cut in half the trips to the 


mtv EBERHARD 
FABER 


pencil of the world. 
on every order for PENCILS and ERASERS 


















ys 


Rian 7 PRECISION 
f STENCIL 


| RARRECTION Fup en 
\ "4 CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 
3800 Agnes Avenue Kansas City 3, Mo. 


CLEANS TYPE 


* . 

The cleaner fluid is in the with a whisk of a brush! 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 




























the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 





SPEED-MO 


FOUNTAIN BRUSH 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


RS aE ERT ee OE FEE ET OL TNT MT EE EEA 
(Please attach your busines: card or letter-head) 


PN ied c-kvksovilecd tea adsiccda Rida iaebibinss tenes csaliselacg titabacnidaaadoaaaaee 


MN Fa iss casictpal snacencacesble bleep ccbacieb nnttsnantinnijuatsajuldeiisdaibiploambiastiatalinianamealagiee inal 
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96 Jason St. 
Orange, Mass. 





SORRY —No Typewriters Now! Soon, 
we hope. 


BUT — e do have better ribbons and 
carbons—at better prices. 


REGALRITE Carbow Paper 
REGALRITE typewriter Ribbon 


REGALRITE Adding Machine Ribbon 
REGALRITE Bookkeeping Machin Ribbon 


Samples and particulars will convinee you. 


And you should try KEVIVOU; 
it renews platens and cleans type, amazingly! 


INCORPORATED 


200 Hudson Street, New York 13, N. Y. 
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Metal Furniture Since ’97 ( je 


Royal Steel Folding Chairs « 
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LINE OF TOMORROW 
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e Royal Housewares 


DISTINCTIVE FURNITURE 
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HEYER Quality STENCILS 


Lettergraph Cellulose AAA Grade 
Royal Blue AA Grade 
Economy Dry A Grade 
Wax skp Top Grade 


In note, letter or Icgal sizes. 





HEYER IDEAL DUPLICATORS 
Note - Letter - Legal - Folio Sizes. Com- 
plete with Ink, Sponge, Instructions 





HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions. 





HEYER GELATIN ROLLS and FILMS 
In amber or white for any model dupli- 
cator. Sizes 8°24” x 22” wide. 


MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit type duplicator. Forty years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leader in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 

We manufacture a complete list of rotary 
stencil duplicators which will again be available 
January 1945. Our popular EFFICIENCY ROLL 
DUPLICATOR is now available. 


WRITE for COMPLETE CATALOG 


00D 





LETTERGRAPH POST CARD PRINTER 


Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 


\ c KRBON 


P AVY RX 











Coa a. 


HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 








PORTABLE CLEAROSCOPE 


Simplifies Drawing and Tracing on Stencils 
Complete with all Tools. 
















HEYER Quality INKS 


Finest reproductions for automatic hand 
duplicators. Black and 7 colors. 





HEYER Quality REFILL 
For Any Pan Type. 1-2'2-5 and 10-Ib. Can. 


{if 
1} 
}i}) SPrmir PROCESS 


CARBON 








HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue— 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Galion 
Cans. 





HEYER Quality STYLI and GUIDES 

18 Varieties of Styli points with plastic 

handles. Guides for many type faces and 
sizes. 








You can count on it... 


” SAVE 
TIME! 





This speedy, simple, compact 


Sundstrand will add many valuable minutes 


to your employees’ days. 


With only 10 figure keys to reckon with, ‘“one- 


handed touch operation” is quickly acquired 


after a few minutes’ practice. 


This permits the operator to keep eyes and 
the other hand busy on work sheets ...without 
wasting time picking and choosing from a mul- 
tiplicity of keys. 
The minutes saved each 


total of precious 


Save the Seconds and You Save the Day— 


Underwood Elliott Fisher Company Z 


New York 16, N. Y. 


One Park Avenue, | 
> 


Makers of Underwood Typewriters, Accounting Machines, 


Underwood 


Underwood 


Adding 


week in thousands of stores, banks, and plants 


not only transfers valuable man hours to 
other uses, but pays the modest cost of each 


Underwood Sundstrand many times over. 


Ask your local Underwood Elliott Fisher 
representative to show you the advantages of 
this practical time-saving adding-figuring 
machine. 
Electric 


Sundstrand Adding - Figuring 


Machines are available subject to War Production 


Board authorization. 


i 


Our factory at Bridgeport, Connec- 
proudly flies the Army- Navy 
with star added as a recoid 
tation awarded for the production 
of precision instruments cal ling 
for skill and craftsmanship of 
the highest order... 


-Figuring Machines and Supplies 








